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NATIONAL 


not only means “public” but it also means 
“nation-wide.” 
The “public” National” de- 


mand for Garage Hardware. 


are creating a“ 


The “nation-wide” purchasing of automo- 


biles means bigger business for the Hard- 


ware Dealer who stocks the “National” 
Line. 
National Garage Set No. 801 (illus- 


trated) is the same as 
Set No. 800, advertised 
last week, except that 
the famous No. 27 
Latch replaces the No. § 
29 Latch. 
designed for 








This set is 
people 
and 
service built together. 

The No. 


reversible for 


who desire “looks” 
27 Latch 1s 
either 
lLeft-Hand 
Note the long, 

lines of the 


Right or 
doors. 

graceful 
handles 


which give 


“class” to the door 


from both sides. 


in Builders’ 





Send for 
Blanks. 





View inside garage 








Remember the National way 
tory to You” is the short cut to more profits 
Hardware. 


Catalog and convenient Order 


National Mfg. Co. 


Sterling, 





- - 


View outside garage 


This set and this 
latch form a combina- 
tion that is simply 
unbeatable. The com- 
plete set includes: 


3 pair 8-inch Reversible “T” 
Hinges 

1 only No. 820 Chain Bolt 

1 only No. 830 Foot Bolt 

lonly No. 5 Door Pull 

1 only No. 27 Latch 


All packed in neat, 
strong cartons with 
screws and everything 
necessary for quick 
application. 


“From Fac- 





Illinois 
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A Hardware Horn of Plenty 





HE hardware business is coming into its own. 
Years ago keen, alert men saw wondrous 
possibilities. They put their energy, their 

money and the best years of their lives behind that 
vision. They sowed and cultivated, but just as the 
harvest loomed the hot winds of competition ap- 
peared. Little by little they cut down the profit 
crop. Department stores, druggists and even gro- 
cers took toll. They appropriated in part his granite 
and galvanized wares, housefurnishings and cutlery. 

Then came the automobile and the motor truck, 
bringing in their wake a tremendous demand for 
repairs and accessories. Wide-awake dealers saw 
their opportunity and welcomed it. They saw them- 
selves the logical distributers of what has since be- 
come recognized as MoToR HARDWARE. ‘They 
catered to the car owner and to their amazement 
found increased sales and profits in every line car- 
ried. From the motor there sprung a Horn of 
Plenty, the contents of which drowned out the 
memories of lost business. 
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This issue of HARDWARE AGE might be termed 
an inventory of the hardware man’s Horn of Plenty. 
Think of the power behind that horn! 17,523,664 
automobiles and motor trucks in actual use in the 
United States to-day—a million and a half more 
than we had a year ago. One car for every 14 per- 
sons. One man out of every 14 an actual motor 
hardware customer. An existing demand for over 
two million more cars this year to augment the total. 

A supplement map in this issue shows the num- 
ber of cars or trucks in every state. The figures 
on your state represent the small end of the Horn 
of Plenty. At the other end is the vast array of 
the things necessary to keep those cars and trucks 
in operation. It is conservatively estimated that 
each car calls for the expenditure of $150 per year 
for equipment and accessories, not counting the 
gasoline. This means approximately $1,128,549,600 
to be spent for auto motor accessories in the United 
States this year. 

A Record for even a Horn of Plenty. 


GOTT HTT Pe 











Automobile Tires a Profitable Line [f Rightly 


In Five Years [linois Merchant Has Built Up Monthly Sales of 





Is SS anne the demand for the harness and ve- 
ae EE a hicle supplies that went with the 

criving of the horse. 
By H. G. BEATTY . Beatty family for almost. three- We saw the handwriting on the 
quarters of a century. wall and with a decreasing harness 
N 1848 Isaac B. Beatty came At the beginning harness was all and buggy business, we saw a de- 
overland from Ohio and estab- we carried, later vehicles were add- creasing profit. Therefore we 
lished a little harness shop in ed, then about 25 years ago, a full naturally turned to the automobile 
Clinton, Illinois. This was the be- line of hardware was installed. as the successor to the horse and 
ginning of a business that has re- The adoption of the automobile added a line of tires and accessories 
mained under the control of the practically drove out of existence and our only regret is that we did 
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Handled, Says H. G. Beatty of Clinton, Ill. 


Casings and Tubes Averaging from One to Three Thousand Dollars 





not put this department in sooner. 
The automobile is used today 
more than the horse and carriage 
ever were used. When you take into 
consideration the fact that a few 
years ago automobiles were few and 
auto-accessories unknown, the great 
growth and magnitude of this en- 
terprise is certainly wonderful. To- 
day it is one of the largest, if not 
the largest industry in the world. 
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Few of us have any conception of 
the billions of dollars that are in- 
vested today in the manufacture of 
motor-driven vehicle and their ac- 
cessories. 

Automobiles for us are a daily 
necessity. They are a vital factor 
in economy, business, transporta- 
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tion, delivery and travel, and it is 
but natural that there should be a 


constant increasing demand for 


tires and accessories. 
Important Part of a Hardware Stock 


Handled rightly, and with ordi- 
nary attention to business, they are 
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Tremendous Growth of Beatty & Co.’s Tire Sales 


It will be interesting to hardware 
merchants to note the tremendous 
growth in sales of automobile cas- 
ings and tubes by H. G. Beatty & 
Co., Clinton, IIL, since they installed 
their first stock in 1915. In Janu- 
ary of that year they sold $49.75 


worth of these goods, while in 
January of this year their sales 
amounted to $961.59. In the five 


years they have been handling cas- 
ings and tubes January has always 
been one of the poorest months of 


the year. 


In 1915 the total sales were $1,- 
1917, 


789.87; in 1916, $8,084.72; in 
$9,627.75; in 1918, $13,145.66; 
1719, $22,208.74. In the 


were $1,990.40. 


The tabulation of 


the first three months of the year 
very important parts of a retail 
hardware merchant’s stock. It is 


worth your while to give more at- 
tention to them. 

To hardware merchants who 
not handle tires and accessories we 
can only say from our own experi- 
ence that it is time for them to get 
in the game. There ouly one 
question that the hardware man can 
ask himself, Is there profit in the 
tire and accessory business? To the 
up-to-date progressive hardware 
dealer I would say it affords him a 
wonderful opportunity to increase 
his business, also a nice margin of 
profit. 

We think the time is not far dis- 
tant when practically every hard- 
ware store will carry a full line of 
tires and accessories and especially 
now that the farmer is using tractor 
engines, auto-trucks, etc., it is more 
attractive for the merchant to take 
care of his regular customers than 
when the pleasure car alone was in 
the field. 

Before stating any of my ideas 
along this line, I want to remind 
you that the accessory line is prac- 
tically a new one, and you cannot 
possibly use the old shop-worn ideas 
in merchandising this product you 
have been using in your other lines. 
It calls for an entirely different and 
up-to-date plan, and if you are not 
willing to adopt modern methods, 
there is every possibility that you 
will never be satisfied with the re- 
turns it brings you. 

We started in the tire and acces- 
sory business in a very small way. 


do 


is 


first two 
months of this year the total sales 


monthly sales 
printed below shows that, as a rule, 


are the poorest, while during the 
balance of the year the total volume 
varies somewhat from month to 
month, but generally the best 
months are June, July, August and 
September. The largest sales rec- 
ord in any one month was in July, 
1919, when the total sales were $3,- 


Yealr 1915 1916 
Januars $49.75 $139.99 
February 54.51 110.59 
March 168.54 288.33 
April 209.30 624.94 1 
May 130.88 661.07 1 
June 148.65 1,352.83 
BUS aw cas 98.72 1,122.71 
| re 186.39 1,013.87 1 
Septembet 175.13 1,047.05 
October 101.53 541.28 : 
November 118.27 167.16 
December 348.20 708.90 
$1,789.87 $8,084.72 $9 


After handling a few staple articles 
we found that our customers looked 
to the hardware store for their 
vants, and we increased our stock. 
Our regular customers seeing our 
auto supply stock bought, and our 
new customers who came for acces- 
sories often purchased from our 
other departments. 
Lines That Pay 

Spark plugs are about as staple 
as nails, there is always a demand 
for horns, tire pumps, goggles. jacks, 
vulcanizers, batteries, santeens, 
flash-lights, fire extinguishers, 
sponges, chamois, auto-polish and 
cleaners; along with all kirds of 
tools for use in the garage or home 
repair shop. In buying tools, etc., 
for your regular hardware trade 
think of the especial needs of the 
motorist and repair men, such as 
tool kits and socket wrench sets and 
special tools for engine repair work. 
At the present time we are stocking 
a complete line of accessories with 
the exception of those that need ser- 
vice station work; by which we 
mean the articles the consumer is 
not in a position to apply and prop- 
erly adjust himself. These we feel 
do not belong to the hardware man. 
We confine ourselves to that part of 
the line that we can market the 
same as we do our other lines. 

You should have every facility 
for the proper handling of tires and 
accessories, first class windows, ade- 
quate display cases and salesmen 
who can forcibly present their mer- 
its and general desirability. 

A good window is one of the most 


821.04. It must be remembered 
that these figures represent only 
casings and tubes, in addition to 


which Beatty & Co. carry a fairly 
complete line of automobile acceso- 
ries and supplies. 

The monthly tabulation of sales 
of casings and tubes is as follows: 


1917 1918 1919 1920 
290.16 $549.58 $702.33 $961.59 
328.75 203.61 $17.33 1,028.81 
712.56 1.116.41 ts ee 
359.16 719.75 eS ere 
691.10 1,025.64 eo | aa eee 
$54.02 1,020.09 S000.70 8 ceveoce 
956.49 1,318.96 oy se! ae 
354.81 1,914.13 a | ee 
764.64 1,669.06 i | 
$26.78 1,300.54 i > re 
720.45 1,168.68 Je vi | nase 
558.83 1,139.21 1,663.48 .wwcess 
627.75 $13,145.66 $22,208.74 ...... 


forceful helps to sales stimulation 
for any accessory department. We 
devote one of our windows almost 
entirely to the display of tires and 
accessories, changing the display 
often and have been able to trace 
many profitable sales directly to 
this. 

Working along with this should 
be newspaper advertisements and 
form letters. Let the public know 
that you have this department. 

Every car owner that comes in 
your store should receive the posi- 
tive impression that you sell tires 
and accessories; that impression 
should be inserted in his mind when 
he walks or drives past your show 
windows, it should be strengthened 
by newspaper advertising, and 
broadened by a system of personal 
letters. In rainy weather have a 
special ad on chains, small digging- 
out shovels and fiber mats fer the 
running-board, or in a personal let- 
ter merely suggest you carry all 
sizes of rope for an emergency. 
When the weather begins to get 
crimpy is the time for you to dis- 
play auto robes, anti-freezing com- 
pound, electric foot warmer, etc. 
Keep apace of the season with your 
advertising. 

Tire and rubber manufacturers 
are realizing that in the dealer’s 
success lies their own, and many of 
them have created an advertising 
service, headed by experts whose duty 
it is to study and help to solve the 
dealer’s selling problems. Its scope 
is broad and offers a generous co- 
operation to you. 











April 15, 1920 


175 





There is big “prof- 
it” in tires, not in 
the selling of one 
tire; but when you 
can turn your stock 
from six to twelve 
times a year that 
means profit. In order 
to make money on 
tires it is necessary 
first to choose a high- 
grade tire, second to 
have a knowledge of 
how it is built, and 
third to have the abil- 
ity and courtesy to 
advise the customers 
as to their use. 

We made up our 





cases are satisfac- 
tory. We keep a rec- 
ord of all casings and 
tubes sold, enter them 
in an accessory book, 
with the number and 
style of casing, name 
of purchaser and 
date of sale, thus 
eliminating any con- 
troversy along that 
line at time of adjust- 
ment. A customer 
bringing in a tire for 
adjustment often 
wants one to take its 
place, yet does not 
want to buy a new 
one. We overcome 








mind to handle one 
good tire and are still 
selling it. One good tire will sell two 
more every time. In stocking tires it 
is well to have all the different styles 
and sizes, not necessarily a large 
stock of unusual sizes, but have at 
least one of each in stock; when it 
is sold, order another one immedi- 
ately. Always be ready to say “we 
have it,’”’ when a customer asks for 
a size that he has tried a garage for 
and failed. A customer whose car 
takes an odd-sized tire will appre- 
ciate your efforts and boost for you. 
To be sure we have our tire troubles, 
everyone does, but we try to adjust 
the claims as they come in. Such 
adjustments as we cannot-settle, are 
forwarded to the factory and in most 




















this obstacle by sell- 
‘ng him a new tire 
and crediting him with the amount 
the factory allows on his old one. 

Most of our tire business is cash 
as we allow 10 per cent off the list 
price for cash which makes it quite 
attractive for the average buver. 

Our salesmen enlarge on the sav- 
ing to be effected by paying cash, and 
it has not been a difficult matter to 
sell the cash idea. When the pur- 
chaser is a good 30-day credit cus- 
tomer, we charge the tire without 
objection. 

Be conservative in buying, choose 
standard accessories as well as a 
standard tire, and I believe you will 
find, as we have, this department to 
be very profitable. 











Making the Tire Window Attractive 











The Duncan & Goodell Company, vincing manner that the passerby is and a scattering of inner tubes com- 
Worcester, Mass., has shown just bound to stop and look at this win- plete an exceptional display well 
five types of tires, but in such a con- dow. Three well-placed show cards worth imitating. 
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At the top is the autemobile accessory department of the Stambaugh-Thompson Hardware Company, Youngstown, Ohio. 

The oval shows the display of accessories and tires in the store of the John J. Wilkinson Company, Newburgh, N. Y. 

Next is the automobile accessory department of J. Russell & Co., Holyoke, Mass., and at the bottom is a display of tire 
casings, automobile trunks, etc., in the store of the Albany Hardware & Iron Company, Albany, N. 
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An automobile accessory display case in the store of the Bunting Hardware Company, Kansas City, Mo., is shown in 

the upper illustration. Just below in the oval is shown the manner in which the Swank Hardware Company, Johnstown, 

Pa., carries its retail tire stock on a hanging balcony, 9 x 160 ft., above the main aisle of the first floor. Each size of 

each style of casing has its place marked by a stencilled card tacked to the floor, and a record of the stock is kept by 

a card file system. Henry C. Weber & Co., Detroit, Mich., uses the railing of the balcony for the display of casings. 

Kilmer & Sons Company, Spokane, Wash., devotes a considerable part of its store to accessories and tires, as shown in 
the bottom illustration 
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The space-saving display of tires in the upper illustration is in the store of Reilly Bros. & Raub, Lancaster, Pa. The 

Swank Hardware Company, Johnstown, Pa., reserves a corner in its store for accessories, tires and tubes (shown in the 

oval). The Peirson Hardware Company, Pittsfield, Mass., puts tires to the fore by displaying them on its counter right 

above its nail bins. In the bottom picture is shown the space that is given to the display of accessories on tables in the 
store of Reilly Bros. & Raub, Lancaster, Pa. 
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The upper illustration shows a convenient rack back of automobile accessory show cases for the display of casings. 

rhe two center illustrations show well-arranged display cases filled with automobile accessories. The bottom illustration 

shows display counter in the store of Jere Woodring & Co., Hazleton, Pa., with a miscellaneous assortment of accessories 
and supplies 













These illustrations show 
the varied uses of 
trucks, tractors and 
gasoline engines on the 
modern farm. Whether 
it be to take hogs or 
garden truck to market, 
operating an ensilage 
cutter or pumping wa- 
ter, gasoline motive- 
power has now become 
almost indispensable 
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Motor Hardware 


Great Growth in the Use of Trucks, 


Agriculture Makes the Tiller of the 














By LLEW S. SOULE 


rYNHE farmer deserves prosper- 

ity. He has it coming to him 

in chunks. Now don’t get me 
wrong. I don’t mean the fellow who 
jumped into the soil-tilling game 
only after Uncle Sam had put a 
$2.26 guarantee on wheat. Not for 
a minute. The farmer I refer to is 
the fellow who wore  plow-handle 
callouses about the time Bryan was 
training for his first Presidential 
race; when eggs were 10 cents per 
dozen, and wheat hovered around 
the 60-cent mark. I served a two- 
season apprenticeship on a Minne- 
sota farm myself about that time, 
in the capacity of farm chamber- 


Motor 

















for the Farmer =» 


Tractors and Gasoline Engines in 









Soil One of the Best Customers for 


Goods 
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maid. Talk of daylight saving! If 
sunlight hours were dollars the guy 
I worked for would have been a mil- 
lionaire years ago. We had the long- 
est days and shortest nights on rec- 
ord. I was scheduled for the chores, 
and that schedule included cutting 
the firewood, milking the cows, chop- 
ping the feed, weeding the onions, 
running the churn and the washing 
machine, pumping water for the 
stock and driving the horse on the 
merry-go-round that put the kick in 
the corn sheller. My leisure time, 
and there was mighty little of it, 
was spent between the sheets of an 
attic bed. I have an abiding sym- 
pathy for the man with the hoe. 
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A New Man on the Old Job 

Things have changed mightily 
since that day and age. The farmer 
has developed into a real business 
man. The back forty is now a de- 
partment in a business which is 
handled in a businesslike manner. 
The merry-go-round is a memory, 
and the farm plow is equipped with 
a comfortable seat. Gasoline has dis- 
placed elbow-grease as amotive power 
for sawing the wood, chopping the 
feed, speeding up the churn or the 
family washer, and furnishing water 
for the mooley cows. Farm tools are 
now as modern as the fixtures in 
your new store and as well cared for. 
The crop journeys to market via 
motor truck, while plowed fields 
grow like mushrooms in the wake of 
the tractor. A Ford stands under 
the shed where the surrey once 
reigned supreme, and Mrs. Farmer 
has at last come into her own. She 
presses a button and the motor does 
the rest. Meanwhile she reads the 
fashion magazines and wears crepe 
de chine. The farm boy hustles 
through the high school and attends 
an agricultural college, then hits 
back to the farm because it is a real 
place to live and develop. My farm- 
ing experiment was made about 
twenty years too soon for comfort. 

Do you think all this comes from 
the ownership of a few cheap auto- 
mobiles? Not on your life. The Ford 
is only one of the evidences of farm 
prosperity. Back of all this is the 
farm motor, the one thing that has 
made the American farmer king of 
his kind. But what has all this to 
do with hardware? Scratch your 
head and take a life-sized think. 
Doesn’t it spell motor accessories 
profits in a rich but mainly undevel- 
oped field—that of the motor-made 
farm? 


In the Tracks of the Tractor 


Somehow or other our motor ac- 
cessories ideas seem to hover a!most 
exclusively around the _ pleasure 


car. Our selling plans run on a one- 
track system. A close-up of the 
modern country road might jolt our 
self-complacency a little. There are 
at least two other well defined tracks 
we have overlooked, and they lead 
to the truck and the tractor. There 
is a shortage of labor on the old 
farm to-day. Farm hands are as 
scarce as homes in New York City. 
The farmer knows all this, and he 


is just shrewd enough to know 
that his salvation lies in the 
big iron farm horse we call the 
tractor. This good-natured farm 


worker takes the place of a dozen 


men and several teams. It never 
tires and never experiences sun- 
stroke. It is ready to work when- 


ever Mr. Farmer is ready to hook 
the traces. Last year thousands of 
tractors were placed on American 
farms and this year the number will 
double. The production of tractors 
multiplied forty times in the ten- 
year period from 1910 to 1920. In 
1918 there were 140,000 tractors in 
use on American farms, and it is 
stated on good authority that the 
total has already grown to more 
than 250,000. Let these figures soak 
in. They stand for motor acces- 
sories business. The engines in those 
gasoline and kerosene tractors are, 
with the exception of size, almost 
identical with those used in auto- 
mobiles and motor trucks. They use 
the same kinds of sundries and re- 
pairs. In fact the iron farm horse 
uses practically the same essential 
accessories as the pleasure car, with 
the exception of tires, windshields 
and a few similar items. There is 
even a warning signal on the mod- 
ern tractor. Are you getting the 
tractor motor accessories business 
of your district? : 

The March of the Motor Truck 

The motor truck is also a labor 
saver on the modern farm. While 


the tractor enables the farmer to 
prepare ten acres of ground for 


«a 
— 
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produce as quickly and easily as he 
formerly prepared one, the truck 
and the trailer enable him to pick 
his market and seek the best price; 
to haul his products to that market 
in a fraction of the time he could 
by horse power; to deliver his chick- 
ens, calves or hogs to the buyer 
without loss of weight or time. 

In other words, the truck makes 
it possible for the farmer to market 
ten loadsof produce in the time it for- 
merly took to market one. The farm- 
er is wise to this angle of his busi- 
ness also. To-day many makers of 
trucks are selling 60 per cent of 
their output to farmers. In 1918 
there were 6860 trucks registered in 
the State of Wisconsin for use out- 
side the limits of incorporated cities. 
At the same time on 198,585 farms 
of Iowa there were approximately 
6000 trucks. In 1919 these totals were 
increased fully 25 per cent. In some 
States the use of trucks on farms 
nearly doubled last year. 

Here is a motor vehicle field fair- 
ly teeming with accessories needs. 
The truck uses practically every type 
of accessory that the pleasure car 
does, even to tires and chains. 
Every day it is putting the fade- 
away sign on “old Dobbin” while it 
saves cash, time and labor for Mr. 
Farmer. Take a tip from me and 
cultivate the truck accessories angle 
of our modern aristocrat — the 
American farmer. 

Golden Eggs from Gas Engines 

The gas engine is a star boarder 
on the farm these days. It comes 
in two general types, portable and 
stationary. The portable one is usu- 
ally only a stationary model mount- 
ed on an improvised truck. It car- 
ries food to the prize hogs, and de- 
livers the milk from the barn to the 
house. It is always ready to tackle 
the job of pumping water, running 
the feed cutter, cream separator, 
fanning mill, churn and_ washing 
machine, or putting “pep” into the 
dynamo that furnishes the farmer 
with artificial light. Compared to 
the truck or tractor it is inexpensive, 
yet it gives ample power for all 
kinds of light work. In the same 
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class is the power sprayer, used ex- 
tensively in the big fruit orchards 
of the far West. 

Practically every modern farm 
has either a portable or stationary 
gas engine on its regular pay roll. 
One is always to be found on the 
farms: of the irrigated districts, and 
in other sections there is generally 
one in the farmhouse basement, 
where it pumps the water and runs 
the household utilities, at the same 
time storing power for home light- 
ing systems. Occasionally we find 
an up-to-date farm with a_ well- 
equipped machine shop for the han- 
dling of farm repairs. The power 
for such a shop is almost invariably 
furnished by our friend the gas en- 
gine. It’s a far cry from a farm 
motor to a goose, but the little old 
gas engine certainly lays a golden 
egg in the form of accessories prof- 
its. 

The Community Angle 

Just now community development 
is a big, interesting movement 
which is gaining friends and boost- 


ers daily. It is tearing down the 
imaginary barrier between town and 
country and bringing about a closer 
understanding between the food 
producer and the hardware dealer. 
This new order of things is bound 
to be a big factor in the creation of 
new business along motor acces- 
sories lines. Why not take advan- 
tage of it? Every retail hardware 
dealer to-day realizes that motor 
hardware carries a real profit, even 
when confined strictly to the needs 
of the Packard and the flivver. How 
much more profitable it will be when 
we take into consideration the truck, 
the tractor and the gas engine; 
when we get the town dust out of 
our eyes and take a square look at 
the accessories possibilities of the 
modern farm! Shall we continue to 
take on the must and mildew of an- 
tiquated methods? Rather let us 
polish up the windshield of our 
ideas, put a little new gas in the old 
business tank and go out after our 
greatest accessories prospect—the 
motor-aided American farmer. 


Up-to-Date Accessories Kinks 


Four Simple, Home-Made Display Fixtures 


that Will Build Auto 


hinges on the proper display of 

the merchandise to be sold. 
This is a common-sense fact which 
cannot be sidestepped. You may 
have the most complete accessories 
stock in your trade territory, but if 
you don’t direct the eye of the car 
owner to the items he needs, your 
cash register will never ring up the 
profits on his purchases. The ac- 
cessories dealer must show his wares 
and show them in an attractive 
manner. 

Many manufacturers of accessory 
items furnish convenient display and 
advertising stands and many fixture 
houses manufacture special devices 
for accessories displays. Most of 
these devices are excellent for the 
purpose and fit nicely into the ordi- 
nary hardware store arrangement. 
However, there are occasions when 
combination fixtures are required to 
fit certain needs and spaces. Then 
the dealer is forced to use his own 
initiative and create some device to 
fit his needs. The matter of expense 
also enters into the problem at times, 
the dealer finding that he can util- 
ize the spare time of his clerks or 
shopmen in getting out convenient, 
merchandise-selling display fixtures. 
The following kinks are suggested 


Ss" CCESSFUL merchandising 


Accessories Business 


to aid this type of dealer. They are 
all simply constructed and each has 
a definite display purpose: 


Rack for Tires and Automobile 
Literature 


To make an accessories depart- 
ment pay it is extremely important 
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that the dealer be in position to 
furnish road maps, tire information 
and descriptive circulars of the ac- 
cessory items he carries. It is 
equally important that this litera- 
ture be easily available to accesso- 
ries customers. 

This problem may be solved in 
many cases through the use of the 
combination tire and literature rack 
illustrated. This rack is constructed 
of wood and mounted on casters. 
Thegends are triangular in shape 
and dre connected by cross bars. Two 
additional cross bars are placed at 
the proper height to accommodate 
the tires without allowing the tread 
to touch the floor. Running length- 
wise of the fixture on either side 
near the top are two simple racks 
for the pamphlets referred to above, 
while at the top is a lettered sign 
calling attention to the “Car Owner’s 
Library.” Give this sample fixture 
a trial. It will help build new ac- 
cessories business. 


Combination Tire Rack and Display 
Table 

Where the space is somewhat lim- 
ited, it is sometimes advisable to use 
a combination display table with 
such items as jacks, pumps, oilers, 
spotlights, vulcanizers, etc., on the 
top and tires conveniently arranged 
below. 

Our illustration shows clearly the 
construction of a suggested device 
for meeting this need. The frame 
is built of ¢ommon black or galvan- 
ized pipe, which may be attached 
to the floor by means of plates or 
mounted on casters. Two pipe cross 
bars afford display space for the 








A Rack, the Lower Part of Which Is Designed for Tires, and the Upper 
Part for Manufacturers’ Literature 
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various tires. The top of the table 
is constructed from finished lumber 
and built in pyramid form, allowing 
one top shelf in the center and two 
side shelves on either side. A let- 
tered sign divides the top shelf and 
calls attention to the accessories 
carried. The pyramid top may be 
built in sections to allow for the ac- 
commodation of more varied lines. 
There is no patent on the idea, which 
is yours for the taking. Just an- 
other job for the handy man. 


A Suggestion for Handling Tire Chains 
and Parts 


Tire chains are somewhat difficult 
to display to advantage and it is 
almost imperative that the chain 
parts and separate links be carried 
with the complete chains. 

The cabinet illustrated was de- 
signed to make the handling of tire 
chains less troublesome, to display 
both the chains and the parts, and 
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An ingenious arrangement which dis- 
plays tire casings and small accessories 
on shelves built in the casings 


to keep the tire chain line together. 
It is constructed entirely from com- 
mon dressed lumber and mounted on 
casters. When stained or painted it 
is really an attractive fixture. There 
are three open shelves for various 
parts, as_ illustrated. The lower 
shelf is equipped with a door which 
opens downward and is to be used 
for the complete chains in packages. 
The face of the door is utilized to 
carry a card sign calling attention 
to the fact that the dealer has in 
stock a complete line of tire chains 
and parts. The sides of this fixture 
can easily be fitted with samples and 
price tags. Put this attractive little 
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Tires Can Be Displayed on the Lower Part of This Stand, While the 
Pyramid Arrangement of the Top Affords Good Space for Small Ac- 
cessories 


silent salesman on your pay roll and 
watch your tire chain business grow. 


A Unique Wall Display for Tires and 
Small Accessories 


Often there is a bit of wall space 
in the accessories department which 
can be utilized to advantage for 
some striking display that will bring 
out prominently the accessories an- 
gle of the hardware business. The 
device suggested here not only ad- 
vertises the accessories department 
in a unique manner, but also affords 
a handy display space for the smaller 
accessories carried in stock; the 
items not generally featured, but 
which carry a good profit. 

The fixture consists of a short cyl- 
inder of galvanized iron with a nar- 
row flange and is attached to the 
wall by means of common wood 
screws. The cylinder is of the 
proper diameter and length to 
accommodate one automobile 
tire, which is merely slid over 
the projecting tube until it 
touches the flange. The in- 
terior of the galvanized 
cylinder is_ fitted with 
shelves on which the small 
accessories referred to 
are displayed. Two or 
three fixtures of this 
type can be used to ad- 
vantage on the _ back- 
ground of an_ acces- 
sories window display. 

Many additional uses 
will no doubt suggest 
themselves once you 
have given this little 
display kink an oppor- 
tunity. 

Bear in mind that it 
is the neat convenient 


and attractive display that catches 
the eye of the prospective customer 
and paves the way to easy sales. 
Nothing is so unattractive in a store 
as an unsightly pile of tires on the 
floor or display table. It gives the 
customer the impression that the 
dealer himself has little regard for 
his merchandise. 


TYRE CHAIN 
ACCESSORIZ5 
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A Display Stand for Tire Chains 

















Furnishing the New Car With Accessories 
A Story Which Illustrates the Advantages Possessed by the 


Hardware Merchant Over His Less Favored Competitors 





« 


ry 


OR several years I had been a 

motorist and had been the 

more or less proud owner of 
three or four different automobiles. 
When I had secured each one new, 
I had the feeling that it was the 
best I had ever had and each one 
seemed to have more conveniences 
in the way of accessories and equip- 
ment. 

When I heard of something ad- 
ditional in the way of a helpful ac- 
cessory I might ask the man about 
it at the garage where I bought 
my car. On one or two occasions 
I had found him intelligent upon 
the subject, but for the most part 
he knew less about it than I had 
learned through the advertisement 
I had seen in some magazine. It 
seemed to me that a man selling 
cars and all the things that go with 
them ought to be watching the ad- 
vertisements in the motor maga- 
zines and in the trade papers so as 
to know about all the new things, 
but I found that the man who ran 
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a garage and sold automobiles didn’t 
seem to care anything about the 
accessory line. 

Of course each garage I 


had 
vatronized kept some accessories 
and extras, but they had only a few 
things that sold every day, and even 
about those I often found the force 
didn’t know anything but the price 
—and not that unless it appeared on 
the thing in big figures. When I 
wanted to find out about any such 
stuff, I had to go into the stock 
room and help the man find it—un- 
less it might be the boss. He us- 
ually knew a little more. 

Well, I had a little good luck and 
made enough money so I could 
afford to get a better car than us- 
ual and when I got it I wanted it 
equipped better. I had been notic- 
ing that other fellows had conven- 
iences on their cars that I had only 
read about in advertisements, and 
since I could afford them, I wanted 
them. As usual, the man who sold 
me the car couldn’t tell me much. 
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I got into the car and drove around 
to the hardware store that did the 
most advertising of any in town 


I wanted a good tow rope or cable 
for one thing. I had gone to a farm 
house and borrowed rope enough 
times. I said to my automobile man, 
“T’d like to get a good tow rope or 
something like that. Let’s see what 
you’ve got.” 

“Well, now,” he _ replied, ‘we 
don’t carry any of those patent tow 
ropes because they aren’t anything 
but a piece of rope with a hook and 
a loop on ’em. You just go over to 
the hardware store and get a piece 
of good hemp rope and tie a loop 
in one end and you’ll have something 
plenty good enough.” 


Goes to the Hardware Store 


I didn’t stop to ask about any of 
the other things I had been think 
ing of getting but I got into the 
car and drove around to the hard- 
ware store that did the most ad- 
vertising of any in town and when 
I rolled up in front I saw they had 
a sign under the window, “Auto 
Accessories,” and in one of the win- 
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dows there was a display of such 
goods, all nicely arranged with price 
cards on them, quoting the cost and 
telling the quality of the goods. 

Of course I stopped and looked 
this display over and right there I 
saw just what I wanted in a towing 
rope, but the price was rather more 
than I had expected to pay so lI 
went in and asked about rope. 

“Can you give me a piece of good 
rope,” I asked, “to use for a tow 
rope on my automobile?” 

The young man who met me said, 
“Certainly we can. We can give 
you a piece of good manila hemp 
just the length you want. You ought 
to have about three-quarter inch 
probably and I should say about 30 
feet long.” 

I asked the price of such rope. 

“We have some of that rope that 
we can sell you for nine cents a foot 
and that would make your piece cost 
you two-seventy, but I want to show 
you something,” and he went to the 
shelves and brought down one of the 
tow ropes from a supply he had 
there. He opened the box and laid 
the article down before me. 

“There,” said he, “is a thirty foot 
tow rope, the same size rope as 
we’ve been talking about in a genu- 
ine Manila hemp with a galvanized 
hook on one end and the other end 
bound so it can’t unravel. That 
rope is fixed up just the way you 
would like to have a piece of that 
loose rope there fixed if you bought 
it for a tow line. It costs you 
twenty-five cents more to get the 
tow rope ready for use.” 

I considered the thirty feet of 
loose rope, raveling at the ends and 
then looked at the neat tow rope, 
rolled up and tied neatly, hook al- 
ready attached. There was no com- 
parison in values for my use. But 
I had thought it would cost me about 
a dollar-fifty and I said as much. 

“Tt wasn’t so long ago,” said the 
young man, “that you could buy 
that three-quarter rope for seven 
cents a foot, and if you could get 
along with twenty feet, then it 
would have cost you around one- 
fifty, and we’ve got a twenty foot 
tow rope in half inch rope, heavy 
enough for a light car and we sell 
that for one-seventy-five.” 

“Mine’s a fairly light car,” I 
stated. 

“Possibly that light rope would 
be heavy enough then, but I would 
suggest the three-quarter size even 
if your car is light, because some- 
times the man with a light car has 
oceasion to pull a heavy car out of 
a hole. You are probably counting 


on the rope being good enough for 
any pull—and you know you are 


likely to be asked on the road to loan 
a rope to somebody who is stuck, and 
if your rope is light, it probably 
gets broken. It’s generally better 
to play it safe, but I don’t want to 
urge you to get the heavier rope 
against your judgment.” 


Creating Additional Sales 


That was enough. I was sold on 
the heavier rope. I said I’d take it. 
While the young man was wrapping 
up the package I was listening with 
the expectation of hearing the well 
worn formula, “Is that all to-day?” 
when I was surprised at his saying 
something else. ‘“You’ve been get- 
ting a new car, haven’t you, Mr. 
Brown? You’ve got a classy look- 
ing car all right. They say those 
Roadsplitters are full of pep. It 
would pay you to put a motometer 
on your radiator on that new car 
and save overheating her. You 
know a new car heats up pretty easy 
and even a car that’s been run a 
month is better for an indicator to 
show when the engine is running 
right.” 

I was no longer a green driver 
and I thought I knew when my en- 
gine was heating up and I said as 
much. 

“I know you’re an experienced 
driver, Mr. Brown,” the young man 
replied. “I wouldn’t have to see you 
drive up here but once to know that, 
but that makes me sure that you 
realize better than I do that your 
engine may get hot enough to do 
harm before the overheating shows 
in the driving. A man you know, 
George Greene, came in here last 
week and got a motometer and said 
he had been having trouble with his 
engine from heating ,and he didn’t 
know what was the matter because 
it didn’t get hot enough to show by 
knocking at ordinary speed, but she 
didn’t have the power. He never 
even thought of its heating up, but 
he found his fan belt was running 
so loose that half the time he wasn’t 
getting the cooling from it he ought 
to get. If he’d had a motometer on, 
he’d have noticed it the first time 
the engine got hot. It’s a pretty seri- 
ous thing, as you know, to have the 
radiator need water or to have the 
oil system short of oil or even a fan 
belt too loose—and I knew a fellow 
whose fan belt broke and he drove 
his car a hundred miles without any 
fan belt and wondered all the while 
why he didn’t get any power from 
his motor. There’s all kinds, driv- 
ing cars, isn’t that so, Mr. Brown? 
One of these days you will see every 
new car come out already equipped 
with some device like a motometer.” 

During the latter part of this con- 
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versation, he had finished wrapping 
my rope and had brought out a mo- 
tometer and laid it before me. As 
I took it up to look at it, he said, 
“IT wish you’d let me go out and put 
this on your car just for you to see 
how much it adds to the looks of a 
high class car to have one of these 
on the radiator. I’m not going to 
urge you to buy one, but some day 
you may be interested.” 


Makes Another Sale 


I was interested in seeing the 
effect on the car’s appearance, and 
ft admit that what he had said about 
the value of the device had finally 
appealed to me, especially since | 
remembered what I had seen in the 
advertisements of it, and I recalled 
that my best friends among the most 
experienced drivers seemed to be us- 
ing the things. So out we went and 
when he placed that motometer in 
position, I knew right away that it 
would have to stay there. I told him 
so. He went to get the radiator cap 
drilled so it would take the device 
and in a few minutes he came back 
and screwed the thing in place and 
asked me, “How about tire chains? 
Will those from the old car fit these 
tires?” 

“They’re the same size tires,” 
said I, “but one of the old chains has 
a couple of broken cross chains. Do 
you have extra cross chains?” 

“We sure do, Mr. Brown,” was the 
emphatic reply. “Let me look at 
your chains and see what it needs.” 

I dug out the old pair of chains 
and the young man examined them. 

“Two cross chains broken in two,” 
he remarked, “and do you see 
these? He ran the chains through 
his hands and indicated the worn 
links on all the rest of the cross 
chains on both of the pair. “You 
will have more broken chains about 
as fast as they can break the first 
time you get on a piece of hard road 
with these. They’re about worn 
through, but your side chains are 
all right. If I were you, I’d buy a 
box of extra cross chains and a re- 
pair tool and replace those worn 
pieces. It will be cheaper than buy- 
ing new chains, and if you have a 
repair tool and extra cross chains 
in the garage, you can always fix 
up the old chains. Of course we'd 
be glad to sell you a new pair of 
chains, but you can get out of it 
cheaper this way.” 

That was about the first sugges- 
tion any automobile supplies dealer 
had ever offered me as to a way to 
save money and I thanked him. ! 
said: 

“Do you know, I’ve paid garage 
men thousands of dollars for cars 
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and parts and work and so on and 
never-@ne of them suggested to me 
any way of getting out of a job by 
a cheaper plan, like this chain idea 
of yours.” 


Why the Garage Man Fails 


“I know,” he replied. ‘Garage 
men are darned good fellows and 
they are honest and all that, but 
they are always thinking about sell- 
ing cars or about shop work on a 
big scale, and they don’t have time 
to think about how to help the 
driver to save money. They haven’t 
learned the merchandising end of 
the business yet. Why, if the man 
who sold you this car had been onto 
his job, he would have seen to it 
that you got all the equipment on it 
that you would like to have to make 
it even more classy than it is. He 
wouldn’t have found you complain- 
ing at paying an extra hundred dol- 
lars on the price of the car and it 
wouldn’t have seemed much in that 
way, but it seems a good deal when 
you have to come here and buy ex- 
tras after getting the car.” 

Well, I went away thinking that 
perhaps what the young man had 
said was true. Today I know it is 
true, because I have paid him nearly 
that hundred dollars already for ex- 
tras and I don’t suppose I am 
through yet. 


Follow-up Sales Letters 


Only a few days after the above 
transaction I had a letter from that 
hardware store, signed personally 
by the young salesman I had met. 
He said about like this: 

Dear Mr. Brown: Since you were in 
and bought the tow rope and motometer 
and chains I have been thinking about 
what a Night Hawk alarm would do for 
your car. 

The Night Hawk is the best alarm on 
the market. It has a nofe that you don’t 
hear everywhere. It can be depended 
upon to reach the ears of a man driving 
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a lumber milk 
cans! 

It has a style to it, if you can say 
that about a noise. Anyway, when you 
hear the Night Hawk, you turn and 
look, expecting to see a good car. And 
you are not disappointed, because peo- 
ple with cheap cars are not equipping 
them with Night Hawks. 

A Night Hawk of the right voltage 
and everything for your Roadsplitter six 
is waiting for you at our store, and the 
price is $ on the car. 

If you haven’t seen’or heard one of 
these alarms, come in and listen to the 
noise! 


wagon full of empty 





Yours very truly, 


The alarm on my car was one 
thing I did not like about it. It 
made a noise all right, but it sound- 
ed too much like a cheap horn. In 
a little while I bought a Night 
Hawk. 

Then followed 
these: 


such letters as 


Dear Mr. Brown: The little acces- 
sories that can be easily added to a car 
without much expense are often the 
making of its style. 

Take running board mats, for in- 
stance. They belong on good-looking 
cars, and they keep out the dirt. Easy 
to put on or take off, price $ 

Dash clocks—practically a necessity 
lowadays, and only $ for a good 
8-day movement. 

Tire covers to keep the spare in good 
condition and make it look as well as 
the rest of the car looks. 

Mirroscope for showing the road be- 
hind, and spot lights to give you a light 
wherever you want it. Combination of 
the two (useful as a trouble lamp, too), 











Robes that have class to them as well 





as comfort. Moth proof and rain proof, 
$—— and $ 
Luncheon’ kits, vacuum bottle 


equipped, to carry luncheons and picnic 
meals for long trips—save hotel and 
restaurant bills—from $ up. 

We are glad to show you any of these 
things, whether you think of buying or 





“G2 Mites 


=S 


som 
ORE | 








187 





Come in and see our new automo- 
bile accessories. 
Yours very truly, 


not. 


Dear Mr. Brown: Be comfortable 
when you are motoring. 

You can count on us to supply some 
of the helps to comfort. 

Take gloves, for example. We have 
warm gloves for chilly weather and 
cool gloves for summer weather and 
stout gloves to slip on when you have 
rough work to do on the engine or tires. 
You can keep the oil and grease from 
your hands with gloves and they don’t 
cost so much, either. All the way from 
$——_ up. 

And goggles—— You owe it to your 
eyes to protect them from the glare of 
the road and from unnecessary strain 
in wind and dust. If you can save 
your eyes for the years to come at a 
cost of 50 cents or a dollar, it’s a good 
investment, isn’t it? 

We have a carefully selected stock of 
weatherproof motoring coats, too, and 
you will be glad if you take along in 
your car at all times a suit of union- 
alls that can be slipped on when you 
have dirty work to do on the road and 
don’t want to ruin a suit of clothes. 

Have you seen those new Goggleeye 
Sparkplugs advertised—the kind that 
give you more power with less gas? 
We have those and would be glad to fit 
your car with a set. They cost the same 
as ordinary plugs, $1.50 each. 

Yours very truly, 


Each of these letters was a real 
personal letter and it made a real 
appeal to my interests, and usually 
resulted in my buying something. 
That hardware store is getting the 
motor accessories and supplies trade 
of the town because other motor- 
ists have had the same experience I 
have had with the garage people. 
They do not ask us for this extra 
business and they make no effort 
to get it by advertising or showing 
the goods as we find them shown in 
this hardware store. The man who 
gets the business is going to be the 
man who asks for it, I think it is 
safe to say. 

In closing I have to remark that 
that young man in the hardware 
store is a rather unusual combina- 
tion of tact, salesmanship and am- 
bition. He will be operating a store 


of his own in the near future. with- 
out doubt. 
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Western Merchants Strong for 
Accessories 


Report of a Question Box Discussion at Conven- 


tion of Pacific Northwest Hardware Association 


By THE MAN BEHIND THE COUNTER 


T happened out in Seattle at a 

semi-annual meeting of the Pa- 

cific Northwest Hardware Asso- 
ciation. There was a lull in the set 
program and the Question Box 
popped into the limelight. I don’t 
remember who started the fireworks, 
but some one wanted to know “why 
hardware dealers should carry auto- 
mobile accessories.” Within five 
minutes he was getting an earful 
of reasons from a bunch of fellows 
who knew why and who didn’t hesi- 
tate to say so. 

John Raymer of Riordan was first 
to bat. He said the answer was sim- 
ple, because accessories pay a good 
profit and bring new customers into 
the store. “Boys,” he said, “we 
really ought to start at the fountain 
head and carry automobiles, as well 
as accessories. It’s up to us to carry 
any line that will increase our sales 
volume without increasing our over- 
head. We ought to pick a good line 
of cars, not the cheapest, build a 
reputation for the best and go after 
the business. We ought to estab- 
lish a service station and take care 
of our auto and auto accessories 
trade, and we should always charge 
a reasonable price for any repairs. 
If we pay a mechanic 75 cents an 
hour, then we should charge the cus- 
tomer $1.25 or $1.50. We can make 
money on accessories if we get be- 
hind them. It’s one of the best 
paying lines in my store.” 

Raymer had barely struck the 
seat when Fred Ernst of Seattle was 
on the floor. “John’s right, fel- 
lows,” he said. “I’ve been carrying 
accessories for five years and I 
know. When I got the bug on ac- 
cessories I did a little first hand in- 
vestigating and I found that I 
had 40 per cent of the items 
used on or around a car already in 
my stock. All I had to do was 
to create a new department, get the 
stuff all together and fill up the 
crevices. Say, you should have seen 
how it put pep into our business. 
Our sales doubled in the lines we 
already carried. We sold _ three 


times as many wrenches and pliers 
as formerly. Why, we sold 2500 auto 
theft signals alone in one year. I 
found out that car owners are usu- 
ally men with money, men worth 


getting into my store. I found that 
my accessories department brought 
in the sportsman and helped me sell 
sporting goods; that it built up my 
volume of sales. I also found that it 
didn’t take very much money to 
open the department. I started light 
and grew into the business. Now I 
would as soon throw out my tools or 
my general hardware business as to 
drop accessories. Take it from me, 
they pay.” 

Weber of Uniontown broke into 
the discussion about this time with 
a new profit angle. “Boys,” he said, 
“just the sales of oil alone convinced 
me the accessories line is a good 
one. Last year I worked out a plan 
for taking the orders of the farmers 
in my section, for all the oil and gas- 
oline they wanted for the season. 

“It was easy, and it kept them 
coming to Weber’s store. Then I 
went after the automobile pump 
business and sold more pumps than 
I had any idea were used in the 
State. The funny part of it is, I 
sold more pumps for $5 and over 
than for any lower price. I tried a 
similar stunt with wrenches, selling 
socket wrenches in sets rather than 
singly. I am for this accessories 
business because it gives me volume 
and speeds up my sales.” 

Then Cavanaugh of Auburn 
chipped in. “I handle both cars and 
accessories,” he said, “and find both 
lines profitable. Just now I am go- 
ing after the hard tire business. 
I have a press, turn out my own tires 
and make repairs. They yield about 
35 per cent, which is not to be 
sneezed at these days. Some time 
ago I took a census of car owners 
and found that in my town, cne out 
of every four people owns a car. 
Believe me, I got busy and my ac- 
cessories business has trebled in the 
last three years.” 

“Let’s see what the jobbers think 
of it?” Raymer suggested, and Wel- 
born of Whiton Hardware Company 
responded. “The jobbers are in the 
accessories business to stay,” he 
said. “We made a few mistakes at 
first by stocking a lot of untried 
items, and as a result we had to 
dump a truck load of no-good acces- 
sories into the sound a few years 
ago. Now we stick to a logical line 
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and you fellows must do the same 
thing. It’s the farmer trade that 
really makes the accessories depart- 
ment pay. This is getting to be a 
horseless age. How long has it been 
since you saw a driving horse on 
Seattle’s street? The auto is the 
farmer’s driving horse, and the 
tractor is his work horse. Take it 
from me, the dealer who doesn’t get 
into the accessories game will al- 
ways be one lap behind his competi- 
tor in the run for business; he will 
find himself out on a limb, and some- 
one sooner or later, will cut off that 
limb. Every part of the line is 
profitable. You can make _ good 
money just from the sales of pints 
and quarts of oil. The profit on a 
single tire may seem small, but re- 
member, you don’t have to deliver 
tires and you can put the guarantee 
problem right back to the manufac- 
turer. Accessories give you some- 
thing to replace the horse equipment 
business.” 

Chaffey of Ballard Hardware Com- 
pany was on his feet in a minute. 
“Welborn is dead right,” he said. 
“Our firm was forced to put in ac- 
cessories when horses in our district 
began to go. We used to sell im- 
mense quantities of blacksmith sup- 
plies, and simply had to get some 
line to take their place when the 
horse went out of business. Now 
we are helping to shoe the modern 
horse and our profits are better than 
ever.” 

There was an Oregon dealer pres- 
ent, A. L. Jamieson, of McMinnville, 
president of the Oregon Hardware 
Association. The boys wanted to 
hear from him. Jamieson believes 
in carrying tires with other acces- 
sories. He knows that tires really 
pay a good profit if rightly handled. 
“The only thing to remember, boys,” 
he said, “is to cut out poor, unknown 
tires and avoid that adjustment 
‘after-clap.’ You can’t afford to sell 
any but the best tires. I tried for 
four years to work up a trade on 
bum tires before I knew I was 
licked. Then I took on a real tire 
account, and in the past two years 
I have had only one adjustment. If 
the advice of an Oregon dealer 
sounds good to you here, it is: Put 
in a complete line of accessories 
from spark plugs to tires. Create a 
real accessories department and get 
a profit that is yours for the ask- 
ing.” 

Just then the gavel dropped. The 
Question Box slid back into the 
shadows and the convention routine 
was on again, but that little acces- 
sories chat stuck in my mind. I 
couldn’t forget that not a single 
dealer opposed the accessories plan. 
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How Howard Made Accessories Pay 
The Story of an Initial Sale of Tires Is an Excellent 
Indication of the Results that Persistence Will Bring 


By WILLIAM LUDLUM 
George Howard, Inc., Mount Vernon, N. Y. 
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Howard’s ads featuring tires and the Howard automobile supply 
department 


UR auto supply department is 
prominently located in the front 
of the store and occupies approxi- 
mately 250 feet of floor space, not 
including tire storage. We have 
been in the accessory game about 
four years, starting in a very small 
way and gradually increasing the 
number of items until, at the pres- 
ent time, the stock will inventory in 
the neighborhood of $3500. The 
total amount of sales for the past 
year were slightly in excess of 
$7500, in spite of the fact that we 
did not, until a few months ago, give 
much consideration or attention, 
other than occasional window dis- 
plays and small newspaper advertis- 
ing, to this line. 
Our first attempt at a regular auto 
accessory drive eventuated last win- 


ter, when we added Sterling tires 
via the “5000 mile, free repair” 
route, and this may properly be con- 
sidered as our initial step in the 
“really and truly” supply game. All 
the small item business that came 
before was only by way of educa- 
tion and we are glad to say that we 
learned our lesson well, are still 
learning, and are not too proud to 
accept a hint or two from the other 
fellow—whenever he cares to “spill” 
a bit of his experience-acquired 
knowledge in our hearing. 
Speaking of tires, the only objec- 
tion we have to them is the sort of 
weather that seems to be a neces- 
sary evil to this particular article 
of roadware. After our tire stock 
arrived, was priced and ready for 
the grand rush, we stacked our win- 
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dows to overflowing with tires, tires, 
and still more tires, at the same time 
letting loose on newspaper space in 
ad n the expense mood. We 
advertised every day for a week, be- 
fore the tires were placed on sale. 
The sun shone by day, and the moon 
and stars by night, preceding the 
sale; but—and hereby hangs a tale 
—when the eventful date arrived, 
old Mother Nature took a hand in 
the proceedings and it set in for a 
three days’ rain. Two weeks later 
we hammered away at another spe- 
cial on tires—with an identical re- 
sult. We offered to present a tube 
free with each tire purchased, and 
the three days on which the offer 
held good, following a spell of beau- 
tiful spring weather, the “Knee deep 
in June” variety, developed a mini- 
ature blizzard. Now, “when gather- 
ing clouds around we view,” we 
don’t remark, “Do you think it’s 
going to rain?” but gloomily assert, 
“It looks like another attack of tire 
weather, doesn’t it?” However, in 
spite of all this, the profits on this 
tire special exceeded the cost of the 
“drive” to the tune of over a hun- 
dred “bucks” and that when “bucks” 
still retained a purchase value of one 
hundred cents on the dollar. 

The editor of HARDWARE AGE has 
put a number of questions up to us 
in reference to the accessory busi- 
ness, and we will endeavor to an- 
swer them to the best of ‘our abil- 
ity. 

Pulling trade? We have pulled 
trade, are pulling trade and will con- 
tinue to pull trade in this depart- 
ment by the same methods as in all 
others—a combination of catchy 
window displays, explosive advertis- 
ing, the kind that shoots to make a 
hit,-and personal campaigning—the 
latter the keystone of the whole out- 
fit. 

Tires; do they pay? If the tire 
is a dependable tire, you can just 
bet your sweet young life, they pay! 
For further particulars see above 
account of initial sales. 

Best sellers? This is somewhat of 
a novel question, but, as Heinie de- 
manded of the waiter, “Which is the 
best?” And to which the waiter re- 
plied, “The wurst is the best.” We 
can only agree with Heinie in his 
final speeding up, when he exclaimed, 
“Oh, give us the best of the wurst!” 
and state that our best is very apt 
to be the other fellow’s worst and 
vice versa. Our rapid movers in- 
clude so many items that a complete 
list would take up too much valuable 
printed space. A partial enumera- 
tion includes spark plugs, brake lin- 
ing, bulbs, tire chains, gaskets, oils, 
graphite, grease, etc., and the etc., 
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like the postscript to Mollie’s letter, 
is, more often than not, the most 
important. In this respect we find 
that the price—marked in plain fig- 
ures—helps the get-away of the 
goods a whole lot. We like to twist 
an old saying about to suit our own 
special requirements, and this is 
how we put it—‘Tall sales from lit- 
tle price cards grow.” If you don’t 
believe it—try it out! 

Novelties? Let the manufacturer 
show results. When there is a de- 
mand—go to it! Otherwise—go 
slow. 

Dead stock? The question of 
“dead stock” is worthy of long pages 
of discussion. We are going to say, 
“Call the undertaker,’ and not in 
any joking sense either; but when 
you come right down to brass tacks, 
there is really no such thing as 
“dead stock.” If by “dead’’ is meant 


Getting Profits From 
Gasoline 


MONG the many accessories 

which every hardware dealer 
should handle and push are gasoline, 
greases and lubricants. Nearly every 
dealer in the country has come to re- 
alize that besides returning a neat 
profit, gasoline, and its two kindred 
lines, attract many customers who 
might otherwise be turned away 
from the store where accessories are 
sold. In order to sell these three ne- 
cessities successfully the dealer must 
first plan to handle them with the 
least possible loss and with the least 
possible dirt and trouble. 


It is generally conceded that the 
best method of dispensing gasoline 
by the sidewalk pump system. 
When you can get the automobile 
owner to drive up in front of your 
store to buy his gasoline you get 
him into the habit of driving up to 
the same place when he is in need 
of motor accessories or generai hard- 
ware items. There is a good profit 
in gasoline for the dealer, and by 
the curb pump method it is easily 
handled. 

However, in some cities ordinances 
forbid the curb pump because it ob- 
structs the walk. 

One merchant who was stopped by 
such an ordinance found that he had 
about three feet of space that be- 
longed to his property not out near 
the curb but close to the store. He 


is 


placed the gasoline pump on this 
space and arranged an overhead hose 
attachment which would reach to the 
waiting automobile. 


Ordinances of 


something that does not move, al- 
right and good; but lack of motion 
as applied to merchandise is due 
more to an embalmed sales force 
than to anything else. Stock is of- 
ten “dead” just because it is laid 
away, and for no other reason. Get 
it down off the shelves, give it light, 
give it air, in other words—let 
people see it! and the “dead” will 
arise and depart, leaving a trail of 
“iron men” in their stead. 

Additional questions (of the 1001) 
—summed up as follows: 

The auto accessory business is 
the same as every other business 
under the sun—it pays you if you 
make it pay. It all depends upon 
how much of yourself you put into 
it. Go at it—hammer and tongs, 
sink or swim, root hog or die—and 
it’s bound to pay and pay—big! Go 
to it, brother dealer, go to it! 


Grease, 
and Car Lubricants 


this kind are usually to be found only 
in the larger cities. Dealers in the 
smaller towns seldom meet with any 
opposition from the authorities on 
account of curb pumps. 

The sale of lubricants is another 
source whereby the cash register can 
be made to work overtime. There 
are on the market at the present 
time many excellent brands of oils, 
but it is advisable to handle no more 
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Windows that Get 
the Motorist’s Eye 


“Maximum Power,” “Lower 
Gasoline Consumption,” “Silent 
Engine,” “Minimum Carbon” are 
phrases that are bound to arrest 
the attention of the automobile 
or truck owner. When displayed 
as in the first picture on the 
opposite page no motorist can 
possibly pass by without being 
impressed. 

Selling a steel drum of oil is 
rather of a novelty but a close 
study of the second window will 
convince you that it can be done. 
Notice the liberal use of show 
cards, each a short message with 
a punch. 

The protection idea and the 
preventative argument rather 
than the expensive repair work 
after the damage has been done 
are strongly emphasized in the 
lower window. Helping to keep 
the new car and preventing pre- 
mature old age are the two 
strong points brought out. 
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than one or perhaps two of these. 
The more successful hardware deal- 
ers are those who have concentrated 
their efforts upon but one or two of 
these better known lubricants and 
then plugged them everlastingly. 

Lubricants can also be handled 
through a curb pump or a similar 
device. In any event they should be 
so handled that the fire risk to the 
store is not increased and that no 
part of the store is made unsightly 
because of having them in stock. 
Just as excellent care should be taken 
of the oils and greases as is exer- 
cised in the care of cutlery. 

Here is a little service kink which 
adds greatly to your store and costs 
nothing. Under each oil drum have 
two measures, a quart and a pint, 
and be sure that they are never 
mixed. Always draw light oil into 
the measure provided for light oil 
and the heavy oil into its own meas- 
ure. In this way there is no chance 
for the heavier oils to become mixed 
with the lighter ones and your pa- 
trons are assured of purity in every 
purchase. 

The advertising possibilities of 
lubricants are manifold. Maenufac- 
turers supply excellent window dis- 
plays and advertising copy and this, 
coupled with the ingenuity of your- 
self or your ad man, should help to 
put across regular sales the year 
round. You must remember that an 
automobile is always in need of gaso- 
line, grease and lubricants. If you 
will work in accord with the seasons 
of the year, pushing the proper lu- 
bricants at the proper time, your 
business in these lines will grow tre- 
mendously. 

Another plan which has _ been 
worked to advantage by some deal- 
ers is the selling of oils in advance 
of the need. Having stocked early 
and ordered what is to be needed 
for the spring trade, a personal so- 
licitation of car owners advising 
them of the advantages of early buy- 
ing and quantity buying will be sure 
to increase sales far beyond your ex- 
pectations. 

There are many ways to seil lubri- 
cants and package greases, and if 
your sales force know the line thor- 
oughly they can make friends for the 
store through lubricant service. 
Every car owner appreciates any- 
thing that you can do for him in 
this line, as it is the one thing about 
which the average automobile driver 
knows the least. It is up to the 
hardware man to study the lubrica- 
tion problems and freely spread this 
knowledge to his customers. 

Gasoline and lubricants should be 
the medium through which many 
other accessories sales are made. 











Using Show Cards with Lubricants 
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While one of the best sellers in the auto supply department, lubricants are difficult to display properly in a window. How- 
ever, it is possible to make them attractive, as is shown by the above examples. The use of the cards drive home perti- 
nent facts about the automobile and the necessity of proper lubrication 
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Spark plugs display well 


(‘THE hardware store is the proper 

place to buy automobile acces- 
sories. If you can sell the auto 
owner a hinge for his garage door, 
you can also sell him tires, tubes, 
spark plugs, chains, shock absorb- 
ers, springs, bumpers, radiators, 
horns and all of the many tools the 
auto owner must have from time to 
time. 

Too much can not be said in favor 
of attractive show cards to push 
tire and accessory sales. Herewith 
are shown some ideas for snappy 
and original show cards. 

It is a good idea to have a “spe- 
cial sale” at all times of some article 
of general utility to the automobile 
owner. See how attractive ads, 
clipped from HARDWARE AGE, make 
the show cards look. To-day it is 
an easy matter to find appropriate 
pictures or “cuts” to paste on your 
cards, illustrating almost any kind 
of merchandise, and plain lettering 
looks well if shaded with light grey. 

The lettering on the card featur- 
ing the different makes of tires, 
was done with a number one pen, 
the largest size lettering pen made. 
The lettering in the little square 
“Let us quote you on your size” was 
done with a number three pen. 

The lettering on the half-sheet 
card “Special Sale of Spark Plugs” 
is of the mongrel Roman type, or 
“Thick and Thin” as it is sometimes 
called. These letters can be done 
inside a perfect circle or square 
(as shown in a previous article in 
HARDWARE AGE). The squares should 
be about 2 x 2 in. for this half- 
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Show Card Ideas 
For Accessories 
By Joseru Bertram Jowirr 


sheet. The spark plug clippings 
pasted on card enhance the value of 
the card and the gray border gives 
the necessary finishing touch. 

The half-sheet featuring a “Spe- 
cial Sale of Accessories” offers an 
idea for attractive window card, 
each picture shows the article which 
is much better than a whole lot of 
description in detail. A card like 
this would look well either placed in 
the center of window or hung sus- 
pended from ceiling over the acces- 
sory department. 

Next comes the proper kind and 
size of show card for a window dis- 


play of tires. A show card telling the, 


sizes and prices of tires you carry 
in stock, placed in a window without 
any tires, will sell more tires than 
would several piles of tires displayed 
in window without the show card. 
This has been tried and proved and 
speaks volumes in favor of the little 
“silent salesman,” the show card. 
The writer wishes that all hardware 
clerks and proprietors who are fol- 
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lowing these lessons and at any time 
experience difficulty in following the 
instructions would write their troub- 
les to HARDWARE AGE. 

Matt-board, which is made in all 
colors and tints size 30 x 40 in., is 
generally used for tire show cards, 
a 28 in. circle may be cut from one 
of these sheets, this will fit in the 
largest size tire. 


How to Mark and Cut Out Circle Cards 


If you wish to cut a circle to fit 
in a tire say, 32 x 4, substract the 
depth of the shoe all-around which 
would be about 8 inches, from the 
entire diameter, leaving 24 inches 
for lettering space, add one inch, to 
hold card in place inside of shoe. 
This makes the entire circle 25 in. 
in diameter. A block of wood or 
wad of newspaper is placed at bot- 
tom in shoe for the card to rest on. 
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Emphasizing the tire idea 


Mason, Diamond, 
Greyhound, Ajax, 
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Housing the New Car—How the Hardware 
Man Can Help 


Every Owner of An Automobile Needs a Private Garage and When 
This Is Procured the Merchant Can Sell Him Tools and Supplies 
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Garage hardware sets well displayed by Milton Rogers & Sons Company, Omaha, Neb. 


HE building and fitting up of a 
proper house for the new auto- 
mobile is about as particular a 

job as the furnishing of a flat for 
a June bride. The man who has 
just spent his good money for a 
“buzz-wagon” is mighty proud of 
his new possession and he is insist- 
ent that it be properly housed dur- 
ing its rest periods. Naturally he 
rebels at putting it into any old 
barn or shed and he nearly suffers 
apoplexy at the thought of its spend- 
ing a night in a public garage, 
where it may form the basis of a 
midnight joy ride for some adven- 
turous chauffeur. In fact, Mr. New 
Car owner is resolved that his twin 
six or thin-jinx, or whatever car it 
may be, shall have all the comforts 
of a modern private home. That 
means but one thing—the building 
of a garage for his own particular 
use. It is a laudable idea, and as 
it means a profit for the local hard- 
ware dealer, we’re for him. How- 
ever, it is a mighty poor policy to 
leave him to work out his own sal- 
vation along garage lines. He needs 


the help and the hardware dealer 





Martin arranged the display 


needs the business. It’s a common 
plane where there should be little 
difficulty in getting together to 
mutual advantage. 


Plans That Point to Profit 


Naturally the first thing for the 
dealer to do is to get an accurate, 
up-to-date list of all motor car own- 
ers in his community. Usually such 
a list is easily obtainable from the 
county or state offices which issue 
the motor licenses. It can be kept 
up through co-operation with local 
automobile agencies. In fact it is 
comparatively easy to get reports on 
all new cars sold in your district. 
This list forms the basis for your 
campaign, and when it is in shape 
the next step is to get in touch with 
some good local carpenter, and also 
the lumber dealer of your town. 
Have the carpenter get out three 
simple garage plans, with specifica- 
tions. One for a comparatively cheap 
garage, one for a medium priced one 
and still another for the fellow, who 
demands the best. The _ specifica- 
tions should take in the iumber, 
hardware and labor, each figured 
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separately. It is a good plan to get 
an agreement from the carpenter or 
contractor to build these garages at 
a set labor price, but if this is im- 
possible get approximate figures. 
These plans and specifications can 
be printed up in quantities with the 
spaces for prices left blank, to be 
filled in when sent out. Revisions 
can thus be made at any time. 


How the System Works 


When a garage prospect is sighted 
through reports of a car sale, a per- 
sonal letter should be immediately 
sent to the buyer, calling his atten- 
tion to the fact that you are able to 
furnish not only the hardware for a 
new garage, but complete plans and 
specifications, together with esti- 
mated costs. Tell him you have laid 
aside a set of these plans for him, 
which he can have free of charge by 
calling at the store. If he fails to 
respond to the first invitation give 
him another chance, and when he 
does come you are certainly in an 
ideal position to sell him his garage 
hardware. 

The beauty of this idea is that it 
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The Danbury Hardware Company, Danbury, Conn., made this interesting exhibit of garage-door hard- 


allows the wide-awake dealer to sell 
the garage builder every bit of hard- 
ware that goes into the garage, 
including the roofing, paint, door 
track and hangers, hinges, locks, etc. 


Fitting Up the New Garage 


If you have done a good job in 
getting the new garage built you are 
now in position to tackle another 
legitimate sales angle—the complete 
furnishing of it. It is seldom that 
the average retail merchant realizes 
the sales possibilities of a new pri- 
vate garage. There are dozens of 
items that the owner needs almost 
as soon as the car gets its new home. 
There are private oil and gas tanks, 
jacks, overalls or other work cloth- 
ing, gloves, sponges and chamois, 
hose, wrenches, tire tools, vises and 
other tools, and a good garage tool 
cabinet. Then there are lubricants, 
cleaning and polishing compounds, 
extra chains, spare tires, spark 
plugs, running board mats, extra 
curtains or covers, robes, bumpers, 
warning signals and lenses. A good 
live dealer can also sell the garage 
owner a variety of cotter pins, bolts 
and nuts, piston rings, locking and 
anti-theft devices, goggles, tow lines, 


ware at a local exposition 


oilers, vuleanizers, repair kits, 
pumps, grease guns and many other 
items. 

In fact, the garage furnishing 
matter is such a simple one that any 
dealer with good common sense and 
one horsepower of ambition can 
practically control the entire private 
garage business of his town or com- 
munity. It all depends, however, on 
presenting to the prospect a com- 
plete garage plan with specifications 
and lots of needed equipment. In 
other words, it should be a collective 
plan rather than a “sell-one-thing-at- 
a-time”’ idea. 


Old Cars Often Need New Homes 


Efforts along this line should not 
Le confined to new car owners. There 
are many people in your town who 
have their own garages, but who 
have them fitted up very inade- 
quately. Get after these prospects 
as well. Naturally there are a few 
who have cars which are left in some 
barn or shed over night. These 
people should be just as good pros- 
pects as the new car owners; in fact, 
better, as they know now by sad ex- 
perience what they should have done. 

Another source of prospects is a 


list of those who have purchased 
auto trucks. These people will need 
nearly the same things as the auto- 
mobile owner, and several things in 
addition. The farmer who has just 
changed from horses to motor power 
will be in a receptive mood for sug- 
gestions along these lines and prob- 
ably be willing to invest if you can 
show him the worth of proper truck 
housing and equipment. 

Hardware merchants are in a 
position to put over these sales when 
garage and supply houses would fail 
because they come in daily contact 
with more prospects than their com- 
petitors. If a dealer can show a 
saving to the car owner and a profit 
for himself he has accomplished what 
he has set out to do, and something 
in addition. He has made a year- 
around customer of the automobile 
owner. In an emergency this man 
is coming to the hardware store for 
his motor hardware, as well as his 
household hardware. He will re- 
member that it was the hardware 
man who gave him the helpful hints 
for his garage and who actually 
made his automobile a pleasure car, 
rather than a cause for added pro- 
fanity. 

















Mr. Knox Tells You 


What Accessories to Buy and How Much to 
Buy—What to Pay and What to Sell For 


Four Stock Assortments of Automobile Accessories with Correspond- 
ing Tire Assortments for the Hardware Dealer’s Motor Accessory 


Department for 1920. 


NoTE: It may be interesting to know that tires and automobile accessories have not ad- 
vanced anywhere near in proportion to that of many other lines of merchandise. Automobile 
tires have increased in price in the last 12 months only about 10 per cent. Automobile acces- 
sories have increased on an average of about 20 per cent. Practically everything in this 
line is as cheap, if not cheaper, than it was five or ten years ago. This is easily understood 
when one considers the tremendous increase in production each year. 





By JOHN KNoOx 
Salesman W. E. Pruden Hardware Company, New York City 
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SUGGESTED ACCESSORY AS- 6 2/0 M6 | plain grease cups, on mone 1 —1-ton ine k with auxiliary — 
Ret oon iiss ea eake nent 25 ea. 35 e: step | $3.75 ea. $5. 
SORTMENT NO. 1, NET COST spattery hydrometers |. See Stem” 
10—3-4 v., 2c¢.p.,8.C. bulbs..@_ .21 ea. 28 ea guns (a 25 e: 1.75 ea. 
€ 


y ; 1.2. 
APPROXIMATELY $150 10—% v., 2¢.p., D.C. bulbs...@ ‘2lea. 28 ea. ¢ ae pene gages.........@ 05 ea. 1.50 ea. 


10—6-8 v.,2¢.p.,8.C. bulbs..@ .2lea. .2Sea. 50 valve plungers --@ 06 ea 


Cost Retail ln 22 C.p., at —— . @ : ea. 28 ea. & wave — caer e by ea = ea. 

ss 5—6-8 v. c.p.,8.C. bulbs..@ .39 ea. 52 ea ) valve repair tools. ‘a 21 ea. .35 ea. 

oc 2° wae, ae. Rep ae “Gee. = = $1. oo 5—6-8 v.. 21c.p., D.C. bulbs..@ _ .3¢ ea. .52 ea. 6 tire pump connections ..@ 15 ea 25 ea. 
5— 4" re eens @ Chen 2 00en, 10—9 v., 18 ¢.p., D.C. bulbs...@ 38 ea. 50ea. 6-3” double wing B. O. 

1 sg ti - Sp Pp "3 ‘eer . 7 ? 1 > C8. uy 8. 5—12-16 v.,2¢.p.,8.C. bulbs.@  .23 ea. .B0 ea. patches. naa ‘ ..@ 35 ea .50 ea. 
; ply a pump, one bEL:: - oo. ea. 1.50ea. 5 12-16 v.,15¢.p.,8.C. bulbs@ .40 ea. 53ea. 6—4” double wing B. O. 

1 py ire pump, Soubl bbl. ‘o ‘ _ ea. 4.50ea. 6§—I14 pt. cans carbon remover@  .56 ea. 75 ea patches tyetee -@_ Alea. 75 ea 
; wey tire — waned @ 1.65ea. 3.00ea. 63-02. ewab bottles orange 2-414” double we B. O. 

MySay ack, with aux. § te ae See Sree Qs ha Wine cnevncacoes @ .23¢ea 35 ea patches........ . ---@ .48ea. .90 ea. 
- jack, with aux. 8 Pa 3.00 4.80 6—3-oz. bottles 3-in-1 oil... . . @ .20ea 35 ea 6-—-1-lb. cans tire talc. rl 10 ea. .25 ea. 
. pens Rt iis a as _ eo ea. : ‘ €@. 3cansradiatorcement.......@ .45ea 75 en 6 cans cementless patches.....@ .35 ea . 50 ea. 
: = )», Ol and grease guns. @ 108 ea. ; 50 _ 6—4-oz. cans grinding compd.@__. 34 ea. tea 6 tubes patching cement, 1” x4V"@ 07 ea -15 ea 
25 ie aauma cocevece @ “05 ong 06 xi 3—1-pt. cans body polish oa 35 ea. 60 ea 1 > - -o2. rolls tire tape (16 to 1 

5 valve plungers........06- » 0: . -06 ea. .@ 62 Ib. 06 ea. 
a Me oaen TE eae e or ing ‘— - 1 ib. {-Ib. rolls tire tape (4 to . 

peaheed 6e » . 10 ea. 25 ca. _— e oie Per 61 lb .25 ea. 
15g able wine 6 @ .l5ea. .25ea. rIRE ASSORTMENT NO. 1, : se é-Ib. rolls tire tape (2 » on P 
s . =e : ) @ 6 ) 5 ea. 
OO PP ree @~.35ea. .50 ea. . ” mt 
oe deiite “alee it. 0. APPROXIMATE COST, $150 10". %s aii red rubber ta as ft 
inks Cot Retail ORIEL T pump ting... 08 15 fe 
> i hea Ms ube v e ) 2 ea 5 , 
: patches..........eeeeeees @ .48 ea. -90 ea. 1—30x3 clincher,plain casing.@$14.35 $17.60 6—1-lb. bags cotton waste @ 27 ea 35 ea. 
6—1-lb. cans tire tale....... @ .10ea. -25 ea. 1—30x3'% clincher, non-skid 2—5-lb. bags cotton waste....@ 1.25ea. 1.75 ea. 
6— cans cementless patches @ .35 ea. .50 ea. ee @19.50 23.80 6 magne (ee fa 15 ea .25 ea. 
Hg potehing, —— Hl @ .07ea. .15ea. 1—32x314 non-skid, straight 6 dry cells... ..ccesee ..@ .35ea. 45 ea. 
-oz. rolls tire tape, Oo : side casing......... ..@23.75 28.75 25 spring battery connections. @ .OAea. 06 ea. 
Bes ccc ecgsee ot eeceerees @ .62 lb. - 06 ea. 1—31x4 clincher, non- -skid 5 25 spring batt ry connections..@ .Olea. .03 ea. 
1 Ib. sella rolls tire tape, 4 *. an — , — rend ish an ve tants @27.40 33.30 3 3 dry ce oll ammeters. . @ .75ea. 1.00 ea. 
shinee ae ° Ds 20 ea. ~33x4 straight side, non- 12—46” clip te rminals ; @ .02 ea. 04 ea 
1 1b. Vb. Tolls tire tape, 2 to skid casing @32.55 39.55 12 lip terminal @ 02 ea 04 e 
¥ OR COMB, oo ccccccccnse 32.5: 5é 9—5 ; } Zea. .04ea 
Ib. oe acto nessa eseenacces @ _ .60 lb. 45 ea. 1—30x3 grey tube....... ...@ 2.20 3.25 1h Real fins ce ‘ G 3.57 ea. 4.75 ea. 
10’—yex 14 red rubber tubing .@ _ .08 ft. 15 ft. 2—30x3% grey tube.........@ 2.45ea. 3.85 ea 1 electric horn @, 6.38 ea. 8.50ea 
10°—4"C. I. pump tubing...@ .06 ft. 15 ft. 1—32x3%4 grey tube.........@ 2.95 4.35 1 cowl dash 8-day keyless 
3 heat unit vulcanizer........@ 1.12 ea. 1 .50 ea. 2—33x4 grey tube.......... @ 3.85 5.60 clock ‘ @ 9.50 ea. 12.00 ea. 
6—1-Ib. bags cotton waste....@ .27ea. .35ea. 1—31x4greytube...........@ 3.55 5.20 1—4” round diminishing mir- 
1—5-Ib. bags cotton waste....@ 1.25 ea. 1.75 ea. 1—32x4 grey tube........... @ 3.65 5.40 ror..... ; : @ 1.50¢ea. 2.00 ea. 
Smpenete sccwecksan wees @ “15 ea. -25 ea. 1—34x4 grey tube... .@ 4.00 5.85 1—5” round diminishing mir- 
ry cells...... pire eeeeee @_ .35 ea. 45 ea. Terms: 5 per cent 10th prox. Wan acre re: ...@ 1.67 ea. 2.50 ea. 
nee nn bewewe e . = a = Price includes tax. 25 ft. duplex green cotton 
y cell ammeter.......... -75 ea. 1. . lamp cord. ... @ .O4s ft. .06 ft. 
12—4¢ clip terminals........ @ .02ea. .04ea. 25 ft. double braid primary 
12—e clip terminals........ @ .02ea. .O4ea. , . 5 P ' 
Vand sora: ---°@ a'bfee: ages. SUGGESTED ACCESSORY AS- 05 ti imaaacic® “10 
1 cowl dash 8-day clock (key) .@ 8.50 ea. 10.50 ea. ” enable, Ye? @ .06ft. .10ft. 
it round dim. galeror . ca -@ 1.59 oe. ae > SORTMENT NO. 2, APPROXI. toft. 1 nat cai belting) ){i11@ 115 ft. 25 ft. 
10’ salary ignition Bible. .@ 04 ft. 08 ft. MATE COST. $300 be bg hag tar hy os =) Cun as 
10’ magneto ignition cable. ..@ -06 ft. 5° 10 ft. alia ain a 1 pr. 30x31 6” anti-skid chains.@ 3.75 pr. 5.00pr 
: oy 30x3/4 anti-skid chains. 3 ag — 5. — Cost Retail pr. ears rsd Pmt ep be hains. e , be pr. 5 ~ pr 
12—3%” cross chains........ @ .06ea. .08 ea. 10—14” reg. spark plugs..... .@$0.63 ea. $1.00 ea. 1 Dain 3%  Plovessegt 20 7 oe... @ 06 o-. 08 = 
2 —4” cross cheine eacaaenee @ Py ea. + ea. 10-4 reg. pt paw... @ = ea. oo ea. 124” cross chains '@ .06tea. .09 ea. 
—416” cross chains........ @ .O07ea. .10ea. reg. spark plugs......@ .48ea. .75¢@. 13 414" ero ins ‘@ .O7ea. .10 
2 pr. chain repair pliers....... @ _.045 pr. .60 pr. O— %" reg. spark plugs. @ .63ea. 1.000¢a.  j5 + Hen ne 9a @ 09 o 12 a 
1 set (3) carbon scrapers......@ 1.85 set 2. 25 set - é long spark plugs (Buick or. al ee ae aa 60 ea. 
1 set (3) bearin: scrapers..... @ 2.00set 2.50set Specich 7 .@ .63ea. 1.00ea. : pr. chain repair pliers ‘ ) 2 ea. , a ea 
6 boxes asso cotter pins...@ .10box 25 box 1single barrel tire pump...... @ 1.00ea. 1.50ea 2 sets (3) ¢ arbon scrapers... ..@ 5.38 set eo set 
6 boxes assorted lock washers.@ .12box .25box  I1singlebarreltirepump......@ 3.1l5ea. 4.50 ea. 1 set (3) bearing scrapers.....@ 2.00 set 2.50 set 
6—3/0-% plain grease cups, 1 double harrel tire pump.....@ 1.50ea. 2.50 ea. 12 boxes assorted cotter pins..@ .10 box .25 box 
Wiss Sue een te ecenkee dé @ .16ea. .25 ea. 1—-ton jack........ ....@ 1.50ea. 2.50 ea. 12 boxes assorted lock washers@ 12 box .25 box 


od 








Hardware Age 





6—3/0-\%” plain steel mee 
| SPO err ra ee 
6—2/0-14" plain steel Tita, 

I x a tip pics ae ae ee @ 
6- 2/0-} 4" ratchet brass grease 
tae @ 
6—3 M0. 1%” ratchet brass grease 
I os Soins oid mio acon @ 
4 steel tire irons........... @ 
3 battery hydrometers . re 
10—3-4 v., 2 c.p., S.C. Mazda 
_ Sr A pee ie ©! @ 
10- 3-4 v.,2¢.p., D.C. Mazda 
“BRB” bulbs ESE @ 
10- 6-8 v., 2 ¢.p., ‘S.C. Mazda 
as ng bulbs ; een @ 
10—6-8 v., 2 ¢.p., D.C. Mazda 
“B” bulbs ; ; @ 
5 —6-8 v., 21 c.p., S.C. Mazda 
~« << | eran - 
5—6-8 v., 21 c.p., D.C. Mazda 
“B” bulbs. ..@ 
10—9 v., 18 ey D.C. “Mazda 
“B" bulbs... @ 
5—12-16 v., 2c. p. . 8. C. Mazda 
ei dd bulbs @ 


5—12-16 v. , 15 ¢.p., 8.C. Maz- 
da ‘‘B”’ bulbs. @ 

6—\4-pt. cans carbon remove r@ 

6—3-0z. swab bottles orange 


Cost 


@$0.12 ea. 


9 


.18 ea. 


.16 ea. 


25 ea. 


.30 ea. 
.85 ea. 


.21 ea. 
.21 ea. 
.21 ea. 


.21 ea. 


39 ea. 


.39 ea. 
.38 ea. 


.23 ea. 


40 ea. 


56 ea. 


Retail 


$0.20 ea. 


1 


1 
1 
1 


-25 ea. 
.25 ea. 
.35 ea. 
.60 ea. 
.25 ea 
28 ea. 
. 28 ea. 
. 28 ea. 
.28 ea. 
52 ea. 

52 ea. 
.50 ea. 
. 30 ea. 


.53 ea. 
.75 ea. 


.35 ea. 
35 ea. 
.75 ea. 
.45 ea. 
.60 ea. 
.35 ft. 
.53 ft. 


.72 ft. 
80 ft. 


.00 Ib. 
.00 Ib. 
.00 Ib. 


00 box 12.00 box 


ee Pere ree: @ .23 ea. 
6—3-oz. bottles 3-in-1 oil. . @ .20 ea. 
6 cans radiator cement....... 1.@ 47 ea. 
6—4-oz. cans grinding compd.@__.34 ea. 
6—1-pt. cans body polish..... @ «35 ea. 
10 ft. 14%"x" no wire brake 
Aree 21 ft. 
* - 1\%"x ¥” reg. brake lin- 
eaten raramnanet .40 ft. 
10 ft ‘13%"x Ye” reg. brake lin- a 
eg tics a tea oki ate eee oleate . 54 ft. 
10 ft. 2”x ye” reg. brake lining..@__ .60 ft. 
1 lb. 4%” countersunk copper 
rivets. s iahacele hers eed ane ee @ .60 lb. 
1 Ib. $52”x “" counte sraunk cop- 
ere @ .60 lb. 
1 lb. y&”x %” countersunk cop- 
or rivets SS a ree .60 Ib. 
1 bo ox assorted 3-ply radiator 
hose containing 3 ft. ea. 1’, 
144", 114", 184", 2",2\%"....@ 6 
50 Cutvesenl hose clamps, fits 
ren a .06 ea. 
6—5-lb. cans cup grease......@ _  .87} ea. 
6—5-lb. cans transmission 
See er pat aer eee” . 87} ea. 
6—1-gal. cans light oil. -@ 1.02 ea. 
6—1-gal. cans medium oil... ..@ 1.02 ea. 
1 Little Roadster tool kit (0 
EEE re @, 2.25 set 
1 Tourist vx kit (20 tools) . . '@ 5.30 set 
1 set (5) A.L.A.M. fin. open 
end wrenches............. @ 2.97 set 
1 set (6) U.S. Std. fin. open 
end wrenches.......... .@ 3.56 set 
1 set offset steel tube socket 
wrenches. . ...@ 6.00 set 
6 pr. 6” comb. nic kel pliers ...@ = .25 pr. 
3—4” knife handle _ screw- 
GriVOTD «20a @ = .32 ea. 
3—6” knife handle screw- 
rT .@ .45ea. 


3—1}4” Pony screwdrivers. ..@ 
3 in 1—12 Midget scre »wdriv- 


ers on card.. : @ 
1 pr. 8” headlight lenses. .....@ 
1 pr. 84" headlight lenses. ...@ 


1 pr. 83 yr headlight lenses. ...@ 


— 


.20 ea. 


. 284 ea. 


31 pr. 
31 pr. 
31 pr. 


i. 


at 


nw 


— 


.10 ea. 
25 ea. 
25 ea. 
45 ea. 
.45 ea. 


50 set 
00 set 


75 set 
. 50 set 


00 set 
.50 pr. 


.45 ea. 
.60 ea. 
.35 ea. 


.40 ea. 
.75 pr 
.75 pr. 
.75 or. 


POPULAR ACCESSORIES 
FOR FORD 


6 cylinder head gaskets . 
6 large outlet hose connections@ 
6 small inlet hose connections .@ 
6 fan belts (1916) sarees @ 
6 fan belts (1917-18)..... @ 
2 sets commutator wires (5) In 


ee SEER rrr er @ 
2 timers, complete......... (a 
2 oi] gauges... . ..@ 
6 boxes tr: ansmission brake 
) lining... @ 
1000 %$2x§ ie” bre iss split rivets. .@ 
1—22x9"x6 34” tool box ..@ 
3—94’ adj, auto wrenches. ..@ 
1 cutout complete..........@ 
Oe Serer @ 
1 electric tail lamp...... .@ 
6 pr. 


POOP rere ree 
12— 34x ’ plain piston rings. @ 
3 pr. steel- lined brake shoes...@ 


1-piece unlined brake 
‘a 


1 


.45 set 


£0 ea. 
35 ea. 


.80 box 


80 M 


.40 ea. 


50 ea. 
13 ea. 


.60 ea. 
.70 ea. 


.35 pr. 
.12 ea. 
.40 pr. 


~ 


_ 


-_ho— 


2. 


Cost Retail 
@$0.30 ea. $0.40 ea. 
09 ea. .15 ea. 
.07 ea, "15 ea. 
.28 ea. .35 ea. 
. 30 ea. .40 ea. 


.60 set 
.50 ea. 
. 50 ea. 


.25 box 
.50C 
50 ea. 
.75 ea. 
50 ea. 
.00 ea. 
.25 ea. 


.70 pr. 


.18 ea. 
50 pr. 


TIRE ASSORTME 


NT 


NO. 2, 


APPROXIMATE COST, $300 


Cost 


Retail 


1—30x3 clincher, plain casing@$14 .35 ea.$17.60 ea. 


2—30x3% clincher, non-skid 


ee EE RP rae @19.50 ea. 23.80 ea. 
1— 32x35 straight side, non- 

eee EUR e Ee 23.75 ea. 28.75 ea. 
1— — straight side, non-skid 

WE acc vnenbeddsap nee @31.00 ea. 37.70 ea. 
1—3¢ ix straight side, non-skid 

| RRR AL EU Re. @32.55 ea. 39.55 ea. 
1— axd straight side, non-skid 

I in ocondsecasseonne 33.30 ea. 40.60 ea. 
1—3: ax straight side, cord 

non-skid casing .......... @72.45 ea. 87.40 ea, 
1—30x3 grey tube........... @ 2.20¢ea. 3.25 ea, 
3—30x3% grey tube.........@ 2.45ea. 3.85 ea. 
2—32x3% grey tube......... @ 2.95 ea. 4.35 ea, 
1—32x4 red tube............ @, 4.00 ea. 6.00 ea, 
2—33x4 red tube............@ 4.15 ea. 6.20 ea, 
2—34x4 red tube .......... @ 4.30ea. 6.45 ea. 
1—34x4% red tube.. .@ 4.95ea. 8.00 ea. 
1—35x4% red tube.......... @ 5.00ea. 8.75 ea. 
1—35x5 ted re » 6.55ea. 9.85 ea. 

Terms: 5 per cent 10th lee 


Price includes tax. 


SUGGESTED ACCESSORY AS- 


SORTMENT NO. 3, NET COST 
APPROXIMATELY $600 














Cost Retail 
10 reg. spark plugs, 44”.. -@60. 63 ea. $1.00 ea. 
10 reg. spark plugs, 4%”. @ «59 ea. .90 ea. 
10 reg. spark plugs, %”....... @ .75 ea. 
10 reg. spark plugs, 74” re 1.00 ea. 
5 long spark plugs, 4%” (Buic 

OO Fare @ .63ea. 1.00¢a 
58. A. FE. spark plugs, 7%” -@ .63ea. 1.00 ea. 
2 single-barrel tire pumps.....@ 1.00ea. 1.50 ea 
2 single-barrel tire pumps..... @ 3.l5ea. 4.50 ea 

2 double-barrel tire pumps....@ 1.50 ea. 2.50 ea 
2—-ton jacks............. @ 1.50ea. 2.50 ea. 
2—1-ton jacks, with auxiliary 

PUN OIE ss onc oa sn acande @ 3.75ea. 5.00 ea 
3 combination oil and grease 

I os cach Sia acer Me wee ee @ 1.25ea. 1.75ea 
Combination oil and grease 

gun, 12 oz .@ 4.80 ea. 6.00 ea. 
3 brass-plated oil guns, ‘1’x8"..@ .40 ea. .65 ea 
6 tire pressure gauges........ @ 1.05ea. 1.50 ea. 
100 valve plungers......... @ 4.80C 07 e 
50 valve caps iste /arh's ae @ 3.50C 05 ea 

2 valve repair tools....... @ .2lea. 35 ea 
12 tire pump connections.....@ _ .15 ea. 25 ea 
6—3'%”" double wing B. O. 

WINE. 5c on cas coo suet .@ .35ea. .50¢ea 
6—4” naam wing B. O. 

I 6 ic eareeie 0.0 «sd @ .4lea. .75 e 
64 Y” ‘nds wing B. O. 

patches cen pave winvis cade at @ .48 ea. -90 ea 
6—5” double wing B. O. 

CE s6i2ctcccevnseees @ .56ea. 1.00¢a 
6—1-lb. cans tire tale........ @ .10ea. 25 ea 
12 cans cementless patches....@ .35 ea. 50 ea 
12 tubes patching cement, ' 

1”x4” D .O7 ea 15 ea 
1 Ib. 1-oz. rolls tire tape (16 to 

ag oa Acie unpints akatee 6 ae 62 Ib .06 ea. 
1—30x314 "tire inner liner....@ 1.60ea. 2.25 ea 
1—32x314" tire inner liner....@ 1.60 ea. 2.25 ea 
1—34x4’ tire inner liner @ 2.20ea. 3.50 ea 
2 +o. \4-lb. rolls tire tape (4 to 

>.) ) .61 1b 25 ea, 
ee 5 45 Ib 
10 ft. y"x%” red rubber tub- 

a ee oe ae ee a, .15 ft. 
10 ft. 4"C. I. pump tubing... .@ 15 ft. 
1 gasoline comb. vule anizer...@ 2. 3.50 ea. 

12 heat ut tube vulcanizer...@ 1. 1.50 ea 
1: 2—1-lh. bags cotton waste...@ . .35 ea 
6—5-lb. bags cotton waste... '@ 1. 1.75 ea 
12 magneto files............ @, .25 ea 
ON ERA .@ .45 ea 
50 spring battery connections .@ .06 ea 
50 plain battery connections. .@ .03 ea 
6 dry cell ammeters.......... @ 1.00 ea 
12— # clip terminals........@  .02 ea. .04 ea 
12— ¥; clip terminals........@ .02 ea. .04 ea 
ee @ 3.57¢ea. 4.75 ea 
1 elective ROFR.... cc cccsces @ 6.38 ea. 8.50 ea 
1 cowl dash 8-day clock (key- 

PEPE Ore Te ee @ 9.50 ea. 12.50 ea 
1—4” round diminishing mir- 

ror (windshield).......... @ 1.50 ea. 2.00 ¢a 
1—5” round diminishing mir- 

ror (windshield)......:... 1.67 ea. 2.50 ea. 








Cost Retail 

1—5” fender mirror......... @$0.00 ea. $0.00 ea. 
25 ft. Duplex green cotton 

re @ .OAs ft. 06 ft. 
25 ft. double braid primary 

ignition cable........... @  .06 ft. 10 tt. 

25 be rubber-covered magneto 
Sg GRR RER ote @ .06 ft. .10 ft. 
25 tt. 1" flat oak belting...... @ «.15 ft. 25 ft. 
10 ft. 4” flat oak belting. .... @ .11 ft. 20 ft. 
100 ft. 44” rawhide belt laces..@ 2.50 C ft. .05 ft. 
1 pr. 30x3% anti-skid chains..@ 3.75 or. 5.00 pr. 
1 pr. 30x3% Rid-o-Skid chaine@ 1.99 pr. 2.65 pr. 
1 pr. 33x4 anti-skid chains....@ 4.88 pr. 6.50 pr. 
1 pr. 34x4 anti-skid chains. . ..@ 5.25 pr. 7.00 pr. 
1 pr. 35x5 anti-skid chains....@ 7.25 pr. 9.00 pr. 
50—3 4” cross chains....... @ . ea. .O8 ea. 
50—4” cross chains......... @ .064ea. .09 ea 
25—44” cross chains....... @ .07 ea .10 ea. 
25—5” crows chaing......... @ .0%ea -12 ea. 
6 pr. chain repair pliers....... @ «.45pr .60 pr. 
3 sets (3) carbon scrapers... 1.85 set 2.25 set 
2 sets (3) bearing scrapers . a 2.00 set 2.50 set 

12 boxes assorted cotter pins. -@ .10box .25 box 
12 boxes assorted lock washers@ 12 box 25 box 
— plain steel grease 
nite ph ens ake ee 12e 

12— mad plain steel grease yee 
ao ei ee ewe eo Ree eee -18 ea -25 ea. 

— ~370- 4” ratchet brass grease 
ee ery - 16 ea -25 ea. 

6—2 "0-44 14” ratchet brass grease 

EAN ee: @ .25ea 35 ea. 
6 steel tire irons......... --@ .30ea 60 ea. 
6 battery hydrometers....... @ .85ea. 1.25 ea. 
10—3-4 v., 2 c.p., S.C. Mazda 

— bulbs Sy ae -21 ea 28 ea. 

10—3-4 v., 2. c.p., D.C. Mazda 

“B" bulbs............... @ .2lea. .28 ea. 
10—6-8 v., 2 c.p., S.C. Mazda 

coo ian nTE 21 ea . 28 ea. 
10—6-8 v., 2 ¢.p., D.C. Mazda 

a on “ean ericx 21 ea . 28 ea. 
10—6-8 v., 4 ¢.p., S.C. Mazda 

Sg “een . 24 ea 32 ea. 
10—6-8 v. 4 c.p., D.C. Mazda 

“| eas -24 ea .32 ea 
10—6-8 v., 15 ¢.p.,8.C. Mazda 

WEP MAS, 55h cs rs .38 ea 50 ea. 
10—6-8 v., 15 c.p., D.C. Maz- 

da “B” bulbs. .38 ea 50 ea. 
5—6-8 v., 21 c.p., 8.c. "Mazda 

“B” bulbs .39 ea 52 ea. 
5—6-8 v., 

“B” bulbs 39 ea . 52 ea. 
20—49 v., 18 ¢.p., D.C. Mazda 

— — arial era abt alii Ge -38 ea 50 ea 
10—12- ~eeeen Maz- 

da op b ; 23 ea 30 ea 
10—12-16 vo "iB Cp.» “B.C. . 

Mazda “‘B” bulbs. . A .40 ea. 13 ea 
5—6-8 v., 20 ¢.p., D. C. nitro- 

gen C bulbs........... .39 ea 52 ea 
5—6-8 v., 20 c.p., 8.C. nitro- 

gen C  “Sttaalenaataecepins @® .39ea 52 ea. 
5—9 v., 27 c.p., D.C. nitrogen 

Cc bulbs PERCE es £4 @ .39ea 52 ea 
5—12-16 v., 30 ¢.p., D.C. ni- 

trogen C bulbs........... @ .4lea 55 ea 
5—12-16 v., 30 e.p., S.C. ni- 

trogen C bulbs. .41 ea 55 ea 
1 metal bulb cabinet. Will 

hold 500 bulbs...........@ 7.25 net..... 

1 pr. 8” headlight lenses. ..... @ 1.31 pr. 1.75 pr 

2 pr. 84” headlight lenses....@ 1.31 pr. 1.75 pr 
1 pr. 83 a4" headlight lenses. @ 1.31 pr. 1.75 pr 
1 pr. 844" headlight lenses... ..@ 1.31 pr. 1.75 pr 
6—\%-pt. cans No-Squeek oil..@ .2lea. .35¢ea 
6—1-pt. cans Neat’s Foot oil..@ .25ea. .40¢a 
12—\%-pt. cans carbon re- 

Di he arate ences a9 @ .56 ea. 75 ea. 
12—3- “a swab bottles orange 

IR a pisteroeecierdaek ee .23 ea. 
12—3-o0z. swab bottles 3-in-1_ 

A eee -20 ea. 

12 cans radiator cement...... @ .45ea. 

12—4-oz. cans grinding compd@ _—_—. 34 ea . 
12—1-pt. cans body polish....@ .35 ea . 60 ea. 
25 ft. 144"’x%” no-wire brake 

WS 5 ohne ned oe ees G 21 ft . 35 ft. 
ay ~ 1\4"x yy” reg. brake lin- 

ey Pre ra eee re @ 40 ft .53 ft. 
10 ft. 1%," vs” reg. brake lin- 

ER ee @ «5A ft. .72 ft. 
10 ft. 2”x #e” reg. brake lining..@ _ .60 ft. .80 ft. 
a v= 214"x yy” reg. brake lin- 

EET a er ree @ «67 ft. 89 ft. 
10 it 214"x Ye” reg. brake lin- 

RS an rey @® .74 ft. .99 ft. 
2 Ibs. %’x'4” countersunk 

copper riv ets kbp Reopen 60s @ .60lb. 1.00 Ib. 
2 Ibs. 42x14” countersunk cop- 

per rivets. Rte he tp eee RO @ .60lb. 1.001b. 
2 lbs. Pex 54” countersunk cop- 

per rivets LE PEECR LOR SOR SS @ .60lb. 1.00 )b. 

















April 15, 1920 197 





taining sh os. , 16", 


fie 2" ras @$6 . 00box$12.00 t x eo ye 
50 1G nivernal hose clamps, fits ‘ ean on APPROXIMATE COST, $600 2 Iba 1-oz. rolls tire tape (16 


1 box 3-ply radiator hose con- Cost Retail TIRE ASSORTMENT NO. 3, “ tubes ee Se Cost Retail 
1” 


@ $.07 ea. $0.15 ea. 














ee eS Rae @ .06 ea. .10 ea. to Ib. ) ccscuccGe 2 .06 ea. 
12— hi cans cup grease.....@  .87} ea. 1.25 ea. Cost Retail 2 lbs. {-lb. rolls tire tape (4 
12—5-lb. cans transmission -30x3 clincher, plain cas @ $14.35 76 to i. ) @~ .61 Ib. .25 ea. 
MNase bic ches ve he @ _.87} ea. 1.25 ea. 7 pat a eee 35 $17.60 3 lbs. 44-Ib. rolls tire tape (2 to 
12—1-gal. cans light oil...... @ 1.02 ea. 1.45 ea. casing @19.50 ea. 23.80 ea Ib.) @ .60 Ib. 45 ea. 
12—1-gal. cans medium oil...@ 1.02ea..1.45ea. 1 395314 ‘straight side, non- ia * 10 ft. %e’x 4" red rubber tub- 
12—1-gal. cans heavy oil. .... @ 1.02ea. 1.45 ea. skid casing.....-...... @23.75 28.75 ing : @ .Oxtt “LD ft. 
l a Roadster tool kit (9 1—31x4 clincher, non-skid ‘ 10 ft. 4” C. 1. pump tubing...@ .06 ft 15 ft. 
OMB) csv cersssvescces @ 2.25 set 3.50 set casing @27.40 33.30 1 Gass. combination vulcan- 
1 Tourist tool kit (20 tools)...@ 5.30 set 7.00set 1 “3944 straight side, non- BUR cccusceiancese ttaes @ 2.88 ea. 3.50 ea. 
1 set (5) A.L.A.M. fin. tty skid casing @31.00 37.70 12 heat unit tube vulcanizers..@ 1.12ea. 1.50 ea. 
end wrenches. 2.97 set 3.75set 4 3944 straight side, non P 12. -1-lb. bags cotton waste...@ .27 ea. 35 ea. 
1 set (6) U.S.S. fin. “open ‘end »_ Skid casing @32.55 39.55 6—5-lb. bags cotton waste....@ 1.25ea. 1.75 ea. 
WIGTEMOB. « . so ccccsccenes @ 3.56 set 4.50 set -34x4 straight side, non- ‘ 12 magneto files............ @ .l5ea. .25ea. 
1 set of set steel tube socket >i casing . ..@33.30 ea. 40.60 ea 50 dry cells... .@ .35ea. 45 ea. 
WEOTOROB ... 6 vc csccccovens @ 6.00set 8.00set 4 94x41 4 straight side, non- inal : “- 50 spring battery connections.@  Otea. _06ea. 
12 pr. 6” comb. nickel pliers...@ .25 pr. .50 pr. skid casing @44.95 54.50 50 plain battery connections..@ . Olea. .03 ea. 
6 i knife handle screw driv- 1—35x44 straight side, non- 3 dry cells ammeters......... @ .7T5ea. 1.00ea. 
Pi ics wileaaatwas rng eos @ .32ea, .45 ea. skid casing. . _..@AT7.00 56.85 2—-46” clip terminals ..@ O2ea. .Otea. 
6 6" knife handle screw driv- 1—36x4% straight side, non- 12 Hie? clip terminals.......@ .02ea. .O4 ea. 
Ree meeeee ee @ .450ea. .60ea. skid casing ‘ @A47.70 57.90 12—%@” clip terminals.......@ .02 ea. 04 ea. 
12 ait 4" Pony screw drivers..@ .20 ea. -35 ea. 1—35x5 straight side, non- ; 3 hand DE ada adele es @ 3 57 ea. 4.75 ea. 
| box assorted hex. chisels, 24 5 skid casing .. @55.15 67.00 1 electric heen... .cccccces @ 6.38 ea. 8.50 ea. 
in box....... Lestinteteeces @ 4.00box .35¢a. 4 34541 straight side cord, 1 cowl dash 8-day clock... ... @ 8:50 ea. 10.50 ea. 
12 steel screw drivers oncard.@ .28}ea. .40 ea. non-skid. *"@58.60 1 cowl dash 8-day clock (rim 
6 Splitdort magneto wrenches.@ _—_.08 ea. 5 1—35x5 straight side cord WINK eid nicsccauesesy @ 9.50 ea. 12.50 ea. 
6 Bosch magneto wrenches....@_.12 ea. non-skid casing...........@72.45 1—4” round diminishing mir- 
6— 4” long priming cups. -@ .23 ea. 1—30x3 grey tube...........@ 2.20 Ws waesatenacanesecawe @ 1.50ea. 2.00 ea. 
6—%” short priming cups. . +--@_ .20 ea. 30ea. 430x314 grey tube "*""@ 2.45 ea 1—5” round diminishing mir- 
3 pA angle long priming ; 1—32x3!4 grey tube.. @, 2.95 TOP eee ee eee eee eee ees 1.67 ea. 2.50 ea. 
cee e ee eeceeereceeers @ .300¢a. .40 ea. 1—31x4 grey tube..... ‘|... @ 3.55 1—5” round fender mirror. . . -@ 3.67 ea. 5.50 ea. 
6- yg hee eee @ .24ea. .350¢8. | 30.4redtube............@ 4.00 50 ft. Duplex green cotton 
3—I-pt. galv. comb. measures.@ 50 ea. 75 ea. 1—33x4 red tube............ @ 4.15 lamp COFd......2cesceee: @ .O4} ft. .06 ft. 
3—1-qt. galv. comb. measures.@_— .58 ea. 75 ea. 2—34x4 red tube --@ 4.30 ea. 50 tt. double braid primary 
3—2-qt. galv. comb. measures.@ .90ea. 1.25 ea. 1—34x41% red Aahe..........4@ 6.28 ignition cable. . @ .06tt. .10 ft. 
3—4-pt. tinfunnels......... @ .25ea. .400€8. 1 355414 red tube..........@ 5.55 50 ft. rubber-covered ‘magneto 
43—1-pt. tin funnels......... @ .28h;ea. .50 ea. 1—36x414 red tube......... @ 5.80 WN Wikies ccsecasyecs @ .06 ft. .10 ft. 
42—1-qt. tin funnels......... @ 33 ea. 60 ea. 1—SiaSredtube............ "@ 6.55 25 ft. braided secondary 
1 offset funnel.............. @ 2.44ea. 3.25 ea. Terms: 5 per cent 10th prox. | | aire .@ .O8 ft. 12 ft. 
i- 14254" tubular flash- a Price includes tax. 25 ft. 1” flat oak belting. ..... @ «15 ft. 25 ft 
IS ona xh o6shanene @ 9lea. 1.35 ea. 25 ft. 34” flat oak belting... .. @ .11 ft. 20 ft. 
= 1% hash" “tubular fash” +20 — ds a belting........@ _ .35 ft. 50 ft. 
Ps Ms pn cccsaccegecee @ 1.34ea. 2.00 ea. 1 doz. belt hinges for 34” flat 
1—14"x6 4" long end tubular SUGGESTED ACCESSORY AS- PRE .....@ .05ea. .10ea. 
flashlight, pfpe ee eerere @ 1.34ea. 2.00 ea. 1 Ne belt hinges for 1” flat 
1—14"x8 4” long end tubular . T T ql EF eres @ .O5ea. .10ea. 
flashlight, fibre........... @ 2.17 ea. 3.25 ea. SORTMENT NO. 4, APPROXI 100 ft. 4" rawhide belt lacers.@ 2.50C ft. .05 ft. 
1—14"x84" long end tubular 2 pr. 30x34 ” anti-skid chains.@ 3.34 pr. 5.00 pr. 
flashlight, nickel.......... @ 2.34ea. 3.50 ea. MATE COST, $1200 2° pr. 30x3!4"” Rid-o-Skid 
1—1x1%x3'% vest = pocket chains... @ 1.80 pr. 2.65 pr. 
peo ee ian ‘- .@ 1.00ea. 1.50 ea. Cost Retail 1 pr. 32x34” anti-ekid chains. @ 3.67 pr. 5.50 pr. 
1—1x2%4x3% coat pocket 2 1 tes “4” 58 ex - 1 pr. 3: 3x4” anti- ekid chains. ..@ 4.34 pr. 6.50 pr. 
flashlight, cloth-covered....@ 1.00 ea. 1.50 ea. = aa. _—_ pine. + “Oe. D oa $1 = — 1 pr. 34x4” anti-skid chains. ..@ 4.67 pr. 7.00 pr. 
1—%x1'x2%_svest=pocket 10 reg. spark plugs, 5 oa aa oe "75 en. 1 pr. 34x44 6” anti-skide hains.@ 5.00 pr. 7.50 pr. 
flashlight, nickel......... @_ .664 ea. 1.00 ea. 10 aa spark plugs, 0 @ _58ea. 1.00 oa. 1 pr. 35x5” anti- skid chains @ 6.00 pr. 9.00 pr. 
1—%x2\x3"” vest pocket _ . 10 long spark plugs, we ‘Buick : , ? 1 pr. 36x44” anti-skid chains.@ 5.34 pr. 8.00 pr 
sanity nickel wt — -82ea. 1.25 ea. Spec.) : , @ .58ea. 1.00ea. 50—31'4” cross chains........@ O5hea. .O8 ea 
1 x1%x3 vest e aed, ety @ _58 ea. O0Oea. 50—4”’ crosschains..........@ .06 ea. 09 ea. 
flashlight, nickel-cove red. -@ .66} ea. 1.00 ea pee plugs, me oe "@ 158 oo. i 00 oa. 25—414" cross chains........@ .06}ea 10 ea. 
(PRICES ON ABOVE FLASHL IGHTS 108. A, E spark iam. 4 @ ‘Bea 100ea, 25—5° cross chains -@ .O08 ea. 12 ea 
INCLUDE BATTERIES.) é 10— SAB, long plugs @ ‘58ea. 1.00¢a,  18et 30’-32" chain adjusters...@ .67 set 1.00 set 
12 ft. 4” copper tubing. ..... @ .08 ft. 15 ft. 10—1 in reg slugs ‘..@ .90ea. 1.50¢ea, set 34”. 36" chain adjusters...@ .67set 1.000% 
12 ft. 40” copper tubing...... @ «10 ft. 18 ft. ac 4" reg At a ayearts @ (90ea. 1.50¢ea, 6pr.chainrepairpliers.......@ _.40 pr. 60 pr. 
12 ft. 94” copper tubing. --@ «14 ft. F> spes 2 single-barrel tire pumps ee @ 1.00¢ea. 1.50 ea. 3 set (3) carbon scrapers......@ 1.85 set 2.25 set 
24 sheets No. Oemery cloth...@ .08ea.  . 12ea. 5 single-barrel tire pumps... *""@ 3.150ea. 4.50ea. 28et (3) bearing scrapers.....@ 2.00set 2.50 set 
24 sheets No. 4 emery cloth..@ _.08 ea. .12 ea. 2 double- barrel tire pumps....@ 1.50ea. 2.50ea 12 boxes assorted cotter pins..@ 1.00 doz. .15 ea. 
24 sheets No. 1 emery cloth, . -@ .O£ ea. -12 ea. —1%-ton jacks ""@ 1.50ea. 2.50¢€a 12 boxes assorted lock washers@ 1.45 doz. .15 ea 
5 Ibs. Mie red and black packing - abi a3 ton jacks with auxiliary ‘ 12 boxes assorted taper ‘pins. @ 4.80 doz. .65 ea. 
WiTG, INS... eee rceesce @ {5lb. 1.25 lb step head @ 3.75 ea. 5.00 ea. 12 angle oil cups, 4’x54".....@_ .16 ea. 25 ea 
6— \-lb. spools Mogul engat ar n 1—1-ton jacks with telese ope 6 straight oil cups, }4”x Myr @ «12 ea. -20 ea. 
ing wire, iN8....,2--+++++5 @ .35ea. .45 en, handle @ 6.72ea. 8.50¢ea. 12—2/0-%” Ratchet Brass 
6 balls cotton wicking. ...... @ > 05 ea. -15 ea. 1—1-ton chs ain jac k. fa _..@ 5.75ea. 7.50 ea. Grease C ups nee @ 25a. 35 ea. 
1 box assorted fuses (100).....@ 6.00 box .10ea 3 07 Cilandpreaseguns...@ 1.25ea. 1.75ea. 12—3/0-%" Rate het “Brass : , 
1—8-oz. oil and grease guns...@ 4.2lea. 5.25 ea. er mo eBe . @ .16 ea. 25 ea. 
1—12-z. oil and grease guns..@ 4.80ea. 6.00 ea. 12— “~g Plain Steel Grease - 
1—16-o0z2. oil and grease guns..@ 6.00ea. 7.50 ea. Cu .@ 18 ea. 25 ea. 


12 30-34" plain ‘steel grease 


POPULAR ACCESSORIES 6 brass-plated oil guns, 1x8”... @ 40 ea. 65 ea. ss ihe oni 
re EH hy .50 ea. We we cccvccccecycesens " 








6 tire eg gauges 1 0 C . 0 6 steel tire irons , @ 30 ea 60 : 
00 valv nyers..........@ 4.§ y .07 ea. g teen eeeeee , +o oe . 
FOR FORDS = maine chee i iia '_@ 3.50C _05ea. 6 battery hydrometers ...@ 85 ea. 1.25 ea. 
12 valve en a @ .2lea. .35 ea. 1 motometer (medium)......@ 5.63ea. 7.50 ea 
Cost Retail 12 dive pamup commections @ -15 ea. 95 ea. 1 fire e xtinguisher (nickel) . @ 8.80 ea. 11.00 ea. 
Sects Sapo og e. eee ae a Soa. nana @ .2lea. .28ea 
2 outlet hose connections. a) .O9 ea. .15 ea. patches........ Q@ .30 ea. .45 ea. , : -< a. < a 
12 inlet hose connections.....@ 07 ea. .15 ea. 12—314” double wing B. O. 10—3-4 v., 2 ¢.p., , D.C. Mazda 
12 fan belts (1916) secceee@ 2808. .35 08. ee ten @ .35ea. .50ea. “B” bulbs ° @ .2lea. .28 ea. 
12 fan belts (1€£17-18)........@ .30ea. .40 ea. 12—4” double wing B. O. 10- 6-8 V., 2 .p., . Mazda o “ 
6 sets commutator wires in patches. ....@ .4lea .75 ea. B” bulbs . @ .2lea. .28 ea. 
| ere @ .45ea. 75a. 6—41%" double wing B. O. 10—6-8 v., 2 c.p., D.C. Mazda 
6 timers complete.......... @ .90ea. 1.50 ea. patches......... .....@ 48ea. .90ea. “B” bulbs ms : , @ .2lea. .28ea 
ere @ .35ea. .50¢a. 6—5” double wing B. O. 10—6-8 v., 4 c.p., 8.C. Mazda 
12 boxes transmission lining...@ .80 box 1.25 box Cs cngcecesentet @ .56ea. 1.00 ea. oa errr ...@ .24ea. .32 ea. 
—s x§ie” brass split riv- . 1—30x3%” inner liner... @ 1.60ea. 2.25¢a 10—6-8 v., 4 c.p., D.C. Mazda 
becchcebcaeenteeewenes @ 1.80M .50C 1—32x314” inner liner @ 2.20¢ea. 3 00 ea “BRB” bulbs i ...@ .24ea. 32 en. 
1000s ge brass split riv- eel at 1—-33x4” inner liner ..--@ 1.600ea. 2.25ea. 19-6 ,15¢.p., S.C. Mazda 
EN ea PETE @2.95M | .75 Cc 1—34x4” inner liner ....-@ 2.2008. 3.00 ea. “BR” ‘bulbs. thee ..+..@ .38ean. .50ea. 
2 posta” tool boxes..... @ 1.40 ea. 2. ea. = 1—35x44” inner liner @ 2 40 ea. 3.508. 19-68 v., 15 c.p., D. C. Maz- 
i 4” adj. auto wrenches...@__.50 ea. -75 ea. 1—30x3% black tire -@ 2.34ea. 3.50 ea. _ da “—” bulbs. i @ .38 ea. .50 ea. 
rh cut-outs complete.......-- @ ee Senay ,o rong 1 x3 covers that ...@ 2.43ea. 3.65ea —§-8 v., 21 c.p., S. Cc. Masda 
oil tail lamps. .......-.++- @ 1.60 ea. 1.25 — 1 x4 cover tire ..eee-@ 2.57 ea. 3.85 ea. eB S| Sa IRS mip -@ .39 ea. -52 ea. 
: —2 tai —— ad ‘brake -70ea. 1.25¢a, | x4 cord type only....... @ 2.67¢ea. 4.00¢a. 5—6-8v., 21 ¢.p., D.C. Mazda 
Fle ween 85 pr. .70pr. 1 5x5 cord type only.......@ 3.35ea. 5.00¢a “B” bulbs. .. _@ .3€en. .52en. 
12 ear sig piston tinge. |1@ li2ee. ‘18ea, 12—Llb. cana tire tale......@ .10¢a. .25¢a. 20-9. 18¢.p., D.G. Maz 
3 pr. steel lined brake shoes...@ 1.40 pr. 2.50 pr. 12 cans cementless patches...@ .35ea. .50 ea. Ge CO vec nasure @ .38ea. .50ea. 
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Cost 
10-12-16 v., 2 ¢.p., 8.C. Maz- 

da “BO tui (a, $ 23 0a 
10 2-16 v., 15 cp, BA 

Mazda ‘‘B" bulbs (w 10 ea 
>-H-8 v., 20 c.p., D.C. nitro- 

gen “C” bulbs @ 30 ea. 
5—6-8 v., 20 U.P., 8.C. nitro- 

gen “CC” bulbs @ Bo ea 
5 v., 27 ¢.p., D.C. nitrogen 

“C” bulbs , (a 39 ea 
5-—12-16 v., 30 e.p., D.C. ni- 

trogen ‘*¢ tS re (a 41 ea 
5-12-16 v., 30. ¢.p., 5.C. nitro- 

gen “C”’ bulbs fa 4i ea 
1 metal bulb cabinet Will 

hold 500 bulbs ..@ 7.25 net 
1 pr. 5” headlight lenses (4 1.17 pr. 
2 pr. 84” headlight lenses (@, 1.17 pr. 
2 pr. 8%” headlight lenses. ...@ 1.17 pr. 
2 pr. 844” headlight lenses. @ 1.17 pr. 
1 pr. 58%” headlight lenses. ...(% 1.17 pr. 
1 pr. 9” headlight lenses @ 1.17 p 
1 pr. 84” special headlight 

lenses, with visor (@ 3.94 pr. 
1 pr. 8%” special headlight 

lenses, with visor ..@ 3.94 pr. 
1 pr. 8%” special headlight 

lenses, with visor ..@ 3.94 pr. 
1 pr. 8%" special headlight 

lenses, with visor....,.....@ 3.94 pr. 
1 pr. 8%” special headlight 

lenses with visor ‘ @ 3.94 pr. 
1 pr. 9” special headlight 

lenses, with visor ..-@ 3.94 pr. 
12—4-pt. cans carbon re- 

mover. @ .56 ea. 
12—3-o2. swab bottle: Ss ’ orange 

Se eee @_ «23 ea. 
12—-pt bottles orange 

she llac +++ ; @ 4.50 doz 
6 2-pt. bottles orange shel- 

"ha @ 6.50 doz. 
6—I1-pt. bottles orange shellac.@13 .50 doz. 
12——3-0z. bottles 3-in-1 oil (~ 2.50 doz. 
6-—-pt. cans No-Squeek oil. .@ 21 ea 
12 cans 1adiator cement liquid.@ 15 ea 
12 cans radiator cement pow- 

_ (a 45 doz 
12—4-02. cans s grinding compd(a 34 ea. 
12 a : @ .35ea 
6—-1-pt. cans base polish. fa 40 ca 
6—-1-qt. cans brass polish... ..@ 65 ea 
6—1-pt. cans Neat s Foot oil (a 25 ea 
12—-5-lb. cans cup grease ..@ . 874 ea. 
12-—5-lbs cans transmission 

MID, 6.6.05 b.0-9-00 oa @ - 874 ea. 
12—1-gal. cans light oil ...@ 1.02 ea. 
12—-1-gal. cans medium oil. ..@ 1.02 ea. 
12—-l-gal. cans heavy oil.....@ 1.02 ea. 
12—-5-lb. cans auto soap......@ 1.00 ea. 
12—1-lb. cans hand soap ..@ 1.10 doz. 
1—5-gal. medium oil........ @ 4.38 ea. 
1—5-gal. light oll........ (@ 4.38 ea. 
1—5-gal. heavy oil... . ..@ 4.38 ea. 
25 ft. 1\%”"x 1%” no-wire brake 

lining @~.21 ft. 
10 ft. 1% ” reg. brake lin- 

in Per -40 ft. 
10 ft. 134”x*ie” reg. brake lin- 

ing. errr (a . oA ft. 
10 ft. 184”x 45:2” reg. brake lin- 

ing pam a Ss me 6s 
10 ft. 2”x4 ie reg. brake lining..@ .60 ft. 
10 ft. 2”x 432” reg. brake lining..@  .51 ft. 
10 ft. 244 ”x%e" reg. brake lin- 

ing ae Pa Yes 
10 it 2\4"x he" reg. brake lin- 

ing : jie a8 tee 74 ft. 
2 Ike. %"x'4” C. 8S. copper 

OS ERR ..@ 55 Ib 
4 lbs. %2” x4” Cc copper 

rivets eases ‘ @ 55 Ib. 
2 Ibs. %6’x 54” C. BS copper 

rivets @ «55 |b. 
1 box 3-ply assorted radiator 

EEE @ 6.00 box 
1 box assorted hose clamps 

see ..@ 4.00 box 
1 Little Roadster tool kit @ 

tools)... ...@ 2.25 set 
1 Tourist tool kit (20 tools) .@ 5.30 set 
1 set (5) A.L.A.M. fin. open 

end wrenc ches @ 2.97 set 
1 set (6) U.S.S. fin. open ‘end 

wrenc hes. ; @, 3.56 set 
1 set offset steel tube’ socket 

wrenches. . @ 6.00 set 
6—4" knife handle screw-driv- 

ers ; x ‘ ..@ 32 ea. 
6—6” knife handle screw- 

drivers - ..@ .A5ea. 
6—114” Pony screw-drivers. . @ .20 ea. 
12 steel screw-drivers on card.@ _ . 28} ea. 
3—&-oz. mach. bal! pein ham- 

mers... ee tee @ 1.00 ea. 
3—12-02. ‘mach. ball pein 

a ee ae 00 ea. 


v 


1 


6.4 
6.3 
6.25 


~ 


1 
1 


12.00 box 


2 
3 
‘ 

3 


4 


8 


Retail 


30 ea 


55 ea. 


OO pr 


OO pr. 


00 pr 


00 pr. 


00 pr 


OO pr 


59 ft 
SO ft. 
68 ft 
8D ft. 
99 ft. 


00 Ib. 


.00 Ib. 
.00 lb. 


-10 ea 


50 set 
00 set 


75 set 
50 set 
00 set 
45 ea. 


60 ea. 


.35 ea. 
-40 ea 


-40 ea. 


40 ea. 


Cost 
3—1-lb. mach. ball pein ham- 
mers naa (1$1_05 ea. 
2-—-+5” knife handle monkey 
wrenches @ O14 ea. 
2—-8” knife handle monkey 
wrenches @ 1.ldea 
2—10” knife handle manne 
w - nches : (®% 1.37 ea. 
2—6” Stillson wrenches... (4 1.08 ea. 
2 ” Stillson wrenches @ 1.12 ea. 
2 10" Stillson wrenches.....@ 1.35 ea. 
2—+4)”Crescent wrenches. . . @ .70ea. 
2—-8” Crescent wrenches.....@ 85 ea. 
12 pr. 6” nickel pliers. . . (a 25 pr. 
6-514” nickel comb. pliers 
(best grade) a 76 pr 
6-6” nickel comb. plies rs (be 2st 
grade) @ 90 pr 
6-—8” nickel comb. pliers (best 
grade) @ 1.09 pi 
6 Splitdorf magneto wrenches . (a Os ea 
6 Bosch magneto wrenches @ «12 ea. 
1 box assorted hex. chisels, 24 
in box ...@ 4.00 box 
4 cotter pin extractors (a lo ea 
1 hand « rill, capacity No. 0 to 
a 3.85 ea 
1 el vast drill, 3-jaw double 
speed, No. Oto 4%”. (@ 4.80 ea 
2 valve lifters... revcere eG 1.258 
12—34xiie special quality 
piston rings ‘ > ..@ 70 ea 
12—3'%4x%6 special quality 
piston rings..... (a 70 ea. 
12—3%xiie special quality " 
piston rings : @ 70 ea, 
12—3%x%e special quality 
piston rings pas (a 70 ea 
31%x%6 special quality 
piston rings. , @ 70 ea. 
12—334x4\6 special quality 
piston rings..... .@ .7Wea 
12—3%%x\% = special quality 
piston rings. . -@ .70¢ea 
12—4x4 special quality pis- 
ton EIS ee @ .87hea 
6— 4" long priming cups. .@ .23 ea. 
6— 4" short priming cups. . /..@ .20 ea. 
3— 4” angle lone ane cups@ _ .30 ea. 
6 2a, pet-cocks... .@ .24ea. 
6— 4%” drip coc ks. scecess Qe 24 OB. 
3 double end Gass. shut-off 
oa. oh, ROR ee @ .45ea. 
3 double end Gass. shut-off 
are @ .45ea. 
1 assortment brass compres- 


sion couplings or solderless 


connections, 100 parts in 

wooden box.......... ..@10.00 box 
1 set wire gauge drills on wood 

block, Nos. 1 to 60 ..@ 8.34 set 
1 set 8. 8. drills on metal 

block, hie” to 4%” .@10.00 set 
< Suditalable hac © saw frames. .(@ 1.00 ea. 
12—8” hack saw blades .@ .05ea 
12—10” hack saw blades ..@ .06¢a 
3—1-pt. galv. comb. measures.@ .50 e@ 
3—1-qt. galv. comb. measures.@ .58 ea 
3—2-qt. galv. comb. measures.@ .90 ea 
3—4-pt. tin funnels........ @ 25 ea 
3—1-pt. tin funnels .@ .28hea 
3—1-qt. tin funnels @ .33ea 
1 offset funnel . @ 2.44 ea 
1—14x5% tubular flashlight, ” 

fibre handle. : $1 ea 
1—14x8% tubular flasiight, 

fibre handle 1.34 ea 
1~—-144x6% large e ‘end flash. 

light, fibre handle @ 1.34 ea 
1—1%x8\% large end flash- 

light, fibre handle.........@ 2.17 ea 

1—1'%x8% large end flash- 

light, nic nical handle. @ 2.34 ea 
1—-1x1 %x3'% vest = pocket, 

cloth-covered .... @ 1.00ea 
1——-1x2%x34% coat pocket, 

cloth-covered, . @ 1.00 ea 
1—-%x14x2'4 vest pocket, 

nickel covered... .. @ 664 ea. 
1-—-34x24%x3 vest ~— pocket, 

nickel-covered * ..-.-@_ .82 ea. 
1—%4x1%x3 vest pocket, 

nickel-covered........... @ «664 ea. 
(PRICES ON ABOVE FLASHLIGHTS 


INCLUDE BATTERIES.) 


1 box assorted fuses (100). @ 
1 No. 1 assortment copper 
gaskets, French type, on 


board containing 550 

1 assortment full finished open 
end wrenches on board con- 
taining 96... 

1 handy electric al assortment 
(100 parts) . 

1 assorted box iron wire 
spools) . 


(72 


00 C 


(@14.40 asst. 


@20.00 asst. 
@ 8.00 asst. 


Reta 


$1.5 


0) ea. 


1.25 ea. 


50 pr 
1.10 pr. 


1.25 pr. 


1 OO ea 
1.00 ea. 
1.00 ea. 
1.00 ea 
1.00 ea 
1.00 ea. 
1.00 ea. 


1.25 ea 
35 ea 
30 ea 
40 ea. 
35 ea. 
35 ea 


55 ea. 


.55 ea 


. 20 ea. 
50 set 


15.00 set 
1.35 ea. 
10 ea. 
.12 ea. 
.75 ea. 
.75 ea. 
1.25 ea. 
.40 ea. 
5O ea. 
.60 ea. 
3.25 ea. 
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1.35 ea. 


2.00 ea. 
2.00 ea. 
25 ea. 
3.50 ea. 
1.50 ea. 
1.50 ea. 


1.00 ea. 


-10 ea. 


10 ea. 


@A.Aasst. 68.16 asst. 


35 ea. 


15 ea. 





Hardware Age 


1 box (42) assorted carbon 
brushes to fit 15 most popu- 
lar cars...... at 


251t. 4” copper tubing @ 
12 ft. 416” copper tubing @ 
12 ft. %%” copper tubing @ 
24 sheets No. Oemery cloth. .@ 


24 sheets No. ‘2 emery clotn .@ 

24 sheets No. 1 emery cloth 2 

12 tubes Prussian blue 

5 Ibs. ‘ie red and black packs 
ing, wire insertion...... 

6 s-lb. spools Mogul pace” 


ing .@ 
6 balls cotton wic king. bee yu @ 
1 bar 4%4"x12” solid bronze, 
1 bar i?x12” solid bronze @ 


(Approximately 5 Ibs.) 
1 bar 17x'4"x12”", 
1 bar 14"x12"x 
1 bar 1 44¢x%x12, 
1 bar 14x x12, 
1 bar 1 %x1’x12. 
Cored bronze (approximate 


weight, 21 lbs.) @ 
1 Jb. .002 shim brass .@ 
1 lb. .005 shim brass @ 
1 lb. .0O8 shim brass @ 
1 lb. .010 shim brass. . @ 
5 lb. Grade A, genuine babbitt.@ 
5 lb. che ‘ap babbitt @ 
10 1b. wire solder @ 


10 1b. 44x bar solder (@ 
6—2-02. cans soldering paste ..@ 
1 lb. 4%” medium felt @ 
1 lb. %” medium felt @ & 
1 Ib. ‘ie sheet fibre @ 
1 Ib. 442 sheet fibre . . aos 
1—3 ft. length round solid 
fibre, 4” in te tee 
1—3-1t. length round wine 
arene 
1—3-ft. fen sngth round solid? 


fibre, @ 
12—1” leather pump washers. @ 


os \%" leather pump wash- 
er rear TT eee @ 

“13 4%" leather pump wash- 
@ 

ro 44” leather pump wash 
Perr rT Te @ 

12° m1 leather pump wash- 
Boi ca neses sccccnsane @ 


POPULAR FORD 


SORIES 





Cost Retail 
12 cylinder head gaskets......@ $.30ea. $40 ea 
12 outlet hose connections @ .Oea. 15 ea 
12 inlet hose connections .@ .07 ea. 15 ea 
12—1916 fan belts.......... @_.28 ea. 35 ea 
12—1917-18 fan belts. ....... @ .30ea. 40 ea 
6 sets commutator wires in 
loom (5). ve -..@ = ,45ea. 75 ea 
6 timers complete........ @ .90ea. 1.50 ea 
6 oil gauges , --+-@ .35 ea. .50 ea 
12 boxes transmission ‘lining. -@ .80ea. 1.25 6a 
1000— 52x 5ie brass split rivets.@ 1.80 M .50C 
1000—%2x 14” brass split riv- 
RG Pas @ 2.95M .758C 
6 pr 1-piece unlined brake 
Re es @_~ «35 pr. .70 pr 
18— 334x}4" piston rings..... @ «12 ea. 18 ea 
2—22x9x6%{ tool boxes......@ 1.40ea. 2.50 ca 
6—9 4” adj. auto wrenches... @ .50ea 75 ea 
2 cut-outs complete......... @ 1.13 ea. 1.50ea 
2 oil lamps -seeee-@ 1.600€a. 2.00 €a 
2 electric tail lamps. hee > raed @ .70ea. 1.25¢ea 
12 front license clips er | 15 pr 25 pr 
12 pr. coil contact pointe. ....@ 17 pr. 35 pr 
2—4” round mirrors........ @ 1.25ea. 1.75 ea 
1 single side tire carrier ...@ 2.25ea. 3.00 ea 
1 double side tire carrier...... @ 3.75ea. 5.00 ea 
1 speedometer, 1920"....... @10.00 ea. 15.00 ea 
1] assortment socket wrenches, 
80 wrenches 00n board...... @50.75 asst.72.50 asst 


.@$12.00 box 
.O8 ft. 
10 ft. 
14 ft. 
. 08 ea. 
.08 ea. 
.09 ea. 


16 ea. 


95 lb. 


35 ea. 


.08 ea 


55 Ib. 


80 ft. 


.20 doz. 


.37 doz 


. 30 doz. 
82 doz. 


.40 doz. 


$ 





2. 
a. 
1 
Re 
5S. 





50 ft 


00 ft 
05 ea 


.05 ea 
05 ea 
05 ea 


O8 ea. 


ACCES- 


TIRE ASSORTMENT NO. 4, 
APPROXIMATE COST, 


3—32x3% 
skid casing 
1 = clincher, non-skid cas- 


straight side, non- 


Cost 


_ SR rae ee @ 29.40 
1 “32x4 straight side, non- 
skid casing............ .@ 31.00 


$1200 


Retail 
2—30x3 clincher, plain casing@$14.35 ea.$17. 


-@ 23.75 ea. 28. 
33. 
37.7 


60 ea 
75 ea 
30 

















April 15, 1920 


33x4 straight side, non-skid 

wing... . ro 

$4x4 straight side, non-skid 
casing. @ 33.30 ea 
|. §2x4% etraight side, non- 

skid casing ..»-@ 42.30 51.15 

4x4\% straight side, non- 
«kid casing ~»-@ 44.95 54.56 


@ $32.55 ea $30.55 ea 


40.60 ca. 


304% straight side, non- 
kid casing ; ....@ 47.00 56.85 
l 6x4\% straight side, non- 
skid casirg ...... eee et 57.90 
|--35x5 stiaigit side, non- 
kid casing...... ..@ 55.15 67.00 
l 32x4 straight side, cord 
non-skid casing ........ @ 48.30 58.30 
S. P. Fenn Celebrates 


Golden Jubilee 


On April 1, S. P. Fenn, 
dent and treasurer of the Sherwin- 
Williams Company, Cleveland, Ohio, 
completed 50 years of active work, and 
the occasion was fittingly celebrated by 
his associates in business with a ban- 
quet at which 350 members of the Sher- 
win-Williams organization and _ its 
guests were present. No one present 
among the employees has had less than 
five years of service with the company. 
Some had been working with Mr. Fenn 
for forty years or more. 

In April, 1870, Mr. Fenn was em- 
ployed as cashier and bookkeeper by 
Mr. Sherwin. The business was then 
four years old. As the business grew 
Mr. Fenn stepped into more responsible 
positions. 

Mr. Fenn has always been an active 
worker and supporter of all the activi- 
ties of the company in employees’ wel- 
fare. On the outside he has been a 
staunch member of the Old Stone Pres- 
byterian Church, and a director of 
Cleveland’s Y. M. C. A. 

Mr. Fenn was born in Tallmadge, 
Summit County, Ohio, April 25, 1844. 


vice-presi- 


New Toy Factory 
The Hampton Toy Co., Westfield, 
Mass., has bought the four-story brick 
building formerly occupied by William 
Provin, whip manufacturer, and will 
thoroughly overhaul and equip the new 
plant. 


1—-33x4 straight side cord, 

non-skid casing. . @$419 65 $60.10 
1—34x4 straight side cord, 

non-skid casing ; @ 51.45 62.20 
1—-34x4'% straight side cord, 

non—skid casing. . .@ 58.60 70.40 
1-35x4'% straight side cord, 

non-skid casing. . ..@ 58 90 71.40 
1—36x4'4 straight side cord, 

non-skid casing...... @ 60.90 73.50 
1—35x5 straight side cord, 

non-skid casing @ 72.45 87.40 
1—-37x5 straight side cord, 

non-skid casing .......... @ 74.55 90 70 
i—30x3 grey tube . @ 2.20¢a $3.25 ea 


Spokane Merchants Show 
Wares at Ad Club’s Ball 


The hardware trade in Spokane, 
Wash., was well represented at the 
Spokane Ad Club’s animated ad ball 
held recently. Every manufacturer, 
dealer and jobber embraced the oppor- 
tunity to feature trade-marks, service 

















and products in character. Two pretty 
girls from the Culbertson-Grote-Ran- 
kin company were dressed in bluebird 
design gowns advertising the Bluebird 
washing machine. The painter from 
Fuller & Company’s paint store, Atlas- 
like, carried the burden of the store 
advertising on his back. Striking young 
savages from the tire department of 


Ware Brothers represented Savage 
tires, their costumes creating much fa- 
vorable comment. 


A window display suggestion for automobile oils 





6-—-30x3 ! 


2 wrey tube 
4—32x3 4 grey tube @ 2 
1—31x4 grey tube @ 3 
1—32x4 red tube ‘ @ 4-¢ 
2—33x4 red tubes «, 4 
2—34x4 red tubes @ 4 

1 —32x4'4 red tube (a 
1—-34x414 red tube (a 
1—35x4 4 red tulx ( 
1 —36x4} red tube ( 
2—35x5 red tube (a, 6 ‘ 
1 —37x5 red tube (@ 6 80 » 40 


‘ ti 20 ea 


ez uezeric 


Terms: 5 per cent, 10th prox 


Price includes tax 


Savage Company Buys 
Stevens Arms Company 


It has been announced that the Sav 
age Arms Company has purchased the 
Stevens Arms Company of Chicopee 
Falls, Mass., to round out the Savage 
Company’s business. At the annual 
meeting of the company these directors 
were elected: W. F. Kles, F. H. Moses 
and F. R. Phillips. They succeed C. 
S. Miller, E. M. Willys and Henry 
Bruere, resigned. 

The Stevens Company manufactures 
shotguns, small bore rifles and pistols. 
The directors of the Savage Company 
will hold their organization meeting on 
Monday. The purchase price for the 
Stevens Company was not divulged 








Wood Becomes Illuminating 
Section Manager 
L. A. S. Wood has been made mana- 
ger of the illuminating section of the 
supply department of the Westinghouse 
Electric & Manufacturing Company 
with headquarters at South Bend, Ind. 
Mr. Wood was with the Edison and 
Swan United Electric Company in the 
early days of the incandescent lamp and 
was also quite active in laying out street 
lighting systems in European cities, In 
1911 he came to the United States to 
introduce the flame carbon arc lamp, 
and was shortly aferwards appointed 
arc lamp expert of the Westinghous« 
Electric & Manufacturing Company, lo- 
cated at Pittsburgh, Pa. During the 
past nine years Mr. Wood has traveled 
extensively, taking an active interest 
in street lighting improvements. 
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Letters of a Sales Manager to His Men 


LIX 
““‘Don’t,Use Another Man’s Yardstick to Measure Yourself By” 


This is the fifty-ninth of a series of sales letters, which, though intended primarily for 
traveling men, will be of interest to every member of the trade. They were written by 
the sales manager of a great hardware jobbing house to a corps of salesmen who in the 
last eight years have doubled the business of the firm. The letters are really short editorials 
which prefaced actual merchandise instructions. The author has consented to their publi- 
cation at the solicitation of Harpware AGE, in which they will appear in succeeding issues 
through the year. 


MISTAKE made by salesmen, that does them great injury—that slows them down 
—is that of measuring the degree of success of their efforts by what some other man 
has done. 


If a recently engaged salesman is succeeding another on a certain territory, the new 
man wants to know how much hardware his predecessor sold. 


What does he want to know? 
What good will it do him to know? 
Why doesn’t he ask, instead, what the total buying ability of the territory is. 


If the total possibilities of a certain territory are $150,000, and the previous salesman sold 
‘$25,000 and his successor sells $50,000, and he was told that he had sold 100% more mer- 
chandise than the man did that he succeeded, he would probably feel that he had made a 


remarkable showing. 


And he has—as compared with the other fellow. But the other fellow was a dead fish 
that floated with the current, and who the devil wants to be compared with a dead fish, no 
matter how flattering the showing is? 


Compare, instead, with the $150,000 of possibilities and he is only 333% efficient. 


And if a man is full of snap and go, glowing with enthusiasm, to expand in his efforts, 
wouldn’t he prefer to compare his sales with what a territory can produce, rather than with 
a failure? 


He certainly would if he were a salesman of quality. 


Don’t you give a rap about what the other fellow did, because he may have been an 
order-stuffer, and swelled sales in that way, so that it would be more creditable to you to 
sell less goods and have them stay sold than to reach his volume. 


You want to know what amount of pay direct there is on your territory. It is not a 
dificult thing to determine. A survey will do it. When you have made the survey, use 
that and that only to measure the degree of your success. 
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Accessory Selling Hints from 
Haupt’s 


How a Long Island City 





Store Has Built Up 


Profitable Business from Nothing in This Line 





George Haupt, manager of the Haupt Paint & Hardware Company, Long Island City, N. Y., and one of his window dis- 
plays of automobile accessories and supplies 


: ARDWARE merchants who do 
H not handle automobile supplies 
and accessories are making a 
grave mistake. This is the frank 
opinion of George Haupt, manager of 
the Haupt Paint & Hardware Com- 
pany, Astoria Square, Long Island 
City, N. Y. He regards the devel- 
opment of the automobile industry 
and kindred lines in the light of 
added profits to the hardware busi- 
ness. He bases his opinion on his 
own experience in handling auto 
supplies and accessories. 
An Unbalanced Business 
“Any dealer who carries tools as 
well as shop and factory supplies 
and who fails to handle auto supplies 
at the same time is conducting an 
unbalanced business. Practically 
every factory and shop has to have 
automobiles and _ trucks. These 


trucks are constantly requiring such 
articles as brake lining, piston rings, 
cotter pins, bolts and inner tubes, 
and it is not only more economical 





in the long run, but also often a 
matter of necessity for the factory 
to get the needed materials at the 
nearest place and without delay. 

“A few years ago one of the fac- 
tories that trades with us wanted 
some brake lining for an emergency 
job. We didn’t have any in stock. 
One of our best customers had to go 
somewhere else, and more cr less 
subconsciously, it created a bad in- 
fluence for our business. I got 
thinking the matter over. It struck 
me that more and more cars were 
being manufactured every year and 
that all of those cars would require 
all kinds of supplies and accessories. 
Quite a number of my steady cus- 
tomers owned their own cars. They 
had to buy accessories, and it oc- 
curred to me that I would be wast- 
ing a golden opportunity if I refused 
to handle a line of stock that would 
bring old customers into the store 
more often and at the same time 
craw new customers. 
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Held Accessories Show 

“So I began to stock accessories 
and a*general line of auto supplies 
and repair shop hardware. As soon 
as I got enough goods in stock I| put 
in a special window display of acces- 
sories. We announced the fact that 
we had just received a large ship- 
ment of auto supplies and -nvited 
people to come into the store to in- 
spect the new goods. At the same 
time I ran advertisements in the 
local newspapers and out cir- 
cular letters to all my old customers 
and to a large number of prospects 
and to all the garages, fac- 
tories, repair shops and service sta- 
tions in the neighborhood. 

“It stimulated a lot of interest 
and I was particularly careful about 
my displays inside the store. Some 
people came in to see the new acces- 
sory stock and at the same time 
were impressed with some other 
things such as seeds or household 
utensils, and I believe I made a lot 


sent 


also 





ee ae 
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of sales that I would never have made 
if it hadn’t been for the accessories 
show I was holding at the time. 

“Of course, it didn’t last for any 
great length of time, but the germ 
of the idea was buried deeply in the 
mind of every person that visited 
our store. The whole neighborhood 
knew that the Haupt paint and hard- 
ware store handled automobile sup 
plies, and lots of people also knew 
that we also carried other lines that 
were just as interesting. 

“Every article of motor accessory 
stock that we have is, in our estima- 
tion, the best that we can get any- 
where. That is also true of all our 
other lines. We built up our busi- 
ness on a quality basis and will only 
handle standard goods of proven 
worth. 

Tire Talk 

“That is perhaps one of the rea- 
sons we have never experienced the 
trouble with tires that some dealers 
complain about. We only handle two 
well-known and dependable lines, and 
we decline to talk mileage guaran- 
tees. There are enough other talk- 
ing points to emphasize. For in- 
stance, a customer can appreciate in- 
formation about overloading or in- 
flation. If a car is overloaded the 
side walls of a tire may crack and 
cause quick ruin to the tire. An 
oversize tire will take care of this 
overloading. It contains, I believe, 
about 35 per cent greater air 
cushion, has an extra ply of fabric 
and a thicker tread than the tire 
next below in size. The increased 
resiliency means less wear on both 
tire and car. In other words, an 
oversize tire on a car minimizes tire 
injuries, causes less wear and tear 
on the car and makes for more com- 
fortable riding. 

“At the same time a tire is sold 
it is worth a few minutes to say a 
few words about chains. The aver- 
age man doesn’t think much about 
chains except to put them on in wet 
weather. Right there is where the 
dealer can be of service and at the 
same time create a favorable impres- 
sion and possibly clinch a sale. 


A Warning 


“Of course, most people know that 
to put a chain on only one rear wheel 
is shortening the life of the tire on 
the opposite wheel. It will spin and 
wear the tread. When chains are 
applied the hooks should point out to 
prevent them from gouging the side 
walls. The smoothest surface of the 
chains should always be toward the 
tire. I believe it is always good to 
warn a customer, no matter how 
much experience he may have had 
as a motorist, about never reversing 


the chains by placing the worn side 
against the tires, for the edges of 
the links sharpened by use will cut 
the tread. 

“Those things are simple enough 
and lots of people know all about 
them. But the truth of the matter 
is that a surprisingly large number 
of car owners never bother to read 
the manufacturers’ circulars and 
booklets. If the hardware dealer 
and his clerks would absorb what the 
manufacturers say about their own 
products, a lot of dealers and clerks 
would have more success in selling.” 


Concentrated Window Trims 


On the subject of window displays 
Mr. Haupt’s views are interesting, 
because window trimming is a hobby 
with him and he dresses all of his 
own windows himself. 

“T can’t lay down any set 


rules 
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Hardware Age 


about window trimming and I doubt 
it anybody can beyond a certain ex- 
tent. The main thing is to have a 
window display seasonable and dif- 
terent. This is an age of intense 
concentration and people haven't 
got time to stop and look at a con- 
glomeration of assorted articles. A 
window display has got to be ar- 
ranged to catch the passing eye- 
the eye that is indifferent and in a 
hurry and anxious to see other 
things that are moving. Conse- 
quently, a window display to be effec- 
tive should concentrate on one idea 
and drive that one specific idea home 
with the least possible effort. Mo- 
tor accessories, for instance, com- 
prise a large and assorted line, but 
the central idea should be some large 
and impressive object like a tire 
from which tools, grease, horns and 
lights can diverge. 

“IT have always found that I could 
get better effects and more artistic 
displays generally by using some 
vivid color effect, particularly foliage 
and flowers, than by limiting myself 
te strictly monotonous displays of 
tools and boxes, etc. 


Photos, Ads and Trade Papers 


“One of the most invaluable assets 
to the practical window trimmer is 
the trade papers that show illustra- 
tions of window displays and interior 
decorations. I’ve often thought that 
I’d start a scrap book simply of win- 
dow displays shown in various maga- 
zines and trade papers as a sugges- 
tive help when formulating ideas 
about my own windows.” 

Mr. Haupt advertises regularly in 
the local newspapers, because, he 
says, “it is necessary to keep one’s 
name before the buying public all 
the time. Competition is so keen 
to-day and there are so many things 
te distract attention that unless you 
keep people informed about the new 
things that you are doing in your 
business that are of specific interest 
and benefit to them, you’re apt to 
lose out.” 


The Petersburg Hardware Co., Pe- 
tersburg, Va., has been reorganized. 
P. H. Wells is president and treasurer; 
Somerville Gray, vice-president and 
manager. E. M. Harnner & Brother, 
with Messrs. Gray and Wells, form the 
company’s board of directors. The busi- 
ness will be operated under the old 
name, the change being only in the per- 
sonnel. 


The Stanwood Equipment Co. an- 
nounces that on and after April 1 it will 
be located in new and enlarged quarters 
at 308 North Michigan Boulevard, 
Chicago. 




















rWNHE war did more than any other 

thing to teach America the 

value and importance of good 
roads and national highways. Near- 
ly 2,000,000 American doughboys 
are lifelong boosters for better 
roads. The greatest road in the 
world, from both a military and 
commercial point of view, is the Lin- 
coln Highway, extending from Times 
Square, New York City, to the Gol- 
den Gate on the Pacific Coast. 

To attempt to trace in detail the 
scope of the Lincoln Highway Asso- 
ciation’s work and the great strides 
made in the improvement of the road 
itself would require a volume. 

The public of the United States 
has just recently begun to generally 
recognize that the question of trans- 
portation is one of the most vital 


Lincoln Highway Typifies America’s Good Roads 


Development 


War Has Done Much to Teach 
the United States the Value 
of Better Roads 


problems this country has to deal 
with. Even by the most stringent 
use of embargoes and the most effi- 
cient utilization of every present 
means of transportation, including 
the railroads, the electric railroads 
and our inland waterways, it is now 
more or less of a recognized fact 
that we cannot stretch our existing 
facilities for transportation to cover 
adequately our present, to say noth- 
ing of our future, needs. But these 
facilities must be increased and the 
only possible way is to build more 
roads. 


Good Roads History Made in Past Five 
: Years 


But this present appreciation of 
the highly important part which 
highways and motor vehicles play in 
the modern economic scheme did not 
always exist. Not always existed 
the present surprising eagerness to 
pour out millions for the improve- 
ment of State and county roads. Not 
always existed the present practi- 











cally universal understanding of the 
folly of investing road money in 
anything but the most permanent 
form of construction. Not always 
existed the present efficient State 
highway departments. American 
highway history has been made in 
the past ten years; one might al- 
most say in the past five years. 
The war taught a much needed 
lesson and emphasized more clearly 
than ever the importance of the work 
being done by the Lincoln Highway 
Association. The Lincoln Highway 
has become a national institution. 
Its progress has continued to reflect 
the growth of national good roads 
sentiment. Its present condition is 
an excellent measure of the status 
of American highway construction 
in every section of the country. 
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Map Showing Lincoln Highway and Improved Highways Leading Into This Coast to Coast Road 
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Tables of improvement expenditures 
on the Lincoln Highway alone are 
an excellent barometer of the pub- 
lic eagerness for proper highway 
improvement and the expenditure of 
public money for this work shows 
this eagerness in every section of 
the Union. 

Mverybody knows about the Lin- 
coln Highway. It has become, as 
was intended, a truly national route, 
inasmuch as the public in every sec- 
tion of the country has followed with 
equal interest the progress of its 
development. 


Working for Better Roads 


But not all know the organization 
which started the Lincoln Highway 
and which has been promoting it for 
the past six years. Not all appre- 
ciate the purpose behind the organi- 
zation of the Lincoln Highway As- 
sociation and the designation and 
promotion of the Lincoln Hizhway. 
Thousands of Americans every year, 
it is said, display a misconception 
regarding the route and the associa- 
tion’s relationship to it. Many think 
that the association has raised mil- 
lions from the general public during 
the past six years, and that this 
money is being used to build roads. 

The Lincoln Highway is now 3223 
miles long, extending from New 
York City to Lincoln Park, San 
Francisco. It passes through 419 
cities, towns and hamlets between 
these points. 

As was foreseen, the year 1919, 
following so closely upon the heels 
of the war, witnessed the greatest 
constructive development on the Lin- 
coln Highway ever accomplished in 
a single year. Expenditures on the 
highway during 1919 amounted to 
$8,886,800.31, while the total amount 
of money spent during 1919 in con- 
nection with the Lincoln Highway 
improvement in various ways 
amounted to $11,709,912.90. 

In nearly every state the expendi- 
tures were larger than the actual 
detailed figures reported. The fig- 
ures shown in the tables shown here- 
with are impressive and worthy of 
close consideration. 

It is significant that a greater pro- 
portion of the total expenditures on 
the Lincoln Highway during 1919 
were put into permanent work, in 
the nature of a lasting investment 
to the States and the Nation, than 
ever before. 


More Than $22,000,000 in Six Years 


In this connection the yearly ex- 
penditures on the Lincoln Highway 
during the past six years are a spe- 
cific indication showing the growth 


and development of the better roads 
sentiment in America. 


Pad martes eee Ee ReeT eae y $1,200,000.00 
Pree ee Cee, ee ee ae 2,580 280.00 
4,198,165.00 
2,500,918.96 
2,996,307.77 


9,386,800.31 


Total expenditures in 6 years. $22,862,472.04 
An increasing willingness in 
every State to expend the additional 
money necessary to build types of 
road which will be cheaper in the 


niente 


Expenditures on the Lincoln 
Highway, 1919, new construction, 
reconstruction and maintenance: 


OL Be a re eer $1,383,572.09 
PORRSYIVOMIB. 26060 bcicace 1,418,169.28 
AAR 6.5. 90i260 b sense. 605 ed eee 
PN. is ccraxees ec ekcreoe 742,218.30 
DD  Nasis wkd ukinoeenenues 1,430,120.28 
eye eres 256,899.29 
PEG, 5555645386 eiokaes 615,025.00 
i) eee 127,009.94 
REMY Scere inesaistn ems ares 225,528.54 
NIE. «oe view'k dep etiaveene 411 049.58 
eee een 375,500.00 

DR asi keidaneiseowe $8,886,800.31 


Contracts let for Lincoln Way 
improvement, 1919, work financed 
but not yet done: 


ge? |. a $97,000.00 
IMI. ip abies tinrerene sexes eae 40,909.00 = 
Oe ee ee erry 1,193,029.31 = 
WGDTABES 52 sicccceex see's 810,030.28 = 
EVO ane cc kadees wees 108,424.00 
EE Sain bingo ebaike woe een aa 55,000.00 
POUR ive saeserselsase eee 108,720.00 
yi Ee ere PoP en $2,323,112.59 


Total financing for Lincoln Way 
improvement, 1919: 


Detailed expenditures 
ary $8,886,800.31 
Unreported improvement 
work (estimated)..... 
Funds provided for con- 
eee rere 


500,000.00 
2,323,112.59 
| Pere reer err tes $11,709,912.90 
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long run and provide adequately for 
the increasing weight and volume of 
future highway transportation, is 
indicated by the following table 
showing only the work of permanent 
nature accomplished on the route in 
1919: 


NS 5 5 Scab a ane oul owen een 121.14 miles 


Rr errs er ee 21.28 miles 
te ONE. oxic backers wereene 17.61 miles 
err ee ere 28.75 miles 
Ere ery rears teen ra 69.25 miles 
EE ch ekaserccgscvesnernsseorns 2.00 miles 
Permanent earth grade........ 117.30 miles 

So ee ee 377.33 miles 


Through Route Opened Across Ameri- 
can Desert 


Through the long efforts of the 
Lincoln Highway Association, which 
in reality took the action the 
Federal Government should take in 
such matters, the tremendous bar- 
riers in the way of an open route 
from coast to coast, which were pre- 
sented in Utah, have been largely 
overcome and an open route, and to 
the greater extent a good route, has 
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been provided entirely across the 
State. 

With the completion of the work 
begun by the association in western 
Utah in 1918, the entire route from 
the Wyoming-Utah State line to the 
Utah-Nevada line will be as adequate 
for its purpose as the route across 
any other State between the two 
coasts. In making this statement 
the association feels that this ac- 
complishment, due entirely to its 
efforts and in the face of the obsta- 
cles which were presented, repre- 
sents the most important single 
achievement of the organ:zation 
since its inception. 

With the co-operation of the Utah 
State Highway Department and the 
interest of Governor Bamberger, and 
through the contribution of $25,000 
by Carl G. Fisher, vice-president of 
the association, and $100,000 by F. 
A. Seiberling, president of the asso- 
ciation, and by the Goodyear Tire & 
Rubber Company of Akron, a neces- 
sary mountain pass has been upened 
and a cut-off constructed across the 
Great American Desert which opens 
the route from Salt Lake City to all 
Pacific Coast points. 

The strategy of this vitally neces- 
sary link across that geologic bar- 
rier, known as _ prehistoric Lake 
Bonneville in western Utah, is more 
readily appreciated when a map of 
the situation is considered and it is 
realized that upon the opening of this 
desert barrier depended the unim- 
peded flow of all through traffic, both 
passenger and freight, from Salt 
Lake City to either San Francisco or 
Los Angeles. 


Utah Section of Vital National Impor- 
tance 


The desert link in western Utah 
has been called the keystone of the 
Lincoln Highway arch across the 
continent. With its completion 
early in 1920, through travel across 
the continent, to and from all Pacific 
Coast points between Los Angeles 
and Portland, Ore., will find a safe, 
open and, in the main, all-weather 
route between Salt Lake City and 
Ely, Nev., where the trail divides for 
San Francisco and Los Angeles. 


The Lincoln Highway To-day, 1920 


Now, after six years, the Lincoln 
Highway is the best known road in 
the world. It is completely marked 
from the Hudson River to San Fran- 
cisco Bay, a total accurate distance 
of 3223 miles. Much mileage has 
been cut off through new construc- 
tion on efficiency lines. More than 
75 per cent, or 2421 miles of this 
total distance, is at present improved 
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all-weather connecting construction. 

It is possible to-day to drive just 
as rapidly as you please in a pas- 
senger car over this road from New 
York City to San Francisco. It has 
been done in five days. It is pos- 
sible, as was well proven by the Gov- 
ernment’s army convoy run, although 
not yet commercially practical, to 
take loaded motor trucks of large ca- 
pacity out of New York and put them 
in San Francisco on a definite 
schedule. 

Something less than 1000 miles of 
Lincoln Highway still remain to be 
properly improved to an adequate 
standard and a longer mileage still 
requires more improvement than it 
has received, but for long sections 
this improvement has already been 
financed or is about to be financed 
and the construction is but a ques- 


Coupling Accessories 


EALIZING the importance of 

automobile accessories the 
American Hardware Stores, Inc., 
Bridgeport, Conn., has placed the 
department next to sporting goods, 
which is situated in the second 
most prominent part of the big 
store. In addition to this idea of 
connecting similar departments, 
the management is devoting the 
window which is directly -in front 
of the accessories department ex- 
clusively to accessories displays. 
This enables the prospective pur- 
chaser who looks into the window, 
sees what he needs, to enter the 
store and be served expeditiously and 
at the same time it gives him a 
chance to look over the sporting 
goods line. 
This idea was but recently devel- 





tion of the time needed to accom- 
plish the work. The Lincoln High- 
way is becoming yearly a more and 
more adequate memorial to the great 
man whose name it bears. 
Over $633,000,000 Available 

Nineteen-twenty will be the great- 
est year of highway improvement in 
American history, over $633,000,000 
being available in the United States 
as a star toward a nation-wide pro- 
gram of improvement. This is more 
than three times the amount ever 
before spent for highway work in 
the United States and indicates the 
rate at which construction may be 
expected to progress in the future. 

If present progress can be con- 
tinued, the Lincoln Highway as a 
completed connected improved high- 
way from the Atlantic to the Pacific 
is well within sight. 


with Sportin g Goods 


oped by the company, which is one 
of the most progressive in the East. 
Until a few weeks ago the depart- 
ment was situated in the rear of the 
first floor and partially cut off from 
the rest of the store by the stairs 
leading up to the second floor. The 
blending of the sporting goods and 
the accessories, it was decided, 
would be advantageous to both de- 
partments. 

The growth of the department 
has been most healthy and at the 
present time the American Hard- 
ware Stores, Inc., has a wonderful 
business in and around Bridgeport. 
Systematic working of all sorts of 
plans for the sale of accessories 
has been indulged in and the best 
of these have been incorporated into 
the regular methods of sales. 
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Obituary 
William Johnson, aged fifty-eight 
years, sales representative for a Taun- 
ton stove foundry, died recently at his 
home in Framingham, Mass. Mr. John- 
son was well known in the hardware 
trade of New England. 


Thomas Jefferson Kennon died re- 
cently following an illness of several 
months. He had been connected with 
the Philadelphia Lawn Mower Com- 
pany for the past 16 vears, covering 
the territory of Pennsylvania, Dela- 
ware, New Jersey, Maryland, Boston 
and vicinity. 

William M. Laird, assistant manager 
and buyer for the McGowin-Lyons 
Hardware & Supply Company, Mobile, 
Ala., died recently. He ‘was well known 
in the hardware trade. 

George C. Stoneman of the Stoneman 
Hardware Company, Cleveland, Ohio, 
died recently at his home, 10615 Drexel 
Avenue, N. E., from influenza. He 
is survived by a widow, one son and 
daughter. 

William S. Judd, aged 75 years, died. 
at his home in New Britain, Conn., re- 
cently. Mr. Judd was born in New 
Britain, and at an early age entered! 
the employ of P. & F. Corbin, remain- 
ing with the concern until within a 
few weeks ago. He had served as: 
postmaster of the city for four years. 
He is survived by a widow, one daugh- 
ter and two sons. 

C. G. Newman, a resident of Kansas 
City, Mo., for many years, and a 
former hardware merchant, died at his 
residence, 400 East Armour Boulevard, 
recently in his seventy-first year. 


The Rubber Products Company, Bar- 
berton, Ohio, announces that the Camp- 
bell Motors Corporation, 715 Beacon 
Street, Boston, Mass., will distribute the 
“Stronghold” and “Barberton” tires in 
the New England territory. The sales 
of these tires will be directed by Ches- 
ter I. Campbell and A. N. Dodge of 
the Campbell Motors Corporation. 

















Automobile Accessories’ Window of American Hardware Stores, Inc., Bridgeport, Conn., Dressed by 
William Lennox, Advertising Manager 








From right to left, Sam T. White, president; A. T. Bla 


White Lily Company Has Sales- 
men’s Meeting 


The White Lily Manufacturing Com- 
pany, of Davenport, Iowa, believes in 
getting its sales force together for a 
series of social and round table business 
talks. At a recent meeting Dr. Stanley 
L. Krebs gave a lecture on “Business 
Psychology and Salesmanship.” Dr. 
Krebs knows life and men; has traveled 
on three continents, studying human 
conditions and business relations; is a 
member of several scientific societies. 
His big message and personal mag- 
netism had a pleasing and inspiring ef- 
fect. He revelled in his lectures how 
business science is governed by laws; 
by the same scientific laws as Nature 
herself. 

The men were very enthusiastic over 
the meetings and received a lot of real 
and useful pointers from each other, and 
returned to their territories with an 
inspiring determination to make 1920 
outdo all previous years in volume of 
business. 


The Draher Machine Co., Water- 
bury, Conn., has taken out a charter 
to deal in mill supplies, tools, machin- 
ery, ete., with a capital of $25,000, 
consisting of 250 shares having a par 
value of $100 each. The company 
began business with $15,000. 


’ vertising manager 


sales manager 


Direct Factory Branches 


The Neverfail Carbureter Co., Long 
Island City, N. Y., manufacturer of 
“Neverfail” carbureter for Fords, has 
established direct factory branches at 
Detroit and Los Angeles. The Detroit 
office is in charge of Frank M. Eldredge 
Co. and the Los Angeles office is in 
charge of M. J. Seibert. 

This company announces that the Se- 
lect Products Sales re Long 
Island City, N. Y., has been appointed 
as exclusive “Neverfail” distributers 
for Brooklyn and Long Island. The fol- 
lowing assignments as district sales 
managers have been made: W. L. 
Banks, Michigan, Ohio, Indiana; Fred 
W. Engel, Illinois; H. C. Gardner, Min- 
nesota; Deckert Brothers, western 
New York; T. Cappello, Colorado, and 
Fred J. Mitchell, Utah and Idaho. 


Mabel Hennessy With 
Winchester Co. 


After six years’ experience as ad- 
of the Bunting 
Hardware Company, Kansas City, Mo., 
during which time she has established 
a national reputation for herself 
through her writings for HARDWARE 
AGE, Mabel Hennessy has joined the 
advertising staff of the Winchester Re- 
peating Arms Company, New Haven, 
Conn. 
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ckmore, secretary; Charles H. Tappert, treasurer, and Sam J. White, 


American Grinder Expands 


Due to the growth of the American 
Grinder Manufacturing Co.’s wrench 
business it has been necessary to re- 
capitalize this concern that production 
may extend to fill the demand for Black- 
hawk steel socket wrenches. 

Thus it is that Messrs. Herbert, Her- 
man and George Brunder, bankers, 
have, with the Messrs. George, Adam 
and Fred Mayer, owners of the F. 
Mayer Boot & Shoe Co., become affili- 
ated with the makers of Blackhawk 
wrenches, whose plant is located at 
Milwaukee, Wis. Herbert Mayer takes 
the office of treasurer. 

Sales of Blackhawk wrenches are in 
the hands of C. N. & F. W. Jonas, with 
headquarters at Chicago and branches 
at Los Angeles, Cal., Seattle, Wash., 
San Francisco, Cal., Dallas, Tex., New 
York and Atlanta, Ga. 


Buys Army Mess Kit 
The Prentiss-Wabers Stove Co. just 
bought a large quantity of folding 
handle aluminum frying pans from the 


Quartermaster Department, United 
States Army. These are the army 
mess kit pans with the cover and will 
be quite advantageous, for they take 
up very little room and the cover pro- 
tects the food from dust and sand 
when cooking outdoors. The cover can 
be used as a plate. This will be part 
of the regular equipment of the Auto- 
Kamp-Kook-Kit. 
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HERE are 7,523,664 cars and trucks in the United New York State h 
7 States to-day, a net increase of 1,434,909 over cars, 555,789; Ohio i 
1918. the smallest number, 
Nearly $65,000,000 in fees were paid during 1919 by Throughout the er 
the automobile owners of the United States. for every 14 persons. 
It has been estimated that nearly 95 per cent of the every 18 persons. 
registration fees paid in the various states annually goes Iowa showed the 
toward maintenance of good roads. 108,538 cars in 1919. 
1,891,929 cars and trucks were produced in the United the population than 
States during 1919, a gain of nearly 700,000 over 1918. lowa for every six f 
84,000 cars and trucks were exported during 1919. Canada registered 
Conservative estimates place existing demands for increase of 85,706. 
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State has the largest number of registered Tractor production was 175,000 during 1919, as com- 
; Ohio is second with 500,924; Nevada has pared with 135,000 during 1918. 

1umber, 9,305. The automobile industry employs more than 830,000 
; the entire United States there is one car persons, enough to populate the city of Cleveland. 
yersons. In 1918 the ratio was one car for There are 7,523,664 cars in regular use in the United 
ons. States. At an average mileage of 3,000, which is low, 


ed the greatest commercial increase with the total mileage equals 22,570,992 miles per annum, 
n 1919. It has more cars in proportion to which, multiplied by an average of three passengers, 
1 than any other state. There is a car in means that the total passenger mileage is 67,712,876,000. 


‘'y Six persons. The figures in the above map show population, number 
istered 355,433 cars and trucks in 1919, an of hardware dealers and the number of automobile 
35,706. 8,214 cars and trucks were im- licenses in the United States, a car for every fourteen 


he United States in 1919. persons. 








Auto Supplies Profitable 


Mathias Ludlow, Presi- 
dent N.R.H.A., Does 


a Large Business 
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A window display of automobile accessories in the stores of Ludlow & Squier, Newark, N. J., and portrait of 
Mr. Ludlow. Below are reproductions of some of their automobile accessory ads 


HE way Mathias Ludlow, vice- 
T president of the National Re- 
tail Hardware Association, 
handles automobile supplies in his 
own home town, Newark, N. J., is 
naturally of interest at this time, 
not alone because of his prominence 
in the trade but because he has 
worked out a number of practical 
merchandising ideas: which have , - 
stood the test of experience. vsti posit 
“We have always found automo- : Stes. day: ween he feith 
bile supplies, especially tools and de » Too prabighey ss pgp 
tool kits, to be profitable lines,” said eee Oia. 
Mr. Ludlow recently during a talk 4 ‘Auto. Tools 
with a representative of HARDWARE Cusvers TY = Are a Specialty 
AGE. a 
“Automobile supplies and acces- nr tey 
sories are lines that require a good re srararanaion Mens 
deal of special attention in order to Pre Fees brow em 
get the most out of them,” he con- , Eiccris Crinders 
tinued. “We employ three meth- Ratchet, Wren 
ods to stimulate activity in this line 
—local newspaper advertising, win- 
dow displays and circular letters. 


“Tl Hand It * 


hes 


Newspaper Ads 


“In the matter of newspaper ad- 
vertising, I have often been asked 
if we notice any direct returns, that 
is, by having customers come into 
the store and either mention or 
acknowledge that they have been 
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influenced by our advertisement in 
the paper. As a general thing I 
am led to believe that in advertis- 
ing of this kind the effect is cumu- 
lative rather than direct. The value 
of newspaper advertising, as I con- 
‘ceive it, from a dealer’s point of 
view is this: It is a constant drip- 
ping of information on the rock of 
public indifference, which in the 
long run is bound to have a good 
effect. If nothing else is accom- 
plished it at least keeps the firm’s 
name before the buying public, 
which will inevitably bear fruit and 
‘encourage confidence.” 

Mr. Ludlow is of the opinion that 
newspaper advertising, to be effec- 
tive, should be more or less special- 
ized. In other words each ad 
should concisely direct attention to 
some particular item or line of 
stock in a distinctive manner. A 
good ad should be emphatic, it 
should convey one distinct concen- 
‘trated idea briefly and from an un- 
usual point of view. 


Special Window Trims 


“There can never be too much 
said in favor of seasonable and eye- 
compelling window displays,” says 
Mr. Ludlow. “Every year at New- 
ark there is an automobile show 
which attracts large numbers of 
people from all parts of northern 
New Jersey. A week or more be- 
fore the opening of the auto show 
we arrange a window display de- 
voted exclusively to automobile ac- 
cessories and supplies for garages. 
In connection with the window dis- 
play we run advertisements in the 
‘local papers, and give motor acces- 
sories and supplies as much promi- 
nence as possible. 

“During this period our salesmen 
make special visits to garages. We 
have built up a very substantial 
business through this method and 
also by sending out a number of cir- 
cular letters to customers that we 
know own their own cars. 

“The fact that the average per- 
son recognizes the hardware dealer 
as an expert on tools generally can 
‘be used to advantage to spread the 
idea that the hardware dealer is 
also an expert on automobile tools, 
supplies and accessories. The 
hardware store is logically adapted 
for the handling of automobile sup- 
plies, as it has always carried many 
of the articles that garages and re- 
pair shops need, such as tools, 
paints, oils and varnishes. On that 
basis the hardware store has more 
than a running start. 

“One of the most vitally impor- 
tant things in the handling of 
motor supplies is the absolute ne- 


cessity of clerks and salesmen being 
properly instructed about the vari- 
ous articles that they are required 
to sell in order that efficient and 
reliable service may be given to 
customers.” 


Interior Arrangement 


Mr. Ludlow is of the opinion that 
the general appearance and ar- 
rangement of stock inside the store 
is often of more importance than 
window displays. A great many 
people want articles that are sel- 
dom featured in window displays. 
There are certain types of persons 
that are not appreciably influenced 
by any sort of window trim, but 
who, because they actually need 
some particular thing, go into a 


THE FORD 


The Ford is my chariot, 

I shall not walk, 

It maketh me to lie down in wet places. 

It destroyeth my soul, 

It leadeth me into deep waters; 

It leadeth me into the paths of ridicule 
for its name’s sake; 


It prepareth a breakdown for me in the 
presence of mine enemies. 


Yea, though I run through the valley at 
twenty-five per, I am towed up the 
hill. 

I will fear more evil when it is with me, 

Its rods and its shafts discomfort me. 

It anointeth my face with oil. 

Its water boileth over. 

Surely to goodness, if Lizzie follow me 
all the days of my life 

I shall dwell in the House of the Nuts 
forever—Idaho Republican. 





store with the intention of purchas- 
ing simply the article they have in 
mind. 

“It is of the utmost importance,” 
Mr. Ludlow says, “to have the in- 
terior of a store so arranged that a 
customer can get what he or she 
wants as quickly and satisfactorily 
as possible. The subtle and really 
subconscious influence produced 
on a customer’s mind by a clean and 
attractively arranged assortment 
of goods, plus attentive service on 
the part of the clerk or salesman, is, 
perhaps, one of the best methods 
ever devised to overcome indiffer- 
ence and that peculiar semi-hostil- 
ity that so many customers bring 
with them when they enter a store 
for the first time. 


April 15, 1920 


“Although a salesman’s prime 
function is to sell, it has often been 
my experience that there can be too 
much aggressive attention on the 
part of the salesman, which in turn 
produces the effect on a great many 
customers of open hostility. A cus- 
tcmer should never be made to feel 
that anything was forced upon him. 
It is better not to make a sale than 
to create the impression on the 
mind of a customer that the mo- 
ment he enters a store he has to be 
on his guard continually or he will 
be persuaded into buying some- 
thing that he doesn’t want.” 

The policy of allowing a customer 
to see as many samples as possible 
on panels and in showcases has 
been pursued by Ludlow & Squier 
to advantage. . A cutomer can enter 
their store and see for himself just 
exactly what he wants before he is 
even approached by a clerk. Then 
all he has to do is to point to the 
article he wants and ask a clerk to 
have one wrapped up for him. The 
price is plainly indicated on all 
samples. This method not only 
saves time and effort on the part of 
both clerk and customer but it gives 
the customer a feeling of satisfac- 
tion, so that he almost believes he 
has sold himself. 

Tires 

There are many aspects to the 
question of handling tires, Mr. Lud- 
low thinks, that must be taken into 
consideration. “In the first place 
the matter of locality plays such 
an important part that nobody but 
the dealer involved can form a 
proper judgment. The kind of trade 
that a man has built up is another 
aspect that should be considered in 
handling tires as well as any other 
kind of stock. The amount of store 
and display space and the amount 
of attention that can be given to a 
line of stock such as tires in order 
to have a profitable turnover, not 
only on the tires but on the rest of 
the general stock as well, is a phase 
of the question, in my opinion, that 
can hardly be given too careful con- 
sideration.” 

It is interesting to note that the 
Ludlow & Squier store has been en- 
tirely renovated since the fire of 
nearly a year ago. Special work- 
men are still busy arranging panels 
and display boards, and it will prob- 
ably require another two months 
before all the detailed work has 
been completed. By early fall, 
however, it is expected that the 
Ludlow & Squier store will again be 
one of the model hardware stores 
in the East. 





Picnicking With Motor Camping Outfits 


Some Owners of Automobiles Buy Complete Outfit for 
Camping and Cooking Their Meals in the Open Country 


T was Sunday morning. One of 
| those bright sunny mornings 
of early summer that seems to 
call to a fellow to leave roofs be- 
hind and get into the open. We 


were preparing for breakfast in a 
rather leisurely manner, when the 
door bell cut loose with one of those 
long insistent rings that typify 
either pep or impatience. I knew 
that ring. It belonged to Bill Rog- 
ers who lived just next door, and 
who had just become the proud pos- 
sessor of his first car. Bill could 
afford a car. He had a good home, 
a good salary and a nice little nest 


Motor camping scenes and a display of motor camping goods in the store of H. H. Buhne Company, Eureka, Calif. 
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egg in the Traders’ Bank. He 
might have had a Packard years 
ago, but he was one of those fellows 
you have to sell an idea to by de- 
grees. However, when the idea 
went home he couldn’t eat or sleep 
until he had gone the whole automo- 
bile route. Bill’s car had hardly 
slid out of the sales room before 
Bill was busy on a garage. The 
garage had barely taken form when 
Bill began breaking a trail from the 
Jones hardware store to the garage 
door, and on every trip he carried 
an armful of stuff that he thought 
ought to go with his new speed 
wagon. He grabbed off two bump- 
ers instead of one, and when I 
laughed at the idea he only grinned 
and sprung a couple of jacks on me 
with the remark: “I’ve got two pair 
and I think I’m going to fill.” He 
took me down to work next morning 
and proudly lighted a cigarette with 
a new electric lighter that got its 
power from some place around that 
ear. Say—lI’ll bet he spent $300 on 
new trimmings before he had been 
a motor bug for a week. 
Off for a Picnic 

But getting back to that door bell. 
I let Bill wait a minute just for the 
sport of it, and when I finally threw 
open the door he came in spouting, 
“Get your duds on folks and come 
on. I’ve got the old car all tuned 
up and the wife’s waiting. We’re 
going up on Willow Creek for a 
real old-fashioned picnic. We’ll fish 
a while this evening, camp out for 
the night and get back before the 
office opens Monday. Don’t argue 
—grab your wraps and beat it.” 
“How about the lunch and the bed- 
ding and’—my better half began, 
but Bill stopped her in the middle 
of a sentence. ‘“They’re all ready, 
Sis,” he parried. “Mollie was up 
half the night getting the eats, and 
believe me, I’ve got the rest of the 
dope.” 

There was nothing more to say, 
and 15 minutes later we were skim- 
ming along the road with the radia- 
tor headed toward Willow Creek. 

“Where are the beds, Bill?” I 
queried when we were fairly under 
way. Bill merely pointed to the 
running board. There I saw a long 
narrow roll with a canvas cover 
that didn’t fit in at all with my idea 
of a slumber inducer. ‘“She’s a 
bird,” he said. “Unrolls into a full 
size bed with springs, and that isn’t 
all. There’s a tent with it that fas- 
tens up against the car top. Some 
class. Just wait till we set it up, 
Boy. Then I’ve got a little shed tent 
in that other roll, and two folding 
cots. That’s where you and I bunk 


—the girls get the auto bed.” I 
couldn’t see it, but took his word 
for things. 

Well we hit the creek about 11:30 
with as healthy an appetite as I’ve 
housed for years. In fact, during 
the last ten miles I lived on the 
water Bill doled out from his big 
thermos bottle. There was a big 
water bag hanging on the spare 
tire, but that was for the engine. 


What a Car Carries 


When we struck the camp ground 
we all crawled out, stretched our 
limbs and queried in one voice, 
“When do we eat?” Bill grinned 
again, as he began unpacking the 
patent grub box at the rear of the 
car. A few minutes later a folding 
camp grid was in position over a 
small fire, with a kettle of water 
and the old coffee pot on the job. 
Then Bill flashed his trump card in 
the form of a little folding gasoline 
stove with two burners. “This is 
for the girls to fry the steak and 
potatoes on,” he volunteered. “No 
smoke to get into their eyes.” 

He pumped up the air chamber, 
struck a match and we found our- 
selves with city conveniences. Out 


came a set of fry pans with folding _ 


handles and a nest of kettles. Then 
he fished out a queer looking con- 
traption from under the rear seat 
and calmly unrolled it. It turned 
out to be a folding camp table with 
spread enough to accommodate four 
people easily. Another trip to the 
car and he had four folding camp 
stools for the guests and another 
for the oil stove. Out came draw- 
ers from the grub box and before 
we knew it, we were sitting down to 
an open air meal that would put 
Delmonico’s to shame. I wish you 
could have seen the classy little kit 
that held the knives and forks. 
Aluminum plates, cups, etc. It was 
sporty enough for Fifth Avenue 
and handy enough for the woods. I 
have stowed away more food in my 
time, but I can’t remember the time 
or place. 
A Little Fishing, Too 

Well, Bill and I pulled out our 
pipes when the meal was over and 
through the smoke rings we 
watched the women wash the dishes 
and get things ship shape, then we 
got our rods and creels and hit for 
the riffles. We whipped the stream 
for a mile or two, then hit back to 
camp with plenty of finny beauties 
for a supper and breakfast. We 
located a smooth log near the 


stream, dug out our hunting knives 
and soon had the trout ready for 
the pan. 


“Where are the girls, 
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Bill?” I said. “I haven’t heard a 
peep out of them.” “Come on and 
I’ll show you,” he answered and he 
lead me to a little clump of trees 
beyond the car. There they were, 
stretched out in a couple of ham- 
mocks, sound asleep. Two open 
books on the ground mutely told the 
rest of the story. I hate to tell you 
what we did, but two sleepy girls 
were soon dragging their way out 
of the leaves and _ grass while 
two husky men doubled up with 
laughter. 

By this time the sun was begin- 
ning to drop and Bill announced: 
“Time to make up the beds.” What 
a picnic it was as the camp grew 
under our hands. I could hardly 
believe that all equipment had come 
in such a small space. It was al- 
most uncanny. 

We built a big bonfire when old 
Sol dropped behind the hills, and in 
its light we cooked and ate the eve- 
ning meal. Then a round of camp- 
fire stories and off to bed. 


Just as Easy to Pack 

I worried a little about the pack- 
ing up, and my last waking mo- 
ments conjured visions of an over- 
loaded car and a man late at the 
office. Nothing to it. We rolled out 
in the dim light of the early morn- 
ing to find old Bill on the job and 
breakfast about ready. A hurried 
wash in the cold water of the brook 
followed by a hot cup of coffee with 
grilled trout made the old world 
look pretty bright. Twenty min- 
utes later the stuff was packed and 
in place and the camp had van- 
ished. I dropped into my accus- 
tomed chair at the office just be- 
fore the clock struck nine, and | 
carried pep enough to keep me on 
my toes for a week. Oh! yes, I for- 
got to tell you—we had a little busi- 
ness session just before I left the 
car that morning. “Where did you 
get all this classy camping plunder, 
Bill?” I asked. “Down at Jones’ 
hardware store,” he answered, “and 
there’s still a few good kinks 
there that I’m going to grab. Mr. 
Chairman, I said: “I move a rising 
vote of thanks to the father of pic- 
nics.” “I guess that’s Jones,” said 
Bill. “I’ll notify him of the board’s 
action.” 


Askue Leaves Lamp Works 


Russell P. Askue has severed his 
connection with the publicity depart- 
ment of the National Lamp Works to 
go into agency work with headquarters 
at Cleveland, Ohio. Mr. Askue has 
been with the National Lamp Works 
for several years. 














Crisis in Raw Material Situation 


Motor Accessory Manufacturers Cannot Care for Their 
Enormous Orders Promptly—Prices Continue to Advance 


By Roy F. SOuLE 


Vice President A. C. Penn, Inc., New York 


TRake is absolutely no question 
that 1920 is going to produce 
the greatest automobile accessory 
sales in history. The business of the 
leading distributors is cracking rec- 
ords daily and the January, Febru- 
ary and March totals top last year’s 
record breaking business like a 
steeple tops the old style church. 

The manufacturers of cars will 
produce three million new machines 
this year. That’s one walloping lot 
of automobiles, but not nearly 
enough to meet the demand. Pre- 
mium prices prevail for quick de- 
livery and as the season advances 
many brightly prospective pur- 
chasers are going to be disappointed 
in their desires to secure a new ma- 
chine. 

This simply means that the disap- 
pointed man with enough money to 
buy a new car is going to trim up 
the old one and the chances are very 
favorable that he will do a very thor- 
ough job of it. 

Manufacturers of all kinds of ac- 
cessories anticipated this unusual 
business and their factories were 
hitting a merry clip until the coal 
and steel strikes combined with the 
freight and express embargoes to 
throw a lot of monkey wrenches into 
the machinery. At the present time 
shortage of raw products and the 
mounting freight difficulties are a 
drag on production that is raising 
merry Cain. 

Labor and material prices are 
mounting and there is absolutely 
nothing in sight which warrants an 
expectation for anything but higher 
prices on most of the items that go 
to make up a well rounded automo- 
bile accessory stock. 

A brief review of a few groups of 
well known items drives this truth 
home and clinches it. 

All sorts of automobile clothing— 
leather, khaki, knit goods—are go- 
ing higher daily. The leading man- 
ufacturers of leggings are sold up to 
July 1. The glove manufacturers 


are facing great labor difficulties— 
the outlook is not favorable either to 
an adequate supply or to a continu- 
ance of present prices. 

All sorts of tools are trembling 
for a move upward—there are plen- 





ty of reasons for a score of advances 
in this line. 

The fuse manufacturers say they 
anticipate a change of prices—up- 
ward. 

The makers of belting are advis- 
ing friendly buyers to make prompt 
purchases to cover their needs for 
the next four months. 

Fabric producers say strongly to 
cover for the next six months. 

Some of the leading producers of 
nuts, caps, screws, etc., are refusing 
to quote for the second quarter of 
the year. Now that isn’t looking 
very far into the future. If there 
was any likelihood of declines in the 
minds of these men they would cer- 
tainly be willing to quote prices for 
the period immediately confronting 
us. 

Many of the electric appliance 
people are sold up for the entire 
first half of the year. 


Axle and Spring Makers Are Well Sold 
Up 

Most of the leading spring and 
axle makers are sold up for the first 
half of the year. Many of these 
firms are not well covered on raw 
material and having to purchase 
spring steel at present prices is a 
pretty positive indication that the 
“hole” in which they find themselves 
will soon show in an inverted way 
on the price of their products. 
Springs are being sold at premium 
prices in some markets right now. 

One of the leading hose manufac- 
turers writes that he will take on no 
new customers for the balance of the 
year. 

One of the best lamp manufactur- 
ers states that he finds it utterly im- 
possible to keep production up to 
his daily orders. To him the accu- 
mulation of back orders on his desk 
indeed looks mountain high. 

The transformer people are about 
six months behind with orders, but 
are making tremendous efforts to 
work their way out. 

The curtain window people have 
plenty of frames, but they are very 
short of glass with practically no 
chance of obtaining anywhere near 
their needs. 

All wire goods are at a premium. 
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Whenever and wherever manufac- 
turers have to go into the present 
market for raw materials, prices 
must and do advance. 

Bicycle tires recently advanced 
25 per cent, and the factories aver- 
age about six weeks behind with 
their orders. 

The makers of taps and reamers 
are having an exceedingly heavy 
business—steel is sky high and there 
is a predicted advance in reamers 
which will very probably material- 
ize. 

One great wrench manufacturer 
says there is absolutely no hope for 
a reduction in the price of wrenches 
for six months to come and then 
calmly adds that continued and sud- 
den advances should not be at all 
surprising. 

Crude oil prices which have been 
advancing by leaps and bounds have 
brought kindred results in all sorts 
of oils and greases. 

Air compressor manufacturers 
say—‘“sold up for three months, no 
hope of a decline for six months.” 

Pump manufacturers seem to be 
making prompt deliveries. They are 
in a class by themselves. 

Stiff advances are due in hose 
clamps if we are to believe the men 
who are frantically endeavoring to 
dig their way out in that mass of 
back orders. 

Big orders for jacks are being 
held up six or seven weeks with the 
season already on: 

Deliveries of all sorts of malle- 
ables are maddening. The price in- 
dicator doesn’t point perpendicular- 
ly upward, but the incline is neither 
level nor down. 

The South has been buying very 
heavily and the available supply of 
accessories south of the Mason-Dix- 
on line is better than in other sec- 
tions of the country. There has been 
nothing slow about those Southern 
buyers of accessories. 

A raise in the price of radiators 
is predicted for July 1st. 

Big clock manufacturers are prom- 
ising no shipments under sixtv days. 

The makers of automobile chemi- 
cals of all sorts say that they are 
getting only about 25 per cent of 
the raw materials they order. It’s 
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& signal of what we may expect 
later in the year. 

Grease and oil cup manufacturers 
are from four to six months behind 
with orders. 

Flash light sales have nearly 
doubled since the first of the year. 

Rubber goods manufacturers are 
insisting upon bona fide orders. 

I found a little ray of light in co- 
coa mats. Prompt delivery and quo- 
tations for six months in advance. 
It looked like an oasis in a big 
desert. 

There’s an interesting bit of in- 
formation on sponges. The price 
has not advanced, but manufactur- 
ers are evading the issue by packing 
smaller sizes. There is a shortage 
of the large, popular sponges. 

Steel wool very short—a month 
behind. 

Automobile locks are up—fac- 
tories of leading producers four to 
six months behind. Special orders 
are tabooed. 

The tape people say that they 
think the price peak on their prod- 
ucts has not been reached. The news 


isn’t creating a sensation because 
of its being novel. 

The fine tool business has never 
been better. The answer is delayed 
shipments. 

Orders for steel] bearing balls are 
being held up from three to four 
months. 

The patch people say buy at once 
if you want the goods this year. 

Shock absorber factories are over- 
sold. 

Money is plentiful—very pientiful 
if offers of premium prices for 
prompt shipments can be taken as a 
gauge. 

All this leads right up to the team 
work necessary to get the best re- 
sults out of a trying situation. 

It is exceeding fortunate that 
wholesale buyers have courageously 
anticipated their needs. But’ the es- 
timate has been too small—excusa- 
bly so, but small, nevertheless. 

Buyers should specify very care- 
fully and a follow-up letter should 
be sent to every manufacturer re- 
minding him of the order and of the 
need of goods. This letter should be 
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sent out well in advance of the date 
on which the goods are to be shipped. 
It’s a needed stitch in time. Re- 
minders are _ essential courtesies 
right now. 

Then there is another point. It’s 
big and important. It will help the 
worried, overworked, snowed-in- 
under manufacturer. 

Do not ask for direct shipments 
to retail customers. They will cause 
further delay in deliveries which 
everlastingly need speeding up. 
With such an exceedingly fertile 
field for accessory sales no effort 
should be missed that would make 
production easier and _ deliveries 
faster. 

Patience may be an over-exercised 
virtue this year—but patience and 
team work is the key to a limited 
supply which must be spread out to 
cover a great demand. 

Team work is essential. 

Dealers should check their costs 
against replacement values. There’s 
profit and horse sense in it. There’s 
more money in anticipation than in 
memories of what might have been. 


Saw Opportunity in Motor Supplies and Have Built 


(ood Business 


E. Krieger & Son, Brooklyn, Now Have a Large Trade 
Among Garages and Repair Shops—Circular Letters Pay 


‘THREE years ago the firm of E. 

Krieger & Son, 302 Tompkins 
Avenue, Brooklyn, New York, didn’t 
carry a single item of motor acces- 
sories in stock. Their business con- 
sisted of general hardware and 
housefurnishings. To-day they are 
recognized as wholesale distributors 
and jobbers of auto supplies and re- 
pair shop hardware, all of which 
goes to prove, as E. C. Krieger says, 
“the value of concentration and the 
opportunity in the retail hardware 
business.” 

Opportunity exists to-day as much 
as it ever did. It doesn’t lie at the 
rainbow’s end nor beyond the Mis- 
sissippi, but nestles in the germ of 
every thought. E. C. Krieger, who 
manages the business to-day, got 
the idea a few years ago that there 
was money in motor accessories if 
they were properly handled. The 
rapid growth of the automobile in- 
dustry and the large number of re- 
pair shops and service stations that 
had sprung up as the number of cars 
increased started him thinking. 

Mechanics from the repair shops 
kept coming into the Krieger store 
for supplies and hardware in increas- 
ing numbers. Many entered and left 


empty handed because Krieger didn’t 
have what they wanted. And there 
is where Krieger saw his big oppor- 
tunity. Mechanics wanted lap-joint 
piston rings. Krieger didn’t have 
any in stock. The mechanics wanted 
to know where they could get them. 
Krieger didn’t know. » Here was the 
demand and Krieger set about to 


supply it. 
Drum-Fire Letter Barrage 


He placed orders for essential 
tools and supplies that every repair 
shop uses. As soon as he got his 
stock in he sent out circular Jetters 
tc some of the largest garages, re- 
pair shops and service stations in 
Brooklyn, announcing that he had 
just received shipments of such ar- 
ticles as asbestos packing, ball bear- 
ings, belting leather, sheet cork, 
cotter pins, etc., and that he was in 
a position to render prompt service 
to all garages and repair stations 
upon receipt of orders. He got 
prompt returns because of the dire 
need for supplies of this kind and 
the extreme difficulty that most 
shops were experiencing in getting 
supplies promptly. 

“That was our cue,’ 


, 


said Krieger 


recently in telling about his experi- 
ence. “We gradually got rid of our 
housefurnishings stock by special 
sales and also by selling tv other 
dealers. As soon as we made room 
for other stock we laid in auto ac- 
cessories and with each new ship- 
ment that we received we sent out 
circular letters and manufacturers’ 
circulars to garages and repair shops. 
We kept up a sort of drum-fire bar- 
rage of circular letters so that if 
one letter miscarried another would 
direct attention to some new angle 
of the supply question. 

“We started making a list of the 
important items we carried and we 
sent those lists to garages. Then 
we would follow that up with spe- 
cial lists for emergency needs. In 
other words, we simply worked on 
the basis that in order to get busi- 
ness you’ve got to go out and get it. 

“Now, of course, we have a large 
trade and it isn’t absolutely neces- 
sary for us to keep circularizing as 
much as we did when we started to 
handle auto accessories and repair 
shop hardware. But on the other 
hand, we have found from experi- 
ence that if we don’t keep our name 
before our customers continually in 
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some form or other, by letters or by 
having our salesmen call, it makes 
a difference, especially in small 
items that sometimes can be ob- 
tained elsewhere.” 


Trucks and Scrap-Books 


One form of advertising that 
Krieger has that he says is a big 
asset is his delivery trucks. Those 
trucks travel all over the city, and 
along the byways and the highways 
they carry the name of Krieger. 

Krieger watches the trade papers 
closely for new ideas and has a loose- 
leaf scrap-book in which he pastes 
advertisements and manufacturers’ 
circulars and price lists. He says 
he finds his scrap-book invaluable 
when preparing circular letters and 


also when he wants to know just 
what a particular tool or accessory 
will do under certain circumstances. 


Clerks Get Percentage 


Another angle of merchandising 
that Krieger has given careful con- 
sideration because of its importance 
is his treatment of his clerks and 
salesmen. He gives each man in his 
employ that sells goods a percent- 
age on all individual sales made dur- 
ing regular periods. As a result of 
this method every man in Krieger’s 
employ feels that he has a personal 
interest in the growth of the busi- 
ness. “A business of this kind that 
depends on the service it renders 
is only as strong as its weakest 
salesman,” Krieger says. 


Simons Brothers of Boston Make 
Good with Motor Accessories 


They Went Into the Line with Some Misgivings, but Now 
Consider It One of Their Most Profitable Departments 


Two years ago the Simons boys 

of Boston—Harry, Howard, Ed- 
ward and Jacob, members of the 
retail hardware firm of the S. Si- 
mons Hardware Co., were not in- 
terested in automobile accessories. 
They were strictly hardware men, 
having been born in the business. 
They had followed the ups and 
downs of the business for about a 
score of years, steadily growing 
more and more prosperous, which 
necessitated their moving from the 
North End to larger quarters at 21 
Washington Street. 

There was a time, however, about 
four years ago, when a salesman al- 
most had the boys interested in ac- 
cessories. This salesman’s argu- 
ment, based on the growing popu- 
larity of the pleasure automobile and 
the margin of profit on accessories, 
did not sink in deeply nevertheless, 
and he probably did not consider 
the Simons firm a likely prospect. 
Consequently, the “follow up” meth- 
od never was thoroughly indulged 
in by the salesman’s firm. At that 
time, however, the Simons Hardware 
Company did invest in two tubes. 
But because of the worries, per- 
plexities and stress of retail hard- 
ware merchandising, the two tubes 
rested almost forgotten on a shelf, 
and there they were when Louis 
Katz came to work for the firm two 
years or so ago. 

Louis Katz plays an important 
part in this story, so a short per- 
sonal history perhaps is not amiss. 


When young, he was the proprietor 
of a small retail hardware business 
in Charlestown. Being born with 
business instinct he gave special 
study to buying problems of the day 
as they presented themselves. He 
always was glad to have a salesman 
come into his little store and try to 
sell him something, which, he ad- 
mits, was some job. But he was glad 
to see the salesmen, for they were 
his teachers, After one of them de- 
parted, young Katz would weigh in 
his mind what he had said to him; 
compare his prices with those on 
similar lines; compare selling or 
popularity qualities; and he always 
learned a lot. 

He was at his store at 7 o’clock in 
the morning and he remained there 
until 9 p. m., which in itself was 
some record for a restless young 
man. His store provided a little bet- 
ter than a living, especially after he 
became interested in automobile ac- 


cessories. During his first auto ac- 
cessories year he sold forty-two 
tires. But it was a comparatively 


inactive life and he longed to get in- 
to the machine shop where there was 
more doing. So he sold out his busi- 
ness and became a machinist and 
probably would be there to-day were 
it not for the fact his eyes went 
back on him. 

It being necessary to change em- 
ployment he secured a job in the 


Simons Hardware Company’s stock 
rooms, which are located on several 
floors above the store. 
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first things Mr. Katz noticed was 
that the firm was doing nothing in 
automobile accessories and that an 
automobile was going past the store 
door almost every second. One day 
he asked the members of the firm 
why they did not get into the acces- 
sories game. Nothing doing. 

But he kept on harping about ac- 
cessories until finally he convinced 
the Simons boys that there was 
money in the business. He was giv- 
en charge of the “Accessories De- 
partment,” which it will be recalled 
consisted of two tubes on the shelf, 
and authority to buy as he wanted. 
His initial order was for fifty tubes 
and 100 tires, the former costing 
the firm about $1.50 each, or $75, and 
the tires $18 each, or about $1,800, 
a total investment of $1,875. Katz 
almost lost his job. 

He held on, however, and in his 
first year made a turnover of ap- 
proximately 2000 tubes, and aver- 
aged one tire a day, thereby making 
good and convincing the Simons 
brothers he was right in his conten- 
tion. Then, having gained the con- 
fidence of the firm, a sizable invest- 
ment in Ford parts was made and a 
line of standard accessories taken on 
as well. Since then this department 
of the firm has grown so rapidly 
that the brothers have recently un- 
dertaken the wholesale accessories 
business as well. To-day the firm 
carries a stock of accessories which 
totals close to $20,000, which, when 
one stops to consider that its stock 
practically a year-and-a-half ago 
amounted to two tubes, is not a very 
bad showing. 

This year, with every indication 
of the Massachusetts registration of 
pleasure’cars and trucks breaking 
all previous records, the Simons 
Hardware Company anticipates a 
heavy turnover of accessories stocks. 
So important has become the Simons 
accessories departnfent it occupies a 
prominent place in the establish- 
ment, and a whole window is given 
over to featuring various things of- 
fered at bargain prices. To-day it 
would be just as hard to convince 
the firm it should discontinue the 
sale of accessories, as it was two 
years ago to convince it there was 
money in the business. 

The firm strongly believes that 
every hardware dealer, no matter 
how small he is, should get into the 
accessories game. The dealer should 
not plunge into it, however, but in- 
stead feel his way along, gradually 
increasing his stock as his turn-over 
permits. Experience has taught the 
Simons boys that quality counts in 
accessories, not price. In other 


One of the words, if you have an article to sell 
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Simons believes in tire and tube inducements 


that has quality, and can talk to a 
man regarding the article’s merits, 
you ean sell it nine times out of tex 
no matter what your selling price 
may be. 

It is the contention of Mr. Katz 
that a hardware dealer, if he gives 
proper attention to accessories, can, 
within a comparatively few months, 
build up a business that amounts to 
at least one-third of the total trans- 
acted in the store. He admits that 
accessories run into money, but so 
do profits, and the initial cost need 
not frighten a hardware dealer if he 
makes up his mind he can sell the 
goods. Confidence, therefore, counts 
a lot in the accessories game, accord- 
ing to his way of thinking. If a 
hardware dealer puts some one in his 
organization or an _ outsider in 
charge of the accessories depart- 
ment, he also must put confidence 
in that person, for, he says: 

“It makes all the difference in the 
world to the accessory’ buyer 
whether he can go ahead on his own 
initiative and work out his own sal- 
vation, or keep running up to the 
boss and asking him if he can buy 
this or that thing. If he has to do 
the latter, he soon has no confidence 
in himself and the hardware dealer 
ean at once make up his mind that 
his accessories department is not go- 
ing ahead as it should.” 

The market is flooded with acces- 
sories of merit on which the margin 
of profit is good, and it is on such 
lines that this particular company 
concentrates its selling efforts. An- 


other feature in connection with 
automobile accessories, as _ the 
Simons Hardware Company looks at 
it, is that while shelf hardware is 
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attractive to the average man enter- 
ing a hardware store, accessories 
are more so to the automobile owner. 
The firm therefore believes at least 
one of the hardware dealer’s win- 
dows should be devoted almost ex- 
clusively to accessories, if not whol- 
ly, each of the 365 days of the year. 

As for selling ideas, the Simons 
boys firmly believe the accessories 
business offers as great a field as 
hardware. The field being as large 
and less familiar to the shelf hard- 
ware trade, a man in charge of the 
accessories department has more 
than an even chance of making good 
for his firm. 


Buchanan Leaves Kelly- 
Springfield 


H. C. Buchanan has recently resigned 
his position as production superinten- 
dent of the Kelly-Springfield tire fac- 
tory at Akron, Ohio, to become produc- 
tion superintendent of the International 
India Rubber Co. at South Bend, Ind. 

Mr. Buchanan has been engaged in 
the manufacture of rubber goods for 
the past ten years, specializing in tires. 
He has worked in all departments of 
the industry and comes to his new posi- 
tion with a well rounded experience of 
his chosen business. 
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A convenient tire rack suspended from the ceiling in the Simons store 











Publicity for the Retailer 


Cashing in on “Ouija” Coaster Wagons 
a Good Advertising Subject—Razor 


Ad Which Brought Good Business 


A Razor to “Fit Your Face” The razor argument in this ad is alike, but differ to a remarkable de- 
certainly unique and likely to make a_ gree when the beard test comes. So 
lasting impression on the man who then, we say, the argument put forth 
If you are looking for a good ad on _ has bought razors on a “grab bag” prin- in this ad that Van Voris has a razor 
razors and cutlery, just glance over the ciple and has failed to draw a prize or to “fit your face” is a good one. 
Van Voris announcement. A _ recent in other words a razor suited to his Mr. Van Voris says that results from 
article in HARDWARE AGE by Charles beard. this advertising were very good. In 
Downes inspired Mr. Van Voris to do Every man knows two razors may connection with the newspaper pub- 
extra boosting on his line of cutlery. seem equally sharp, may split hairs licity, a window display was used. 


No. 1 (8 cols. x 5 in.). 


\ 


‘ wo 
Nothing you can get for: those’ youngsters vs 
\ them near. the sport.ar as healthful exercis® as le 


} A Coaster ‘Waién frora Jones’ is an investment — = 
A ticle which wil] stand up under vigorous use-—bécause 
it ree smoothly and likewise with, init 
t. 
\ hos ve : window fult of Coaster Wagons. and Ripeas 
those youngsters in tomorrow and letus 
* WAGON.” 3 





Tire Talk That Says Something 
Tying Up with Ouija 


Good Coaster Wagon Ad 


215 








216 


An “Ouija” Ad 
No 2 (2 cols. x 5 in.). 


Ouija is much in the public eye and 
mind to-day. The Howard ad again 
illustrates William Ludlum’s penchant 
for putting “pep” in his publicity -by 
cashing in on current events and hap- 
penings. 

As you read this ad, you will find 
yourself studying it, and most other 
people who read it will find themselves 
doing the same thing. Therefore, it’s 
good publicity. A great many dealers 
do not realize the difference between 
advertising and publicity. Advertising 
is specific presentation, while publicity 
is more general and inclusive in scope. 
Advertising will sell your lawn mow- 
ers, but publicity will sell your store as 
a whole. Now then, you want to com- 
bine these two forces. You want folks 
buying specific articles from you and 
you also want them talking about your 
store so when the need for specific arti- 
cles arrives your store is the store in 
mind. 

In our study of retail hardware ad- 
vertising dating back more than a de- 
cade, we note a gradual awakening to 
the value of straight publicity—public- 
ity whose out-and-out aim is to press 
agent the store. In these columns dur- 
ing recent years many really excellent 
examples of publicity ads and publicity 
campaigns have been presented. Study 
a bit the publicity end of your adver- 
tising. Get folks talking about THE 
STORE. 


“Them Was the Happy Days” 
No. 3 (2 cols. « 7% in.). 


The days of coaster wagons. When, 
after the morning’s chores were done, 
we had the whole afternoon to while 
away along boyhood’s sunny shores. 
But in those good old days we didn’t 
have such a nifty outfit as the wagon 
shown in Jones’ ad. 

We didn’t have a brake or such a 
rigid and durable front end construc- 
tion, and the wheels of our boyhood cart 
weren’t as sturdy as these on this 
coaster wagon of to-day. 

The copy, in a few well chosen words, 
tells the reader of the sturdiness of 
construction, smooth running qualities 
and general excellence of the wagon be- 
ing featured and adds the important 
sales point of better health for the 
youngsters. 

The lucky youngster who gets one of 
these wagons won’t have to worry about 
bent king bolts or screws getting loose, 
as we did in bygone days. 


Much Meat in Small Space 
No. 4 (1 col. x 8 in.). 

There is so much tire advertising to- 
day that it is difficult to reach a deci- 
sion on what make to select. 

But when retailers do as effective ad- 
vertising as that exemplified by the 
Brunswick tire ad used by E. Hackley, 
Earl Park, Ind., the difficulty is cer- 
tainly reduced some. 





Hardware Age 





‘aa aan 


Throw it away—it’s of no use. 
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NHY PROLONG THE AGONY? © 
Don’t keep off shaving with a plece of iron that can’t 
You can get a genuine WISS RAZOR to FIT YOUR FACE. 
System of Razors enables you to get just the right Razor for your face. It's the 
: ning to shave, as.well as for the old-timer with the stiff 
[AVING SUPPLIES, imeluding “Shaving Brashes, Soap, 
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Razors “Tailored to Measure” 


For the copy reflects a state of mind 
characteristic of the motorist searching 
around to complete his spring tuning- 
up. The ad seems to offer a solution 
to the old problem of “Which make will 
I choose?” 

If we were a hardware dealer han- 
dling tires we would make a strong 
drive and a steady drive on cord tires, 
which to our way of thinking will at 
some future day wholly replace the fab- 
ric tire. Cord tires offer more for the 
money at every turn than do fabrics. 
They are larger, size for size, they ride 
easier, give far greater mileage, are 
proof against rim cuts and blowouts, 
require far less air pressure, saving 
effort and making a more flexible shoe. 
In short, they beat the fabrics at every 
point. 


Landers, Frary & Clark Hold 
Election 


At the annual meeting of the direc- 
tors of Landers, Frary & Clark, New 
3ritain, Conn., cutlery, etc., the follow- 
ing officers were chosen for the new 
year: Charles F. Smith, chairman of 
the board of directors; Arthur G. Kim- 
ball, president; Frederick A. Searle, Jo- 
seph F. Lamb, Frank J. Wachter and 
Herbert A. Johnson, vice-presidents, the 
last named in charge of production; 
Pardon C. Rickey, treasurer; James N. 
Stanley, Oliver N. Judd and Albert G. 
Anderson, assistant treasurers; Edward 
F. Hall, secretary; William C. Baker, 
Harry A. Traver and D. Clark Smith, 
assistant secretaries; Henry T. Burr, 
auditor; John W. Abell and D. Niles 
Sheppard, purchasing agents. Charles 
T. Treadway was elected a director to 
fill the vacancy caused by the death of 
Herbert M. Lloyd. Mr. Treadway is 
president of the Bristol, Conn., National 
Bank. 


Coming Conventions 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, composed 
of Alabama, Florida, Georgia and Ten- 
nessee State Associations, Convention 
and Exhibition, Atlanta, Ga., May 4, 
5, 6, 7, 1920. Walter Harlan, secretary- 
treasurer, 701 Grand Theater Building, 
Atlanta, Ga. 


LOUISIANA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Alexandria, La., May 10 and 11, 1920. 
R. D. Nibert, secretary, Bunkie. 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Texas, May 10, 11, 1920. E. P. 
Thompson, secretary-treasurer, Mem- 
phis, Tex. 

SOUTHERN HARDWARE JOBBERS’ ASSO- 
CIATION CONVENTION, Atlantic City, N. 
J.. May 11, 12, 18, 14, 1920. Head- 
quarters, Marlborough-Blenheim. John 
Donnan, secretary, Richmond, Va. 


AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION, Atlantic City, N. J., 
May 11, 12, 13, 14, 1920. Headquarters, 
Marlborough-Blenheim. F. D. Mitchell, 
secretary-treasurer, Woolworth Build- 
ing, New York City. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greenville, S. C., May #1, 12, 13, 14, 
1920. Headquarters, Imperial Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. ; 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Buffalo, N. Y., 
June 22, 23, 24, 25, 1920. Headquar- 
ters, Hotel Lafayette. Herbert P. 
Sheets, secretary, Argos, Ind. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Feb. 15, 16, 17, 1921. 
Headquarters, Hotel Sherman, Chicago. 
Leon D. Nish, secretary, Elgin. 


HAIGLER, NEB.—Faris & Long have 
taken over the stock of H. F. Faris. 
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And We Wonder What Ails the Water Supply. 
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’ 1 —Darling in the New York Tribune. 
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A Special Week for Boosting 
Automotive Accessories Sales 


cessories week. For an annual seven-day 

campaign in which the manufacturer, job- 
ber and retailer of automotive equipment work 
energetically and harmoniously to build up new 
business in the things that go to dress up the old 
car, or equip the new one. This is a creative age 
in the field of merchandising; an age marked by 
intensive cultivation of trade prospects for the 
building up of absolutely new business. In the 
past manufacturers were content to fight each 
other for existing trade. The jobber pursued a 
similar policy, and the retailer entered thought- 
lessly into destructive merchandising wars, the sole 
object of which was to take customers from his 
competitor. The only new business considered was 
that which came from the natural increase in pop- 
ulation. New customers were born, not made. It 
was a condition under which progressiveness stood 
at zero on the merchandising thermometer, and 
the only warmth attained was that generated 
through friction. 

Now business conditions and policies are going 
through a period of evolution. Co-operation is re- 
placing selfishness all down the line. The paint 
manufacturers have enlisted the aid of the paint 
distributors in a tremendous campaign, the object 
of which is to sell more paint; not more 
of some one manufacturer’s particular brand of 
paint, but more paint of every brand. This has 
culminated in the observance of “Clean-up and 
Paint up” campaigns throughout the country; 
‘ampaigns in which the dealers co-operating with 
the manufacturers and jobbers concentrate their 
efforts on paint sales. 

The makers of washing machines have dicarded 
the Marquis of Queensbury rules and focussed 
their endeavors on mass plays for new goals. 

They are selling to the great consuming public 
the washing machine idea without regard to make 
or type, and as fast as that idea has been sold in 
any community there has sprung up an unprece- 
dented demand for washing machines of all kinds 
and makes. It is co-operation personified. 

As yet the automotive accessories business, so 
far as the hardware merchant is concerned, is in 
its infancy. As industries go, it is still wearing 
rompers. We are bound to confess that it is a 
mighty healthy youngster, but the thought some- 
times creeps in that its growth has not been en- 
tirely due to home nursing. We have set it out in 
the sunshine of natural conditions and allowed it to 
grow, but we have done comparatively little to keep 


r YHE time is ripe for a yearly automobile ac- 


it healthy or force its growth. A few doses of some 
good business tonic could still put several pounds 
on that youngster’s sturdy frame. 

It’s better to be a good imitator than a poor in- 
ventor. Therefore let’s borrow the formula for 
that “Mellin’s food” turned. out by the paint and 
washing machine manufacturers. An “Oil-up and 
Tune-up” campaign is just as applicable to the car 
owner as “Clean-up and Paint-up” is for the man 
with a home. 

May is a banner month for the sale of automo- 
bile accessories.. It is the time when the roads 
begin to get good again after the April rains. It 
is the opening month for automobile picnics; the 
time when the families that have been housed up 
during the winter months demand the great out 
doors. It is pre-eminently the time when the old 
car needs a new coat of paint, a thorough overhaul- 
ing and few new tires. She may show her age a 
trifle, but she will respond to accessories as a mod- 
ern society dame does to cosmetics. Right now 
she is coyly waiting for a May basket that only the 
dealer who handles motor hardware can fill. 

Let’s make some week in May an accessories 
week. Let’s brush the dust from our mailing list, 
get it up to date and put it to work. Let’s write 
every car owner in our individual trade territories 
a personal letter about his car needs. Let’s tell 
him of the scarcity of new cars, their cost and the 
slowness of delivery. Let’s tell him how good that 
1918 model can be made to look at a fraction 
of the cost of a new car. Let’s picture 
to him the joys of an automobile that looks right 
and runs right because it has had right treatment 
at the right time. Let’s not be selfish with our idea. 

Let’s line up with every other dealer in our town 
who sells automobile accessories. 

There are seven and one-half millions of licensed 
automobiles and motor trucks in the United States 
to-day. If only ten dollars is spent on each of these 
motor vehicles it means seventy-five million dol- 
lars of accessories business. 

During 1917, 1918 and 1919 there were 4,253,- 
967 new passenger cars produced, and at least 
3,000,000 of these cars are still in use in this coun- 
try. They are cars that can be made to look and 
act like new at a very moderate cash outlay. In 
addition we can count on about 500,000 used trucks, 
none of which have had over three years of service. 
They represent actual accessories needs. Then 
figure on the motor hardware you can sell the 2,- 
250,000 people who are going to buy new cars this 
year. Do these figures make you think? Do they 
suggest possibilities? Then get action on your 
thoughts. Pick that week in May to think acces- 
sories, talk accessories, show accessories and sell 
accessories. 
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Congress Attacks Big Revenue Problem 








Excess Profits Tax to Be Repealed or Revised—Overburdened Busi- 
ness to Be Relieved Is Indication 


WASHINGTON, April 12, 1920. 


HISTLING to keep up their 
courage in tackling: revenue 
revision legislation on _ the 
eve of a presidential and congressional 
election, the majority leaders in Con- 
gress are about to undertake the.over- 
hauling of some of the more obnoxious 
features of the war revenue act passed 
last February. Unless a serious case 
of Congressional cold feet develops, 
some important administrative changes 
in the law will be agreed upon and the 
plans framed for more comprehensive 
revision after the November elections. 
The first steps in the development of 
this program have just been taken in 
a series of more or less informal con- 
ferences between the members of the 
Senate Finance Committee and _ the 
Ways and Means Committee of the 
House. Leaders from both ends of the 
Capitol have approached the subject 
very gingerly because of the tradi- 
tional dangers of tinkering with the 
revenue laws in an election year, but 
it is believed a plan can be worked out 
that will afford at least a promise of 
relief to the business community and 
thus improve the political prospects of 
the party responsible for the legisla- 
tion. 
Basic Points Determined 


At the first of the joint conferences 
three salient points were determined. 
They will be kept steadily in view and 
will strongly influence the framing of 
the final program. 

First and foremost, 


the conference 


condemned the excess profits tax law 
as a war measure that has outlived its 
usefulness and should be repealed at 
practicable 


the _ earliest moment. 





By W. L. Crounse 


Nothing that overburdened business 
men have said in criticism of this tax 
is more severe than the strictures 


passed upon it by both Senators and 
Representatives during the recent dis- 
cussion. 

A substitute measure calculated to 
produce not less than one billon dollars 
must be devised before the excess prof- 
its tax can be eliminated. This second 
conclusion of the conference is regarded 
as fundamental and is a condition of 
any relief legislation. 

The third point is the imperative 
necessity of financing some plan by 
which the soldiers who fought in 
France can be voted a_ substantial 
bonus. The minimum figure discussed 
in this connection is a round billion 
dollars to be provided either by taxa- 
tion, sale of bonds, or gifts of public 
land or salable scrip based thereon. 


Dynamite in the Army Bonus 


The army bonus is not a new factor 
in the revenue situation as the leaders 
of both parties in Congress have can- 
vassed it for several weeks. As a po- 
litical proposition it is obviously loaded 
to the muzzle and the necessity for do- 
ing something that will be satisfactory 
to the boys who fought 
causing the Congressional pilots many 
a wakeful night. 

But whatever the decision Congress 
may reach concerning action on the ex 
profits tax and regardless of 
whether its repeal is delayed until af 
ter the elections, or indefinitely, the 
leaders apparently are agreed that 
there is no reason why the tax as ap- 
plied to corporate earnings for the cal- 
endar year 1920 should not be revised 
along the lines of suggestions made by 
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overseas is 


cess 


Secretary Houston and summarized in 
this correspondence a fortnight ago. 
Equalization of the tax upon corporate 
and unincorporated business is the 
general object of the proposed reform 
measure. 

Mr. Houston would eliminate from 
the excess profits tax law all reference 
to “invested capital.” The Secretary 
of the Treasury also would substitute 
for the present graduated rates of 20 
per cent and 40 per cent a flat tax of 
20 per cent on profits in excess of the 
distributed earnings. As a_ possible 
alternative he suggests a flat rate of 
25 per cent for 1920, 20 per cent for 
1921 and 15 per cent thereafter, should 
the excess profits tax be retained on 


the statute books. 
New Principle for Excess Profits Tax 
The excess profits tax would then 


become a flat tax on undistributed earn- 
ings, and “invested capital’ would 
practically disappear. If it desired to 
do so a corporation could place itself 
on substantially the same basis as a 
partnership, a personal cor- 
poration and the sole proprietor 

The difficulty in amending the pres- 
ent revenue laws is so great that every 
effort will be made to wipe out party 
lines in the pro- 
posed reforms both in committee and 
on the floor. Any party that under 
takes to make political capital out of 
the necessities of the business men of 
the country is likely to be severely 
rebuked at the polls next November, 


service 


re 
tne 


consideration o 


and both Republican and Democratic 
leaders are prepared to admit this 
without further argument. 

But what is to become of the so 
called luxury tax? This is a conun- 
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drum to which no answer can be sup- 
plied at this writing, but the case is 
far from hopeless. The more vexatious 
of these imposts could be repealed if 
Congress had $100,000,000 to spare, 
and to those of us who are accustomed 
to thinking in billions, this is a mere 
bagatelle. 


A Chance for Repeal of Luxury Taxes 


The real answer will be found in the 
measure finally adopted by Congress to 
produce revenue that is to be substi- 
tuted for the excess profits tax. If the 
new law, as estimated, will furnish the 
necessary surplus, Congress will ‘be 
quick to eliminate the unpopular lux- 
ury taxes. 

I have heretofore described the so- 
called Bacharach merchandise sales tax 
which proposes a levy of 1 per cent on 
all retail transactions with the excep- 
tion of those involving 50 cents or less. 
The latest estimates of the revenue- 
producing capacity of this measure put 
the figure at $1,500,000,000. 

But an important variation of the 
Bacharach bill is now receiving atten- 
tion. It is called the “turnover” tax, 
and would place an impost of 1 per 
cent on all sales from manufacturer 
through jobber and retailer to the con- 
sumer. 

Would Produce Billions 

The productivity of such a_ tax 
would undoubtedly be enormous as it 
could hardly fall short of double the 
total amount of the merchandise sales 
tax limited to retail transactions. 

Should the “turnover” ‘tax be 
adopted, therefore, it would be practi- 
cable to wipe the excess profits tax and 
the luxuries taxes, and give the boys 
who fought in France a 
bonus and still have left a comfortable 
margin. 

Conservative heads in Congress, how- 
ever, do not believe a “turnover” tax 
would be popular with business. They 
fear it would disorganize existing com- 
mercial methods as it would place a big 
premium upon direct sales from pro- 
ducer to consumers, and would heavily 
penalize the jobber and retailer. 


Farsighted men in both house’ ex- 
press the opinion that the revenue 
problem will be solved by repealing 


the excess profits tax within the next 
twelve months, substituting for it a re- 
tail merchandise sales tax and author- 
izing a bond issue to take care of the 
doughboys’ bonus. 


Demand Upward Revision of Tariff 


High protectionists in and out of 


handsome - 


Congress are still making a determined 
effort to bring about the revision of the 
Underwood-Simmons tariff act at the 
present session of Congress. Memor- 
ials are reaching the Ways and Means 
Committee from all parts of the coun- 
try urging that two or three hundred 
million dollars additional revenue can 
be derived from a conservative revision 
of the existing schedules which would 
put a reasonable check upon the influx 
of importations that have marked our 
foreign trade during the past four or 
five months. 

One of these memorials declares that 
the United States to-day “is the only 
free trade country” and backs up this 
assertion with the following specific 
statement: 

“Norway is planning to restrict im- 
ports. Canada is discussing the em- 
bargo of all the products of this coun- 
try except absolute necessities. Swe- 
den is planning to impose a high pro- 
tective tariff on iron and steel prod- 
ucts. Australia has already embargoed 
some of our products as have several 
other countries. 

“Even in Japan they are asking for 
tariff protection on soda and bleach- 
ing powder as against the products of 
this country. Everywhere except in 
this country, the people seem to be 
alive to the necessity of fostering their 
own domestic industries and excluding, 
so far as practicable, those of other 
countries, especially those of the 
United States. 

“When will Congress awake to the 
necessity, recognized universally else- 
where, of building up domestic pro- 
ductive industries? When will the 
workingmen realize the necessity for 
doing an honest day’s work for the 
highest wages to be obtained anywhere 
on earth? 

“When will our consumers recognize 
the fact that they are injuring them- 
selves when they send their money 
abroad to buy products which can eas- 
ily be made at home? When will we 
not only proclaim, but act upon, the 
slogan, ‘America for Americans’? 
When will we adopt and practice the 
slogan, ‘Americans should buy from 
Americans’? . 

“When shall we have an adequate 
protective tariff which shall deliver 
us from the folly of doing again as we 
did in January of this year, when we 
imported foreign merchandise of the 
stated value of $473,936,610, while we 
exported silver to the net value over 
imports of $15.764,427 and gold to the 
net value of $35,740,487, thus making 
us poorer in metallic currency or bul- 
lion by over fifty-one and a half mil- 
lion dollars. while we purchased abroad 
many millions of dollars of goods 
which should have been produced in 


this country by American workmen?” 


Watchdog of Treasury Barks 


'ENATOR SMOOT proposes to kill 
‘J two birds with one stone by the 
amendment which he has forced into 


the annual legislative 
bill just passed by the Senate. 


appropriation 
This 


amendment is designed to reduce radi- 
cally the expenditure for unnecessary 
Governmental printing and at the same 


time to eliminate so far as possible the 
practice of the departments of employ- 
ing press agents, frequently with large 
and costly bureaus, to exploit the per- 
formances of Cabinet officers and their 
assistants. 

The amendment provides “that here- 
after no journal, magazine, periodical 


about 75 per cent. 
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or similar Government publication shall 
be printed, issued or distributed by any 
branch or officer of the Government 
unless the same shall have been author- 
ized under such regulations as shal! be 
prescribed by the joint committee on 
printing, and such publication shall 
not contain any commercial advertis- 
ing. Provided, further, That the fore- 
going provisions of this section shall 
also apply to mimeography, multigra- 
phy and other processes used for the 
duplication of typewritten and printed 
matter other than official correspond- 
ence and official records.” 


Contributions Will Be 
Lost 


If the Smoot amendment becomes a 
law, it will lighten my waste basket 
Incidentally, it will 
deprive me of a good many contribu- 
tions to my news budget from my dear 
friend Burleson, and from those vigi- 
lant and enterprising censors of busi- 
ness, the Federal Trade Commission- 
ers. 

The public treasury will probably be 
saved several million dollars and the 
Washington newspaper correspondents, 
instead of devoting all their time to 
opening their official mail, will have a 
little leisure in which to undertake 
original research—to the great advan- 
tage of the publications they serve. 


National Banks Make Splendid Record 


There is much food for thought in 
the annual report just submitted by 
the Comptroller of the Currency to the 
Speaker of the House of Representa- 
tives. One of its outstanding features 
is the gratifying intelligence that dur- 
ing the last fiscal year there was not 
even one failure of a national bank in- 
volving a loss to depositors. 

This is the first time since these re- 
ports began to be presented 57 years 
ago that such a statement could be 
truthfully made. It is the climax of 
an upward trend. During the 40 years 
from 1874 to 1914 there were on an 
average 17 such failures per annum, 
but there were only three in 1916 and 
1917 respectively and only one in 1918. 

It is also encouraging to find that 
both the resources and the carning 
power of national banks are increasing. 
On November 17, 1919, the resources 
were $2,623,588,000, showing an _in- 
crease of $22,444,000 as compared with 
the corresponding date in 1918. 

The net earnings for the twelve 
months ended June 30, 1919, were $240, 
366,000 as against $149,270,171 in 1914. 
Capital, surplus, deposits and circula- 
tion of all banks on June 30, 1919, 
amounted to $45,756,000,000, showing 
an increase over 1918 of $6,673,000,000. 

The record of State banks and trust 
companies is not quite so free from 
blemish as that of the national banks. 
During the period dealt with in the 
report there were 45 failures among 
banks of the former class, located in 
19 States. The number is, of course, 
too large in itself, but it is not large 
in proportion to the number of such 
institutions, which now have over- 
topped the astounding total of 21,000. 


Many Volunteer 
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A. F. of L. Goes Gunning for Congressmen 


A? now the American Federation of 
Labor is planning to build up a vast 
political machine along the lines of the 
Anti-Saloon League for the purpose of 
influencing pro-labor legislation in 
Congress. This movement is pursuant 
to the decision recently announced by 
Samuel Gompers that the federation 
intends to assist congressmen “who 
have voted right” on labor questions 
and seek the defeat of those who have 
opposed the labor program. 

During the past week a communica- 
tion was sent out from the federation 
headquarters to 40,000 local unions di- 
recting the appointment of 120,000 
members of a nation-wide committee 
to serve in labor’s “non-partisan” 
political campaign. 

The letter signed by Gompers and 
the other member of the executive com- 
mittee states that the commiteemen 
called for will co-operate with commit- 
tees heretofore appointed by central 
bodies. It is estimated that not less 
than 50,000 distinct committees will 
pursue this political work during the 
coming summer. Gomper’s letter, 
which breathes a good deal less fire 
and brimstone than his original dia- 


tribe, is a trifle cryptic, and is in part 
as follows: 

“Dear Sirs and Brothers: There is 
vital work ahead of the labor move- 
ment. The forces of political reaction 
are trying to wrest from us the liber- 
ties we have all struggled so valiantly 
to achieve and maintain. This shall 
not be done without our challenge, 
without our protest, without our re- 
sistance. 

“The sacrifices that we have all made 
for justice and humanity inspire us to 
meet boldly the responsibilities of free 
men and women and move us fearlessly 
to proclaim our devotion to the cause 
of labor in the interest of our people. 

“The American Federation of Labor 
has reared its structure upon the fun- 
damental principles that organized la- 
bor owes allegiance to no _ political 
party, but is partisan to the principles 
of justice, freedom and democracy. 

“By unity and solidarity we have 
made wonderful progress. With an in- 
creased membership and the same unity 
and solidarity, what can stand in our 
way to greater triumphs?” 

The labor leaders have been careful 
to exclude threats from their more re- 
cent appeals to their members, but pre- 
sumably the local committees will at- 
tend to all that. 


About Hardware Manufacturers 


Additions to Plants, New Incorporations, Changes in 


Ownership and Other Interesting Items of Trade 


The H. W. Johns-Manville Company, 
Madison Avenue and Forty-first Street, 
New York, manufacturer of brake lin- 
ing, fuses and other automobile special- 
ties, has awarded a contract to the John 
W. Ferguson Company, Paterson, N. J., 
for the erection of a one-story brick 
and concrete addition to its plant at 
Manville, N. J., 151 x 641 ft. 

Beckley & Ralston, Craig Street and 
Baum Boulevard, Pittsburgh, Pa., man- 
ufacturer of automobile accessories, 
have broken ground for the construction 
of a new six-story plant, 40 x 90 ft., 
to cost about $100,000. 

The W. R. Townley Auto Lock Cor- 
poration, Rochester, N. Y., has been in- 
corporated, with a capital of $25,000, 
by W. R. Townley, L. L. Hall and E. W. 
Vaughan, Elmira, N. Y., to manufac- 
ture automobile locks and_ kindred 
hardware devices. 

The Builders’ Mili & Hardware Com- 
pany, 3253 Frederick Avenue, Balti- 
more, Md., has been incorporated, with 
a capital of $20,000, by Clement S. and 
Maurice E. Green and Robert W. Hop- 
kins, to manufacture hardware, auto- 
mobile accessories, etc. 

The Armstrong Paint & Varnish 
Company, 2502 South Paulina Street, 
Chicago, Ill., has awarded a contract to 
Strandberg Brothers, 19 South La Salle 
Street, for the erection of a new plant 
at Fourteenth Street and Kilbourn Ave- 
nue, to cost about $100,000. 

The Self-Propelling Nosezle Com- 
New York, has been incorpo- 


pany, 





rated, with a capital of $25,000, by S. 
Sladden, H. S. and R. S. Ashmun, 457 
West 157th Street, to manufacture 
hardware specialties. 

The Blasius Beditch Company, 
Komorn Street, Newark, N. J., has filed 
notice of organization to manufacture 
cutlery and kindred products. Blasius 
3editch heads the company. 

The Liberty Tool Mfg. Company, 
Baltimore, Md., has acquired a large 
part of the assets of the Rupp Tool 
Mfg. Company, Hagerstown, Md., and 
will establish a local plant in the 
Ramacciotti Building, for the manufac- 
ture of its specialties. The Rupp com- 
pany plans to continue in business, 
producing various tool specialties 
heretofore. 

John T. Burriss & Son, Anderson, 
S. C., manufacturers of metal shingles, 
ete., are planning for the erection of 
a one-story brick addition. 30 x 110 ft. 

The Russell & Erwin Mfg. Company, 
New Britain, Conn., manufacturer of 
builders’ hardware, a branch of the 
American Hardware Corporation, is 
having plans prepared by P. Sellers, en- 
gineer, 207 Orange Street, New Haven, 
for the erection of a brick and steel 
plant addition. 

The Williamsport Wire Rope Com- 
pany, Williamsport, Pa., has awarded 
a contract to the Austin Company, Bul- 
letin Building, Philadelphia, for the 
erection of a one-story addition to its 
plant, to cost about $60,000. 

The Goheen Paint Company, Warren, 


35 
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Ohio, is considering plans for the re- 
building of its plant, destroyed by fire 
April 4, with loss estimated at about 
$200,000. The company previously was 
located at Canton, Ohio, removing to 
Warren a few years ago. 

The Arro Auto Signal Company, 
Rochester, N. Y., has been incorporated, 
with a capital of $25,000, by B. A. and 
W. E. C. Stone and F. J. Mix, to manu- 
facture signal lights and lighting equip- 
ment for automobiles. 

The Thor Tire & Rubber Company, 
Society for Savings Building, Cleve- 
land, Ohio, manufacturer of automobile 
tires, is having plans prepared for a 
new three-story plant at Willoughby, 
Ohio, 60 x 250 ft., to cost about $300,- 
000. P. J. Kelly is president. 

The Belknap Hardware & Mfg. Com- 
pany, Louisville, Ky., is having plans 
prepared for a new building at Second 
and Washington streets, to cost in ex- 
cess of $100,000. W. H. Heyburn is 
president. 

Francis Kiel & Son, Inc., New York, 
has been incorporated, with a capital 
of $1,000,000, by H. F. Kiel, F. A. 
Wurzbach and W. F. Timme, 593 River- 
side Drive, to manufacture hardware 
and cutlery products. 

The Lionel Corporation, 605 South 
Twenty-first Street, Irvington, Newark, 
N. J., manufacturer of electric bat- 
teries, electric-mechanical toys, ete., has 
arranged for the immediate erection of 
a four-story addition, 75 x 82 ft., to 
cost about $50,000. 

The Columbia Scale Company, 2438 
North Crawford Avenue, Chicago, IIl., 
is taking bids for the erection of a one- 
story plant, 100 x 125 ft., at Twenty- 
fifth Street and North Crawford Ave- 
nue. 

The International Tire Company, 
Broad and Cumberland streets, Phila- 
delphia, Pa., has awarded a contract to 
the Philip Haibach Contracting Com- 
pany, 1261 North Twenty-sixth Street, 
for a new two-story plant, 70 x 80 ft., 
and 


to be located at Twenty-ninth 
Dauphin streets. 
The H. & L. Ignition Parts Mfg. 


Company, New York, has been incor- 
porated, with a capital of $25,000, by 


J. J. Lehr, J. A. Hardy and H. Munro, 


40 West Fifty-nmth Street, to manu- 
facture automobile ignition devices. 

The Johnson Electric Washer Com- 
pany, Oakland, Cal., manufacturer of 
electric washing machines, has broken 
ground for the erection of a new one 
story plant, 120 x 135 ft., at Fortieth 
and Adeline streets, Emeryville, to cost 
about $40,000. 

The World Puncture Proof Tire Com- 
pany, 824 Hall Building, Kansas City, 
Mo., is planning for the erection of a 
new tire manufacturing plant at Third 
and Cherry streets, to be two-story and 
basement, 50 x 117 ft. 

The Monitor Stove & Range Com- 
pany, North Gest Street, Cincinnati, 
Ohio, is having plans prepared by the 
Austin Company, Cleveland, for an ad- 
dition to its plant on Edwards Road, 
to cost in excess of $500,000, including 
equipment. 
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Office of HARDWARE AGE, 
New York, April 12, 1920 
RACTICALLY all incoming ship- 
Prrenss of merchandise and all out- 
going freight deliveries are tied up, 
either by the railroad strike, embargoes 
or the dock workers’ strike. The situa- 
tion very acute. Railroad officials 
say that even though the strike ended 


is 


to-morrow it would require several 
weeks before the freight congestion 
could be relieved. Every attempt is 


being made by local jobbers to main- 
tain local deliveries. 

Seasonable articles, such as wire 
goods, garden tools, ice cream freezers 
and lock sets are in heavy demand. Sev- 
eral important price changes occurred. 

Local jobbers are now selling. square 
head nail sets at $1.25 per doz. 

Double-pointed tack is now being 
quoted discount plus 25 per cent. 

Gas cocks are being quoted list plus 
10 per cent. 

Wood dowels add one-third. Yale 
paracentric key blanks are being quoted 
locally at $1.15 per doz. 

Heavy forks have been advanced by 
some jobbers 12', per cent, and wrought 
goods 20 per cent. 

Crow Bars.—New prices became ef- 
fective during the past week on crow 
bars. The demand seems to be good, and 
the local supply somewhat limited. 4 ft., 
$1.15 each; 5 ft., $2.05 each; 5% ft., 
$2.45 each. 

Bolts, Nuts and Rivets.—new dis- 
counts became effective during the past 
week on bolts. The interest on both of 
these items is quite active. New quo- 
tations are: 

Common carriage bolts, % x 6 and 
smaller, 10 and 5 per cent; longer and 
thicker, 5 per cent. Machine bolts, 3% x 
4 and smaller, 20 and 5 per cent; longer 
and thicker, 10 and 5 per cent. Stove 
bolts are being quoted 60 and 5 per 
cent; common tire bolts, 45 per cent. 
Sink bolts, 65 per cent. 

Hexagon machine screw nuts, iron, 25 
per cent; brass, 4 to 8 in., 50 per cent; 
10 to 12 in., 33.1/3 and 5 per cent; 14- 
in., 33 1/3 per cent. Stove rods, 33 1/3 
per cent. Lock washers, 40 per cent. 

Iron rivets are generally held at 20 
per cent. Black tinners’ rivets, 20 per 
cent. Tinned tinners’ rivets, 30 and 5 
per cent off. 





NEW YORK 


Sprayers.—The demand for sprayers 
of all kinds seems to be increasing. New 
prices became effective during the past 
week. 

One-pint sprayer, tin tank, $3.60 per 
doz.; 1-qt. sprayer, tin tank, $4.75 per 
doz.; 1-qt. tin sprayer with brass tank, 
$11 per doz. 

Screws.—The demand for screws is 
quite active and seems to be on the in- 
crease. A further advance and change 


of discounts occurred last week, as fol- 4 8c. 
lows: ; a 
Flat-head bright screws, 70 and 15 x 20c., 
per cent discount; flat-head galvanized 4 : 40c. 
screws, 55 and 15 per cent; round-head 4 | Be. 
blued, 67% and 15 per cent; round- y. S. 
head nickel-plated, 57, and 15 per cent. } - De. 
Lag screws, 20 and 5 per cent. Jack 6 35e. 
screws, 15 per cent. Iron machine B Ree ere ere en 60c. 
screws, 60 per cent. Brass machine 12 .........:......ccccceeas 90¢. 
screws, 50 per cent. Screw anchors, 50 !4 --00--:::0ocr ese e eters 1.20 
per cent; lag screw shields, 331/3 and Tee 
5 per cent; iron set screws, 40 and 5 | L Hy XH 
per cent; hexagon head cap screws, 40 4 0°’ 7 is 34 
per cent. S sctavecneae 16 20 30 
Binders’ twine is selling at19%:c.per 2 000": ba a ze 
ib. 0. res 30 45 15 
12 eee 65 1.00 
—— “ApEn ae 50 80 1.25 
PELIEVING it to be a matter of in- te oe eee 
terest and possible guidance to our yet Peete nent eee e teen ee ee ease 
readers, we publish herewith a list of “ “0% TOPCrc reser eeree rer eeeees 
seasonable articles, together with the Galvanized Pails 
retail prices prevailing in this section. . eine ee = Shine cc: 
These prices are average prices arrived 10 qt. .......... 60c. 16 at. ..... 
at as a result of a canvass of the Great- !7 4t --------++- 60c 
er New York trade. EMERY CLOTH 
LE PAGE’S GLUE To 0 $1.00 
' Bach Each ia er 
Bottles and tubes 20¢ i pt. oa 85¢ iy, 120 
Gills = waa 30c 1 at. - . $1.50 rh 1.30 
4 pts 50c 1 gal. ..... - 4.50 2% 1.45 
YALE GOODS Bats RY AM ern ated ss by _ 
Yale Door Checks es ee eae 51.00 1185 
——_ 2 > se Ream plus 25 per cent, 
No. 73 PEO TRO FG irks s8%0 15.30 SAND PAPER 
Latches si _ 
; Hach Ayer Fach yy ,, 7.95 20 
x i Se ates M30 1, 12.00 22 
ie ‘ 5 27 
O42 3.00 Ags tas 12.15 30 
Pad Locks rid ror = 
Each Each 3% 7.85 50 
163 2091.50 823 ....cesccoeee , a i ieee eee 55 
6 : ran rey +t: Ream 30 per cent discount. 
sy 8 08 Building Paper 
280 836 oR Seer cree 40 lb. 
1.40 856 i a Oe vsdzcnnebasner’s 25 Ib. 


Wiss Snips 
No No. 
SPP ore rer | kt Berar 
19 ee eee 
RY vos wiicaks ee Oe a sneadas 
D. Gaksaereteaces Bite DEB iclveaa 
ROOFING 
DN RS aa sicoie mw ce eo we-eidas eens 
| Oe Reet ee pee 
OS Oe COG iviscawisa ciswteas 0a 4085 
2 ply READY ROOFING..... 
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SPADING FORKS 





Week Tr BOBE cciccscccccecccoscces $1.75 
REGED Dic cdncccccceveccscens 1.25 
SHOVELS AND SPADES : 
Sach 
ee ee ere $1.50 
SGUATO PONE, FIN... cccrscccenes ee 1.50 
BRN, DE cccecccccseccences 1.50 
HEDGE SHEARS 
Se ae re $2.00 Notched 2.2% 
oO. kkcwvenes 2.45 Notched 7 
SO T osesaéans 3.76 Notched....%... 3.00 
DL, THOT Vn cduscuenedosde cede baesceeee $.75 
SN a er rer rrr rae 1.25 
SQ. MESH GALV. 
No Sq. Ft. 100 Roll 
Sy sivevealtane ensues 7 $6.50 $6.00 
Bone canaeenceinsmnn ssn 7% 7.00 6.50 
S csnekéccavberseescs S 7.50 7.00 
Ri petivaswwenetiiuars 9 8.50 8.00 
RAKES 
Mal Steel 
Se ey ea ten ere ee $.55 9.80 
| Se ee te er rere - 60 90 
DP «ar ee cevsancads er ker uns 65 95 
OSs ocdasaa euewecneeeceaet Zi 1.00 
MANILA ROPE 
Best Quality, 3sc. Lb. Base 
¥% and Larger sase 
. ERR eee ec. lb. advan 
fe Se a Serre le. ” 
DE. Répehiktibebehentar ees Loc 
i en Rveteseneserisas 2c. 
i err rrr rere 2%e. ; 
Office of HARDWARE AGE, 
Chicago, April 7, 1920 


I ETAIL and jobbing business con- 
tinues to be excellent. March 
closes with Easter trade that broke all 
records and business so far during 
April shows that the public are con- 
tinuing to buy very heavy. There 
a little less disposition to spend money 
indiscriminately. However, the demand 
is still for first quality merchandise of 
high prices. 

Spring-like weather is stimulating 
the movement of nearly all kinds of 
seasonable goods, such as lawn mow- 
ers, garden implements, hose, roller 
skates, ete. 

The monthly report from the Fed- 
eral Reserve Bank officials disclose 
that in their opinion the past-war era 
of “extravagance and reckless buying”’ 
by the public is nearing its end. 

“A hesitation, if not an actual re- 
cession” of prices is noted, and the 
board’s statement summarizes its ad- 
vices as indicating a generally more 
hopeful view of the country’s business 
condition than for several months. 

Relief from the high prices for the 
consumer will not be completely ob- 
tained until present stocks are ab- 
sorbed in practically all lines, accord- 
ing to the board’s view. Manufactur- 
ers everywhere, however, were shown 
to hold the view that the peak of high 
prices has been reached and to expect 
a gradual recession. 

A great hindrance to the movement 
of merchandise is the shortage of 
freight cars and strikes. The express 
companies have sent out a. notice that 
there is an embargo on express ship- 
ments to all states. Second class mail 


is 


and parcel post also are very slow in 
reaching their destination, 


there 


as 





POULTRY WIRE 


0G 1 In. Galv. after W. 
Sq. Ft 100 Roll 
12 } $4.00 
18 | 5.80 
24 | 7.50 
30 | 9.00 
36 } Ma. ccdbduwectaaeeacnnedoané 2% 10.15 
42 | 12.00 
48 13.75 
60 17.00 
72 J 21.00 

19G 2 In. Galv. after W. 
Sq t 100 Roll 
12 ) 2.25 
18 | > 90 
24 | 3.70 
30 | 4.40 
36 2 1% 5.00 
42 | 6.00 
48 | 6.75 
60 | 8.50 
72 10.25 

FLOWER BED G. 

16 im. . ae Cheers cues 12c. ft 
22 in lic. ft 
SCREEN WIRE 

Sq. Ft. 100 Sq. Ft 
Cents Cents Roll 
Black, 12 mesh...... 3% 3% $2.75 
Galv., 14 mesh. 5 4%, 4.00 
BLOG. POATE occ cscs 6 5% 4.75 
Bae. DOGRE kcccees : S 7% 7.00 
Copper, 14 mesh 12 11% 11.00 
GALVANIZED SPRINKLERS 
Each Fach 
4 qt. Sew, Se) Me seis cwee 1.35 
© Oe cccentwanns . Sk Seer . 1.50 
8 qt. 1.10 16 qt. 1.90 


CHICAGO 


seems to be a general congested condi- 
tion existing. 

The Metal Stamping Company of 
Long Island City, New York, in a cir- 
cular letter issued to the trade, have 
notified them that all prices on the 
“Lion Brand” automobile bumpers 
have been withdrawn and they have 
all the orders booked that they pos- 
sibly can fill up to August 1. All or- 
ders taken now will be subject to prices 
ruling at date of shipment. 

There has been a general advance 


on agricultural handles of approxi- 
mately 12% per cent. Agricultural 


handles are very scarce, owing to the 
shortage of ash. Heavy steel goods 
also advanced 16 2/3 per cent. 

Several manufacturers of shovels 
have notified the trade that all prices 
have been withdrawn and that they 
will accept orders only at prices ruling 
at date of shipment. There has been 
no change in the price of tools, al- 
though it was anticipated by several 
of the jobbers that prices would be ad- 
vanced, as a great many of their con- 
tracts expired the first of April. 

The demand for builders’ hardware 
continues to be very heavy. Inquiries 
are coming in to the manufacturers in 
from five to ten carload lots on rim 
sets and steel sets, also terrific quan- 
tities of shelf hardware. One of the 
largest manufacturers stated that their 
output on all kinds of locksets have 
been sold out to about’ October first. 

The building situation in Chicago is 
not as bright as it should be. There 
is plenty of money and the real estate 
market is active, but the high cost of 
building material and the uncertainty 
that attaches to completion of work 
when it gets under way has had a ten- 
dency to retard building. 








WRENCHES 
Stillson Coes 
mach Each 
6 $1.10 6 $.95 
8 1.20 8 1.15 
10 1.35 10 1.40 
14 - 1.90 12 1.75 
18 - 220 15 2.40 
4 3.90 18 3.00 
36 7.30 21 3.65 
WIRE NAILS AND NEW LIST 
ta SE 800 Keg 
Common Smooth Box 
2d $1.45 2d ar ; $1.65 
3 1.15 , i 1.30 
4 SO 4 1.05 
6 60 5 1.) 
S 30 a 70 
10 20 7. 65 
12 15 Ss 45 
16 We 2 kvaces 45 
20 10. 30 
40 Bast 
60 | 
Finishing Barbed, Roofing 
2d B00 DD acces ‘ . $1.55 
3 1.55 % . Ee 
1 125 1 1.20 
6 1.00 1% 1.10 
& Hu 
10 eae 45, 
Plaster Board Lath 
1—9 91.25 2d Ext. Fine... .$1.95 
1%4—% ‘ 1.10 3d Ext. Fine - 1.55 
1%—% 100 2d Fine 1.95 
1—11 1.35 3d Fine 1.35 
14—1l11 1.20 Bluing add o> ie 
1%—11 1.10 Annealing 25 
All Others 
(fom. 1 Ib l0e. Ib All others 12c. Ib. 
The Liquidless Door Check Co. of 


Chicago have advanced their prices on 
door checks and are now quoting a dis- 
count of 30 per cent off to the trade. 

Collections generally are good. 

Axes.—The demand for axes con- 
tinues to be very heavy and jobbers 
state that they are booking very satis- 
factory orders for future delivery. 
Present prices are held firm. 


We quote from jobbers’ stocks, f.o.b 
Chicago First quality single bitted axes, 
3-lb. to 4-lb., $16.50 per doz. base; double 
bitted, $22.50 per doz. base 


Alarm Clocks.—The situation as to 
alarm clocks is about the same as last 
reported. Deliveries from the manu- 
facturers continue to be very slow 
and jébbers’ stocks are badly broken. 
The demand if anything heavier 
than ever. 

We quote 


Chicago: The 
lots, $13.84 


is 


f.o.b. 
dozen 


stocks 


jobbers’ 
alarm clock, 
Sleepmeter alarm 
clock, $18.36 per dez. net; Ironclad alarm 
clock, 22.29 per doz. net; Big Ben and 
Baby Ben, $28.78 per dozen net. 


Coal Hods.—Jobbers report that they 
are booking very satisfactory orders 
for coal hods for future delivery. How- 
ever, they state that a great many 
dealers have not as yet placed their 
orders and that it advisable for 
them to do so. There no doubt will be 
a shortage of coal hods later on in the 
season, as the manufacturers are very 
skeptical about keeping their produc- 
tion up to normal, owing to the short- 
age of steel sheets. 


from 
American 
per doz.; 


is 





We quote from jobbers’ stocks, f.o.b 
Chicago: Japanned open hods, 17-in., $4.70 
per doz.; 18-in., $5.25 per doz.; japanned 
funnel hods, 17-in., $5.90 per doz.; galv 
open hods, 17-in., $7.20 per doz.; 18-in., 
$7.85 per doz.; galv. funnel hods, 17-in., 
$8.90 per doz 18-in., $9.60 doz 


Cutlery.—There has been no change 
in the price of cutlery since last re- 
ported and the situation is just about 
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the same in regard to shortages, de- 
liveries, etc. Jobbers have more or- 
ders booked than they can possibly fill 
and the manufacturers continue to 
make very slow deliveries. There is a 
shortage of skilled labor. 


Jack Knives.—American two-blade stand- 
ard gage pocket knives, length 3% in., 
stag or wooden handles, $7.25 per doz., 
f.o.b. Chicago. Above are steel lined and 
black inside, with steel bolsters and no 
cap. 

Length, 35, in., stag or wood handles, 
$12.00 per doz., f.0.b. Chicago. Above are 
brass lined with nickel silver bolsters, caps 
and shields and clean inside. 


Length, 35¢ in., stag or wood handles, 
$18.00 per doz., f.o.b. Chicago. Above have 
two cutting blades and one patented punch 
blade They are brass lined with nickel 
silver bolsters, caps and shields. 

Length, 3% in., stag handles. “Boy 
Scout” pattern, $19.80 per doz., f.o.b. Chi- 
cago. Above have one cutting blade. one 
patented punch blade, one can opener 
blade and one combination screwdriver 


and bottle cap opener blade. All prices are 
net. 


lots, $8.40 per doz., net, f.o.b. Chicago; 3 
doz. lots, $8 per doz., net f.o.b. Chicago; 
12 doz. lots, $7.50 per doz., net, f.o.b. Chi- 
cago. Gem extra blades, lots of 1 doz. 
packages, $4.20 per doz. packages; 12 doz. 
packages, 93.84 per doz. packages; 36 doz. 
packages, $3.60 per doz. patkages. 

Ever Ready safety razors, 1 doz. lots, 
$8.40 per doz., net f.o.b. Chicago; 3 dozen 
lots, $8 per doz., net f.o.b. Chicago. Ever 
Ready extra blades, standard package of 
6 blades, lots of 1 doz. packages, $3.48 per 
doz. packages; per card of 2 doz. packages, 
$6.96 per doz.; lots of 5 cards in one ship- 
ment, $6.48 per card. 


Tire Chains.—Jobbers continue to 
accept orders for tire chains at pres- 
ent prices, but for delivery at their 
option after July 15 and before Dec. 
1, no dating allowed. Owing to the 
increased number of automobiles in 
use, it is expected the demand for tire 
chains this fall will be heavier than 


ever. 
We quote from jobbers’ stocks, f.o.b. 
Chicago: Rid-O-Skid chains, 30 x 38%, in 
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hand and all unfilled portions are can- 
celled. Prices ruling at date of ship- 
ment. 

Glass.—At a joint meeting of the 
window glass manufacturers and work- 
ers held in Pittsburgh on Tuesday and 
Wednesday last, to consider the mat- 
ter of extending the working period 
this spring and summer, so as to in- 
crease window glass production, it was 
decided to increase the first period 
which ends May 13, to June 3, and to 
antedate the last period, which begins 
Sept. 1, to Aug. 7. The report was 
agreed to, but will not become effec- 
tive until sanctioned by the referen- 
dum vote of the National Association 
of Window Glass Workers. This new 
arrangement will enable the manufac- 
turers to increase their output, but it 
is doubtful if it is ample to take care 





Butcher Kn'ves.—Standard heech handle ae oe See See, ee ee ° of the tremendous demand that now 
American-made butcher knives, ‘fully Eaves Trough and Conductor Pipe. exists for window glass. 
OUTPUT UP, PRICES STRONG; PIG IRON AT 40,000,000 TONS PER YEAR 


(From The Iron Age) 

Increased production, somewhat bet- 
ter car supply, sustained consumption 
both at home and abroad, and no evi- 
dence in actual transactions of any 
yielding in the prices at which inde- 
pendent steel companies have been 
selling finish steel are the outstanding 
facts of the week. 

In spite of all handicaps in cars and 
fuel, pig iron output again increased 
in March. The total was 3,375,907 
tons, or 108,900 tons per day, against 
2,978,879 tons in February, or 102,720 
tons a day. The March rate means 
40,000,000 tons a year, whereas the 
record for a calendar year was 39,435,- 
000 tons in 1916. 

In March, 19 furnaces blew in and 
11 blew out, so that 312 were active 
April 1 with capacity estimated at 
109,585 tons a day, against 104,580 
tons a day for 304 furnaces on March 
1. The present rate of production is 
the highest since December, 1918. It 
points to a steel ingot output of 43,- 
000,000 to 44,000,000 tons per year, or 
nearly 80 per cent of capacity. 





But the backing up of finished steel 
on the mills has only been cured in 
spots. Pittsburgh shipments to Chi- 
cago and beyond were stopped by the 
Chicago switchmen’s strike, and for 
several days previous there had been 
an embargo against New York and 
New England, tens of thousands of 
tons being piled up at Pittsburgh dis- 
trict warehouses and mills. 

Reports from manufacturing con- 
sumers of steel show that the tight- 
ness in deliveries to them is not re- 
laxed except perhaps in plates. But 
in semi-finished steel there is an eas- 
ing up in some directions, and the ex- 
treme high prices for sheet bars are 
not so common. 

Against the Steel Corporation’s 
bookings for six to eight months ahead 
the independent companies have three 
to five months’ business on their books 
in such lines as bars, pipe, plates and 
structural material. 

Signs point to an increasing willing- 
ness on the part of the larger inde- 
pendent mills to sell more freely than 
has been the practice in late weeks, 


but in heavier products at the top 
rather than the intermediate prices of 
the wide range which has marked the 
market of 1920. In spite of the large 
productive capacity plate prices re- 
main firm with export a continuing 
factor of strength. 

Bars and wire products stand out in 
the recent bookings of the independent 
companies, and in both prices are 
strongly maintained. 

The leading producer of sheets and 
tin plates will open its books on both 
products for delivery in the second 
half on April 13 at the prices now in 
effect. Contract prices of independent 
mills for delivery after July 1 are not 
yet named, but are expected to be be- 
tween the March 21, 1919, schedule 
and the high figures that have ruled 
on early deliveries. 

Although the expected advance in 
the price of coke has been a factor 
for some time in the high prices of 
pig iron, the upward tendency is still 
attributed to that cause to a large ex- 
tent. 








guaranteed.’”’ Three brass saw screw rivets 
in handles, 6-in., $4.65 per doz.; 7-in., $5.35 
per doz.; 8-in., $6.80 per doz. All prices net, 
f.o.b. Chicago. Standard pattern kitchen 
knives, $1 to $2.50 per doz., net f.o.b. Chi- 
cago. 

Hand Toilet Clippers—Brown & Sharpe 
clippers, Nos. 00, 0 and No. 1, $5.00 per 
pair list; No. 2, $5.50 per pair list; No. 3, 
$6.00 per pair list; less discount of 25 per 
cent. Coates Khedive toilet clippers. per 
pair net, $1.95. Coates Success Toilet Clip- 
per No. 1, $2.40 per pair, net; No. 0, $2.55 
per pair, net; No. 00, $2.70 per pair, net. 

Razors.—Old style open blade type, with 


rubber handle, full hollow ground, %-in., 
5g-in., %-in., $21 per doz. net f.o.b. Chi- 
cago. Three-quarter hollow ground, %-in., 
5¢-in., %-in., $18 per doz., net f.o.b. Chi- 
cago. Half hollow ground, %-in., %-in., 
%-in., $14 per doz.; net f.o.b. Chicago. 
Safety Razors.—Gillette Standard and 
vest pocket edition, list $60 per doz. 
Auto-strop standard and army edition, 


list $60 per doz. Above takes a discount 
of 25 per cent, f.o.b. Chicago. 
Extra blades for above, 6’s, 50c., 
$1, less 25 
Gem 


and 12’s, 


25 per cent discount per package. 
safety 


Damaskene razors, 1 doz. 


—The heavy demand for eaves trough 
and conductor pipe continues and job- 
bers are only accepting orders subject 
to stock on hand and prices ruling at 
date of shipment. 

Files.—There has been a marked im- 
provement in deliveries on files and 
jobbers state they have ample files in 
stock to met all requirements. Sales 
continue to be heavy and very satis- 
factory business is being done. 


We quote 
Chicago: 


from Jobbers’ stocks, f.o.b. 
Nicho'son files, 50-74% per cent 
discount; New American, 60 per cent dis- 
count; Disston, 50-10 per cent discount; 
Black Diamond, 50-5 per cent discount. 


“Galvanized Ware.—Jobbers continue 
to ration out their stocks of galvanized 
ware and are placing a limit of a sin- 
gle crate of each size to a customer. 
Orders are taken subject to stock on 


f.o.b. 


77 


We quote from jobbers’ stocks, 
Chicago: Single strength A, all sizes, 
per cent off; single strength B, first three 
brackets, 77 per cent off; all sizes, double 
strength A, 79 per cent off; putty in 100-Ib. 
kits, $4.25; glaziers’ points, No. 1, No. 2 
and No. 3, 1 doz. to package, 65c. per 
package. 

Wood Handles.—Owing to the scarc- 
ity of hickory and ash, manufacturers 
of wood handles are finding it very 
difficult to keep their production up to 
normal. Jobbers’ stocks are badly 
broken and the demand continues to be 
very heavy. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: No. 1 hickory axe handles, 34 
per doz.; No. 2, $3 per doz.; second growth 
hickory axe handles, $6.30 per doz.; extra 
quality hickory axe handles, $5 per doz.; 
No. 1 hatchet and hammer handles, ‘lc. 
per doz.; second growth hickory hatchet 
and hammer handles, $1.60 per doz. 


Lanterns.—A great many orders for 
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lanterns are being booked by the job- 
bers to be shipped at their option July 
1, with invoice to date Sept. 1. Sales 
on lanterns are expected to be unu- 
sually heavy during the fall, and it 
would not be at all surprising to see a 
shortage, as the production is being 
curtailed owing to the shortage of labor 
and raw material. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Competition lanterns, No. 0 tubu- 
lar. $6.50 per doz.; No. 2, tubular cold bast 
$9.35 per doz. 

Paints.—There is a general move- 
ment by the paint, oil and varnish 
clubs in the various localities to start 
a “clean-up” campaign. Brighter 
weather has resulted in better pros- 
pects with the local trade and retail- 
ers buying more freely to take care of 
what is predicted as an excellent pros- 
pective year. Price on turpentine has 
advanced llc. per gallon. Price on raw 
linseed oil also advanced 11c. per gal- 
lon in this market during the week. 
The market on denatured alcohol is 
very strong and in the absence of suffi- 
cient raw materials and the heavy de- 
mands from domestic markets makes 
the prices firm. 

The following prices prevail on leading 
staples: Strictly pure linseed oil, 1 to 4 
bbl., one delivery raw, $2.05 per gal.; boiled, 
$2.07 per gal. Terms 30 days net. or less 
1 per cent if paid within 10 days from date 
of invoice. Strictly pure gum spirits of 
turpentine in barrels, $2.71 per gal.: 180- 
deg. denatured alcohol, in barrels, $1.05 per 
gal.; strictly pure white lead, 100-lb. kegs, 
$15.50 each: New York plaster of paris, in 
barrels. $4.50 per bbl.; Guilders’ whiting, 
in barrels $3.50 per cwt.; pure shellac (4-Ib. 
goods), in gal. cans, white, $7.30 per gal.; 
orange, $6.80 per gal. English, Venetian 
red, in barrels, $2.50 to $5.00 per cwt. 

Nuts and Bolts.—Local jobbers con- 
tinue to maintain the old price-on nuts 
and bolts, although it is understood 
that several of the manufacturers have 
advanced their price. There continues 
to be a great scarcity and jobbers re- 
port that their stocks are badly broken. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Machine bolts, up to % x 4 in., 
5 off; larger sizes, 25 off; carriage bolts 
up to % x 6 in., 30 off; larger sizes, 20 
off; coach or lag screws, gimlet points, 
square head. 40-5 off: hot pressed nuts, 
square or hexagon can, $1.00 off per 100 
lb.; stove bolts, 60-10 off. 


Wire Nails.—The shortage of wire 
nails continues to be very acute and 
jobbers state that they have not been 
able to obtain enough nails to meet 
their current demands. They refuse 
to back order and the situation is be- 
coming worse instead of better. 


We quote from jobbers’ 
Chicago: Common wire nai's, 
to $4.75 per keg base. 


Rope.—The rope situation is about 
the same as last reported. The de- 
mand continues to be very heavy and 
jobbers are able to supply the trade 
promptly. Shipments of rope during 
the last three weeks have been greatly 


f.o.b. 
$4.10 


stocks, 
from 


of HARDWARE AGE, 
30STON, April 10, 1920. 
|= past week has been a compar- 
atively quiet one in so far as hard- 
ware price changes are concerned, the 
few reported, in a majority of instan- 


Office 





curtailed, owing to the congested con- 
dition of the freight. There has been 
no change in price since last reported. 





We quote from jobbers’ stocks, f.o.b. 
Chicago: In full coils, manila rope, stand- 
ard brands, No. 1, 28%ec. per Ib. base; No. 
2, 27%c. per lb, base; No. 3, 25%c. per Ib. 
base ; sisal rope, full coils, standard brands, 
No. 1, 19%4c. per Ilb.; No. 2, 17%c. per Ib. 

Roofing Paper.—There has been a 


slight improvement in deliveries made 
on roofing paper during the past week 
and jobbers have been able to accumu- 
late a surplus stock. The demand con- 
tinues to be good and very satisfac- 
tory sales are reported. 





We quote from jobbers’ stocks, f.o.b. 
Chicago: Certainteed roofing, 1-ply, $2.13 
per sq.; 2-ply, $2.64 per sq.; 3-ply, $3.15 
per sq.: Major roofing, 1-ply, $1.8: ‘r sq 
2-ply, $2.24 per sq.; 3-ply, $2.65 r ag. 
Guard roofing, 1-ply, $1.38 per sq 2-ply 
$1.74 per sq.; 3-ply, $2.10 per sq.; tarred 
felt, $4.75 per 100-lb.; red and gray rosin 
paper, $90.00 per ton 


Spark Plugs.—The Helfi Co. of Bel- 
videre, Ill., and the Eclipse Manufac- 
turing Co. of Indianapolis, Ind., have 
revised their prices on spark plugs. 
There continues to be a heavy demand 
for spark plugs and jobbers state they 
are obtaining very satisfactory deliv- 
eries from the manufacturers and are 
able to fill all orders promptly. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Hercules Giant, lots of 1 to 50, 
65e. each; lots of 50 to 100, 62%c. each; 
lots of 100 and upward, 60c. each. Her- 
‘ules Junior, lots of 1 to 50, 40c. each: 
lots of 50 to 100, 37%e. each; lots of 100 
to 500, 35c. each; lots of 500 to 1000, 33%4c. 
ach; lots of 1000 and upward, 3le. each 


Hel-Fi standard plugs, lots of 1 to 100, 55ce. 
‘ach; lots of 100 to 250, 52c. each; lots of 
250 to 500, 50c. each; lots of 500 to 100%, 
47c. each; lots of 1000 and upward, 45c. each. 
Hel-Fi Tractor Special, lots of 1 to 100, 
$1.00 each; lots of 100 to 250, 95e. each: 
lots of 250 to 500, 90c. each; lots of 500 to 
1000, 87%4c. each; lots of 1000 and upwards, 
85e. each. A. C. Titan plugs, 63c. each; A. 
(. Cieo plugs, 48c. each; Champion X 59c. 
Champion 





each; Champion O, 62c. each: 
Heavy Duty, 78c. each; Splitdorf plugs, 
6214c, each: United plugs, Junior, small 


lots. 40e. each: lots of 100 or over, 37%c. 
each: United Giant Heavy Duty, small lots, 
60c. each: lots of 100 or over, 57%c. each. 


Steel Sheets.—Jobbers have very few 
sheets on hand and continue to place a 
limit of one bundle of each size to a 
customer. Deliveries from the mills 
have not improved and in a great many 
instances premiums are being paid for 
spot sheets. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Galvanized sheets, No. 28, at $8.50 
per sg lb.: 28-gage black sheets, $7.00 per 
100 Ib. 


Stove Board.—Orders for stove board 
for future delivery are being booked in 
good volume by local jobbers. Dealers 
should anticipate their wants on this 
line as early as possible, as it is pre- 
dicted that the production for next 
season’s requirements will be below 
normal, owing to the shortage of ma- 
terial and labor. 


We quote from jobbers’ 
Chicago: Wood lined crystal 
24 x 24, $13.65 per doz.; 26 x 


BOSTON 


ces, relating to unimportant items in 
which the average retail dealer is lit- 
tle interested. As heretofore, what re- 
visions in prices are reported are all on 
the up-side, and while the general 
opinion in the trade is that values have 


stocks, f.o.b. 
stove boards. 
26, $16.05 per 
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a) 


30 x 30, 
per doz.; 


doz.; 28 x 
$21.30 per 
36 x 36, 

Screws.—Local jobbers have revised 
their prices on wood screws and are 
using base discount of 70 per cent off 
instead of 67% per cent. Round head 
blued and special screws continue to 
be very scarce, but they report they 
are receiving very good deliveries on 
the flat head bright. 


28, $18.85 per doz.: 
doz.;: 33 x 33, $25.50 
$30.50 per doz. 


We «quote from jobbers’ stock f.o.b 
Chicago: Flat head, bright screws, 70 ind 
20c.; flat head brass, 457c¢. and 2 round 
head brass, 55¢. and 20e.; round blued 65« 
ind 20¢ 

Sash Weights.—There is a demand 


for a great many more sash weights 
than are being manufactured. The 
foundries are working to capacity and 
are further behind with their orders 
than ever. The market is very firm. 


We quote from jobbers’ stocks f.o.b 
‘hicago: Sash weights in less than to 
ots, $70 per ton, ton lots, shipment direct 
from the foundry, subject to delay, $6 
ver ton, 


Wheelbarrows.—There has been a 
revision in the price of wheelbarrows 
made during the past week. Jobbers 
continue to be out of stock on the steel 
tray barrows, but are making good de- 
liveries of the balance of the line. Sales 
continue to be very heavy. 

We quote from jobbers’ stocks, 
Chicago: No. 4 tubular barrows, all 
$8.50 each: common tray to stave barrows 
$4.00 each; angle leg garden barrows, $5.75 
each, 

Wire Cloth and Poultry Netting.— 
All prices on poultry netting have been 
withdrawn by local jobbers and orders 
for wire cloth are taken subject to 
stock on hand. Jobbers state that 
their stocks of wire cloth are rapidly 
becoming exhausted and it is only a 
question of a very short time when 
they will be out of the market entirely. 

We quote from jobbers’ stocks, f.0.b 
Chicago: Black painted wire cloth, 12- 
mesh, $2.25 per 100 sq. ft.; poultry netting, 
galvanized before weaving, 50 per cent dis- 


f.o.b. 


steel 


count; galvanized after weaving, 45 per 
cent discount. 

Game Traps.—While a great many 
orders for game traps have been 
booked for future delivery, jobbers 
state that a number of dealers have 
overlooked this important item and 


should turn their specifications in as 
early as possible. It is predicted that 
sales on game traps next season will 
be heavier than ever. 






We quote from jobbers’ stocks. f.o.b. 
Chicago: No. 0 Victor traps with chains 
$1.71 per doz.; without chains, $1.34 per 
doz.; No. 1, Victor traps, with chains, 
$2.01 per doz.; without chains, $1.52 per 
doz.: No. 1%, Victor traps, with chains, 
$3.05 per doz.; without chains, $2.44 per 
doz.;: No. 0, Oneida Jump traps, with 
chains, $2.37 per doz.; without chains, $1.75 
per doz.; No. 1, Oneida Jump traps. with 
chains, $2.75 per doz.; without chains. $2.12 
per doz.: No. 1%. Oneida Jump traps. with 
chains,$4.12 per doz.; without chains, $3.25 
per doz.! No. 0, New house traps, with 
chains, $4.75 per doz.; No. 1, $5.62 per doz.; 


No. 1%, $8.50 per doz. 


reached the peak, there is nothing which 
indicates any weakening of the market 
in any one spot. 

Business is brisk. New England has 
been blessed with some excellent days 
of late and these have served to bring 
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out customers for retail stores. The 
retail dealers say customers are doing 
a little more shopping than was the 
case last fall, or, in other words, not 
taking the first thing offered at any 
price, but instead asking for cheaper 
goods. This shopping feature of the 
market is not sufficient to be a real 
factor, but is generally considered a 
good indication of what the public con- 
sumers will expect from now on—lower 
prices. The average retail dealer, 
however, has bought merchandise at 
high prices and the manufacturers of 
hardware are still far behind on or- 
ders, so no material reduction in retail 
values can be expected for several 
months, at least. 

The local jobbers are fairly deluged 
with business. All of them have taken 
on extra help in shipping and assem- 
bling rooms, and have signified their in- 
tention of further increasing working 
forces next week. Considerable night 
work has been done in the hope of 
catching up with orders, but appar- 
ently it is a hopeless task for new 
business is coming in on a larger scale 
than at any time during and since the 
war. Jobbers have been hampered in 
getting goods into retail hands by rail- 
road embargoes. The railroads will 
lift the embargo on one day and re- 
place it the next. This constant inter- 
ruption in the flow of merchandise 
makes for great confusion in hardware 
circles. The manufacturers, generally 
speaking, are doing better in the mat- 
ter of shipments, and jobbers therefore 
are better able to fill various items on 
order. It appears, then, that the gen- 
eral hardware outlook, especially from 
the shelf viewpoint, is a little more 
satisfactory, but the retail dealer 
should not expect the jobber to do more 
than he is doing to-day—that is, his 
best under the circumstances. 


Bolts and Nuts.—No material change 
ir. the local bolt and nut situation is 
noted this week. There remains a pro- 
nounced scarcity of certain sizes of 
bolts, although it is only fair to say 
that at least one house is carrying a 
heavy stock. But because of the in- 
ability of the manufacturers to secure 
raw material in sufficient quantities to 
supply their customer’s needs, and the 
growing scarcity of finished goods 
here, the general impression one gets 
is that jobbers anticipate an advance 
in store prices before long. It is said 
that small bolts will bring as much as 
the large, and that the large will be 
marked up in price. The local market 
on nuts is lower than the New York, 
notwithstanding it costs Boston deal- 
ers more to get supplies than the New 
York, which in a large measure ac- 
counts for the bullish feeling here in 
regard to future prices. 

We quote from jobbers’ stock Machine 
bolts, with H. P. nuts, 4 x *% and smaller, 
15 per cent discount; 44% x % and larger, 
10 per cent discount: machine bolts, C. T 
& D. nuts, 4 x % in. and smaller, 10 per 
cent discount: 44% x % in. and larger, list; 
common carriage bolts, 6 x % and smaller, 


16 per cent discount: 6% x % and larger, 
list; tap bolts, list plus 30 per cent: stove 


bolts, large quantities, 60 per cent dis- 
count: bolt ends, 5 per cent discount; tire 
bolte, 45 per cent discount: semi-finished 


nuts, 9/16 and smaller, 40 per cent dis- 
count; % and larger, 40 per cent discount; 
finished case hardened nuts, 40 per cent 
discount; H. P. square blank in_ full keg, 
tapped; hexagon, blank, tapped; C. P. C. 
& T. square blank, tapped; hexagon blank 
and tapped, list plus 2c. 

Chain.—During the past week or ten 
days there has been a noticeable in- 
crease in the demand for chain, accord- 
ing to some of the jobbers here. Un- 
fortunately the supply is unusually 
small and the consumer cannot always 
secure what he wants. The jobbers 
have chain on order, but say the manu- 
facturers are backward in making de- 
liveries—that when a consignment is 
started from the manufacturers it 
takes forever to get here, and that they 
see no material relief in the supply 
situation within the near future. Nat- 
urally under such conditions prices 
hold very strong. 

We stocks: Proof 
cask lots, 3/16 
in., $14.50; 5/16 
16 in., $10.20; 


quote from jobbers’ 
coil self-colored chain in 
in., $15.85 per 100 lb.; 4% 
in., $12.20; % in., $10.50; 7 
¥, in., $9.85; 54 in., $9.70; % in., $9.50; % 
in., $9.20; 1% in. and 1\% in., 5. Extras 
for BB, BBB, twist and long link chain. 

Drills.—No let-up in the demand for 
drills is reported and because most 
local stocks are badly broken a major- 
ity of the jobbers are unable to fill all 
orders. One hears considerable talk 
locally regarding a further advance in 
prices, but when these stories are run 
down there appears no foundation for 
them. There is no disputing the fact, 
however, that the market is very 
strong. 

We quote from jobbers’ stocks: Carbon 
drills, sizes up to 1% in., straight shank, 
40 per cent discount; bit stock drills, 45 
per cent discount; blacksmiths’ drills, 40 
per cent discount; center drills, 40 per cent 
discount; drills and countersinks com- 
bined, list: ratchet drills, list; wood boring 
brace drills, 45 per cent discount; high 
speed drills. price on application; all other 
kinds, 40 per cent discount. 

Files and Rasps.—Some of those 
houses which have been suffering for 
certain sizes of files have been for- 
tunate enough to get a little stock in 
since last reports, but the general sup- 
nly situation is still unsatisfactory. 
Rasps, in common with files, are in de- 
mand and none too plentiful, although 
as noted a week ago, one house has a 
good supply of one make of both rasps 
and files. 


We quote from jobbers’ stocks: Files— 
Nicholson and Black Diamond, 40, 10 and 
10 per cent discount; Great Western, Ar- 
cade, American, Kearney & Foote, ete., 
50, 10 and 5 per cent discount; Swiss, list. 
Rasps—Heller, 70 per cent discount; Su- 
perior, 75 and 5 per cent discount. 


Gages and Rules.—Rules of all kinds 
are scarce and high in price, a good 
6 in. brass-bound rule easily command- 
ing $4.17 or thereabouts a dozen. Rules 
being scarce there is a better call for 
gages, which job out all the way from 
$2.62 to $3.66 a dozen, according to the 
size. Many of the local jobbers are of 
the impression they cannot sell gages, 
but those who do handle them are hav- 
ing no trouble in disposing of same. 
The supply of steel tapes is small, but 
prices asked for them are so high the 
demand is even smaller than the sup- 
ply. Some of the jobbers are virtually 
out of spring joint yellow rules, which 
sell for about $6.55 for 6 ft. kinds. 
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There are, however, one or two houses 
who have enough stock on hand to fill 
orders. 


Glass.—Window glass continues in 
excellent demand. Shipments from the 
manufacturers have been coming in 
slowly owing to the railroad freight 
situation, but there apparently is 
enough stock in Boston to meet all re- 
quirements. Some of the houses buy- 
ing in large lots, however, could not do 
so to-day, the wholesale houses not be- 
ing willing to aecept any one order for 
more than 50 boxes, and even then only 
when an assortment of sizes was de- 
sired. Big sizes are scarce, people 
using same instead of plate, which is 
still very scarce and higher, sizes up to 
two square feet now being quoted 50 
per cent off the list, and sizes under 
two square feet at 60 per cent discount. 
Automobile sizes are quoted at net the 
July 1, 1919 list. There is a big call 
for vitro marble glass, which is ex- 
tremely short in supply, 5/16-in. being 
practically the only size available at 
the amount. 

We quote from jobbers’ stocks: Window 
glass, single A and B, by the box, 76 per 
cent discount; double A, 77 per cent dis- 
count; double thick A, $1.25 per sq. ft. 
With hard metal 50c. per sq. ft., 75 per 
cent discount, 


Leading Glass.—Colored art glass, $1.50 
per sq. ft. and higher; double thick A, $1.25 
per sq. ft. With hard metal 50c. per sq. ft. 
extra. Copper finished, 25c. per sq. ft. ex- 
tra. All glass figured in square inches. 

Vitro-Marble.—Glass 4-in. thick, 50c. per 
sq. ft.; 5/16-in., 60c; 7/16-in., 70c.; %-in., 
90¢. 


Skylight Glass.—Rough or rolled, %-in. 


thick, 18c. per sq. ft.; 3/16-in. thick, 22c. 

per sq. ft.; %4-in. thick, 28c. per sq. ft.; 

wired glass, 35c. per sq. ft. 
Hammers.—Some time ago the lead- 





ing manufacturers of heavy hammers, 
crowbars, etc., advanced their lists ap- 
proximately 100 per cent and mention 
of this fact was made here. The Bos- 
ton jobbers, however, did not get 
around to advancing their prices until 
the past day or so. 


Handles.—The manufacturers of ar- 
ticles calling for the consumption of 
wood have‘been probably harder hit in 
the matter of supplies during the past 
year or so than those in other lines of 
trade. It has been first one thing and 
then another which has kept lumber 
from reaching manufacturing centers, 
mostly the lack of cars. In a great 
many instances manufacturers, in or- 
der to keep plants operating and the 
personnel of workmen, have been 
obliged to go into the open market and 
buy odd lots of lumber at extra fancy 
prices. It is not to be wondered at 
them that some of the manufacturers 
have been obliged to raise their prices. 
This week the manufacturers of garden 
tool handles announce an advance of 
approximately 15 per cent in values, and 


local quotations have been adjusted 
correspondingly. 
Hose.—The recent advance in rub- 


ber hose prices has had no effect on 
business. As a matter of fact, both 
the retail and wholesale hardware 


dealer report an increased demand, es- 
pecially for the better kinds notwith- 
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standing the fact that prices are much 
higher than they were before the war. 
One retail dealer believes that the pub- 
lic has become convinced it pays in the 
long run to buy the best hose the mar- 
ket offers regardless of price. At least 
his sales during the past week suggest 


such an attitude on the consumers’ 
part. 

We quote from jobbers’ stocks: Bull 
Dog, % in., 20c. per ft.; Milo, % in., 17c. 
per ft.; Good Luck, % in., l6c. per ft.; 
Olympia, % in., 15c. per ft.; Leader, % in., 
lgiec. per ft.; Commercial, % in., 1ll%ec 


per ft. 

Iron and Steel.—The market for iron 
and steel continues very strong. Some 
of the jobbers here say that the market 
prices. They say an advance must 
eventually will be higher notwithstand- 
ing what action the mills take on 
come because the -jobbers have bought 
at 4c. f.o.b. mill, which when a freight 
rate of at least 35c. is figured in al- 
lows no profit at the present market 
base, 5c. At the moment the market 
virtually is bare of %-in. round bars 
of all kinds, and all small sizes of cold 
rolled steel are exceptionally scarce. 


lron.—Refined, per 100 lb., $5 base except 
as noted; %, 9/16-in. round and square 
and 2%-in. and larger, $5.40; 7/16-in. round 
and square and smaller, $7; over 6. in. 
wide, $6.50; best refined, $6.50; Wayne, 
$7.50; band iron, $6.75; hoop iron, $7.75; 
Norway iron, 920; broken bundles of hoops, 


2c. extra; broken bundles of other iron, 
wc. extra. 

Steel.—Soft steel bars, $5 per 100-Ib 
base; flats, 6 in. wide and narrower, over 
2 in. thick, $5.50; over 6 in. wide and not 
even inches, $5.85: concrete bars, plain 
round and square, $5 base; twisted squares, 
$5.50; structural, angles, channels and tees 
under 3 in., $5 base; 3 in. and over, $5.25; 
cold rolled steel, rounds, $6.50 base; 
hexagons and flats, $7; tire steel, 
and larger, $6; narrower and thin- 
$6.50; open hearth spring steel, 

spring steel, $15; steel 
hoops, $7.75; No. 10 sheets, 

%-in. and heavier, 














ner, 
crucible 
$6.75; 


plates, 


$6.55; 
$5.55 base. 
Nails.—Those jobbers doing business 
with the American Steel & Wire Co., 
Worcester, Mass., and some of the 
other more northern nail interests have 
been getting fresh stock a little more 
frequently, but shipments from points 
below New York have continued disap- 
pointingly small. There is still a large 
hole in the nail market to fill, both wire 
and cut and it will be many weeks yet 
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Office of 

Cincinnati, 

Ré& AIL hardware dealers report bus- 
iness as improving as the weather 
gets better. One retailer, who is ex- 
periencing extreme difficulty in secur- 


ing deliveries of goods ordered last 
fall, reports that he would be able to 
increase his sales at least 50 per 


cent if the goods now in transit were 
to come through quickly. The delivery 
Situation, there can be no doubt, is 
affecting business to some extent, and 
it is said in some quarters that larger 
orders than would appear to be neces- 
Sary are being placed with the hope 
of being able at least to secure a good 
percentage of the goods. Be that as 
it may, the fact remains that the hard- 
ware trade is facing the future with 





before the situation can be considered 
anything but serious. It appears now 
that some of the local and nearby re- 
tail dealers bought some of the Cana- 
dian nails recently offered, but the 
average jobbing house has fought shy 
of these offerings. 


We quote from jobbers’ stocks Wire 
nails, per keg, $4.50, $5, $5.50, $6 base 
coated wire nails, $5 per standard 100-Ib 
keg base; cut nails, $7.25 per keg base; 
galvanized nails, $11 per keg base. 

Horseshoes. —Le ader, No. 5, $5.40 per keg 
No. 6, $5; No. 7, $4.80; No. &, $4.60; No. 9, 
10 and 11, $4.45; Crown, No. 5, $5.90; No 
6, $5.25; No. 7, $5.05; No. 8, $4.85; No. 9, 
10 and 11, $4.65. 


Netting.—Manufacturers of netting 
will accept no more orders, they having 
more business than they possibly can 
fill this season. Their shipments to 
local jobbers continue slow and unsat- 


isfactory, consequently some retail 
dealers are not getting fresh supplies 
as early as anticipated. 

We quote from jobbers’ stocks Poultry 
netting, hexagon, galvanized, 33!, per cent 
discount from store list. Cellar window 
netting, No. 3 mesh, 12 to 18 in. wide, 
64c. per ft.; 18 to 24 in. wide, 6c. per ft 
24 to 48 in. wide, 5%c. per ft 

Polish.—One of the leading makers 


of metal polish has advanced prices. 

Reading Goods.—The Reading Saddle 
& Mfg. Co., Reading, Pa., which makes 
a miscellaneous line of popular priced 
goods, has notified jobbers of the with- 
drawal of its list. The new lists have 
not been received, consequently the 
trade does not know just what the ad- 
vance amounts to. 


Rope.—Sales of rope during the past 
week have been very satisfactory. In 
the past some of the jobbers have not 
paid much attention to rope inasmuch 
as they did not sell a great deal of it, 
but the size of the demand to-day has 
awakened their interest. 


We quote from jobbers’ stocks: Manila 
rope, 380c. per lb. base; sisal rope, 21le. per 
Ib. base: braided awning rope, No. 3! 
$4.50; No. 4, $4.76: No. 4%, 95.38; No 
$8.20 

Screws.—Since the recent advance 


in cap and set screws, the market has 
been uninteresting from the price view- 
point. As the season advances the de- 
mand for all kinds of screws increases, 


CINCINNATI 


confidence, and while the buying is of 
a more conservative character, no hesi- 
tation is being noted in ordering goods 
for future delivery. 

While some hardware dealers, both 
jobbers and retailers, professed to be- 
lieve that the peak of the price wave 
had been reached, this opinion is not 
borne out by the facts. While there 
has not been so many advances noted 
in the past fortnight as had been the 
case some months previously, a number 
of increases were put into effect, and 
it is stated that others are scheduled. 
One jobber reports that he had re- 
ceived advices from his representative 
in the East that at least 25 articles 
usually found in hardware stores had 
been advanced during the past two 
weeks. Advances noted locally include 


227 


—— 


and as supplies are more or less broken, 
in the case of wood, and badly broken, 
in the case of machine, consumers are 
having more and more trouble in ‘se- 
curing what they want. 


We quote from jobbers’ list Wood 
crews, flat head bright, 70 per cent dis- 
count; flat head blued, 70 and per cent 
discount; round os ad blued, 67'% per cent 
discount; flat head brass, 60 per cent dis- 
count; round head brass, 514 per cent 
discount; flat head brass plated, 62% per 
cent discount; round head nickeled, 57% 
per cent discount; flat head galvanized, = 
per cent discount 

Coach screws, 25 per cent discount; set 
screws, 40 per cent discount cap screws 
hexagon, 30 per cent discount; fillister, 10 
per cent discount; flat and round cap, 15 
per cent discount; set screws, 35 per cent 
discount; iron machine serews, 55 pier cent 
disount 


Steel Goods.—As was anticipated a 
week ago there has been an advance 
in steel goods, but not a general one, 
the change in prices, which amounts to 


? 


approximately 10 per cent, being con- 
fined to tanning and coke forks. 

Tacks.—Following closely on the ad- 
vance in copper tacks is one of 10 per 
cent in prices for steel kinds. Manu- 
facturers of shoe tacks and nails alse 
have raised their lists at least 10 per 
cent because of an increase in produc 
tion costs. 

Washers.—A good steady call for 
washers of all kinds is noted, with 
prices holding very firm and the mar 


ket otherwise without special feature 


We quote from jobbers stock Cu 
wi ushers, g-in. and smaller, 6e. per Ib 
larger, 5c. per Ib eut washers, 200-1] 
kegs, list: malleable washers, 12c. per It 
Wrenches.—The wrench situation re- 
mains practically unchanged. Ther 
are still enough wrenches offered in 


the open market at prices below those 


named by the jobbers to practically 
eliminate the latter. 

We quote from jobbers’ toc Sti ! 
and Trimo and parts, 50 per cent discount 
(oes and parts, in full packages, 25 and 
7% per cent discount; in broken packages 
25 per cent discount; drop forged wrenches 
20 per cent discount; Westcott wrenche 
new list agricultural wrenches per 
cent discount 

Wringers.—One of the leading man 
ufacturers of mop wringers has ad 
vanced his list 15 per cent and a cor- 
responding revision in quotations has 
been made by the Boston jobbers. 
picks and mattocks, farming too! 
handles, steel sheets, machine bolts. 
turpentine and wire cloth. 

Advices have been received this wee} 


from several large bolt and nut manu- 
facturers that they will be unable to 
take on any more business for the 
six months. Dealers handling farm 
ing implements report business as ex- 
ceptionally good, and this also applies 
to dealers in paints, varnishes, 
grades of builders’ hardware, poultry 
netting and barbed wire. There is also 
an extremely heavy demand for 
which are still extremely scarce. 
mobile accessories are moving 
and some lines are almost 
to secure. 


Alarm Clocks.—There 


next 


some 


nails, 
Auto- 

fast, 
impossible 


is a heavy de- 
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mand for alarm clocks, and jobbers 
when they are fortunate enough to 
secure shipments from the manufac- 
turers, are parcelling them out among 
retailers very carefully, dealers being 
fortunate in securing 50 per cent of 
their requirements. No prices are be- 
ing quoted by jobbers, as they have 
very few in stock, and prices at which 
goods are invoiced from the manufac- 
turer are the only ones available. 

report their 
and the 


Axes.—Local jobbers 
stocks in fairly good shape, 
demand keeping up very well. Manu- 
facturers have withdrawn prices on 
axes and new ones have not yet been 
received. 


Jobbers quote from stock: 3% to 4% 
single bitted handled axes $21.75 per doz. 

Aluminum Ware.— Orders placed 
with manufacturers last fall are be- 


ginning to come through, and jobbers 
and retailers are being enabled to re- 
plenish their stocks, which were badly 
broken. The demand for this class of 
goods very active, the high prices 
prevailing proving no deterrent. No 
recent price changes are noted. 
Automobile Accessories.—One of the 
leading jobbing houses which only last 
year put in a stock of accessories, re- 
ports that March was the biggest 
month in their history, and that April, 
judging from the volume of business 
already done, bids fair to far outstrip 
March. Some items are still very dif- 
ficult to secure, and while prices are 


1S 


Current Metal Prices 








away up, this has not seemed to affect 
business to any extent. The recent ad- 
vances in tire prices was expected to 
adversely affect this branch of the in- 
dustry, but so far the opposite has been 
the case. There is a tremendous de- 
mand for locking devices, and one job- 
ber reports that during the past week 
he has been offered no less than four 
new ones, which are now being put on 
the market. Manufacturers of shock 
absorbers have withdrawn their prices, 
stating that they are being forced, i 

order to get material, to offer heavy 
premiums, and are unable to make a 
profit at the old prices. Demountable 
rims for Ford cars are also in heavy 
demand, and deliveries from manufac- 
turers away behind. One jobber has 
orders placed with three factories, and 
during the past two months has only 
received thirty rims. Salesmen from 
accessories jobbers are now booking 
orders for tire chains for next fall’s 
delivery, and report business excep- 
tionally brisk. A manufacturer of 
bumpers has recently advanced his 
prices about 12'4. per cent. 

Barbed Wire.—There is a heavy de- 
mand for barbed wire; in fact for 
fence wire of all kinds, and jobbers 
stocks are about at the vanishing point. 
Despite the great scarcity, prices re- 
main unchanged. 


Jobbers quote 6-in. 
$4.35 per 80-rod reel. 


Builders’ Hardware.—On account of 


2-pt. cattle wire, 
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the carpenters still being on a “vaca- 
tion,” new building has fallen off to a 
considerable extent, and most of the 
work now in hand consists of repair 
work. There is a fairly good demand for 
builders’ hardware, and a brisk demand 
for garage hardware, as there are a 


large number of garages being con- 
structed in this city at the present 
time. The lull in business is enabling 


jobbers and retailers to catch up on 
their orders, and while deliveries from 
manufacturers show very little im- 
provement, stocks are in better shape 
than they have been for some time 
past, and when the building boom does 
strike in, dealers expect to be able to 
take care of it. No price changes are 
noted locally, and it is the general 
opinion that the peak of the price wave 
has about been reacted. 
Bottles.—There has been consider- 
able demand for thermos bottles, and 
lunch kits have also been good sellers. 
Stocks are in good shape to meet all 


requirements. 

Icy-Hot bottles are being quoted by job- 
bers at 331%4 per cent off list. 

Carbon Drills—Fairly good ship- 


ments are being received from manu- 
facturers, and dealers do not antici- 
pate difficulty in taking care of the de- 
mand. 


Jobbers are quoting 
list. 


Eaves trough, conductor pipe and 
elbows.—There are reports that an ad- 


35 and 10 per cent off 
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vance is scheduled in this class of 
goods, but local jobbers are completely 
out, and prices have not yet been re- 
ceived from manufacturers. With the 
increase of lc. per lb. in the price of 
galvanized sheets, it is expected that 
these items will also show an advance. 
Meantime a great scarcity exists. 
Farming Tool Handles.—There is a 
big demand for wooden handles for all 
kinds of of farming implements and 
stocks are very low. Prices are being 
well maintained, but no advantages are 
reported over recent quotations. 


Freezers.—There are evidences of an 
increasing call for ice cream freezers, 
and jobbers and retailers are both 
anxiously awaiting shipments on orders 
placed some time ago, and which are 
now long overdue. Prices are firm, 
and no changes are reported over those 
in effect for some time past. 

Files —At least two manufacturers 
of files have recently advanced their 
prices 10 per cent and it is expected 
that others will shortly follow suit. 
Local jobbers however are still quot- 


ing the same discounts as have pre- 
vailed for the past month. 
Jobbers quote the best known brands of 
files at 50 and 5 per cent off list. 
Flashlights, Batteries and Bulbs.— 
There has been a tremendous sale 


of flashlights, batteries and bulbs in 
this territory during the past month, 
stimulated no doubt by the national 
advertising campaign against fire and 
the careless use of matches being car- 
ried on by one of the well known manu- 
facturers of this class of goods. Prices 
show no advance. : 


Glass.—The_ situation as _ regards 
glass shows no improvement, and if 
such a thing were possible, has grown 
worse. No shipments are being re- 
ceived, and stocks in local jobbers’ 
warehouses are very badly broken. It 
is reported that factories are now re- 
fusing to book orders for delivery dur- 
ing this year. 

Quotations from jobbers’ stocks are: 
Single strength A, all sizes, all qualities. 
77 per cent discount; ‘double strength A, 
all sizes, all qualities, 79 per cent discount 
Commercial putty is being quoted, in 100- 
Ib. kits, 6 to 6%c. per Ib. 

Galvanized Ware.—It is reported 
that the manufacturers of galvanized 
ware have again advanced prices on 
this class of goods, but jobbers are still 
adhering to those in effect during the 
nast month. There is a great scar- 
city, and stocks are low. 

Jobbers quote: Galvanized pails, 10-at.. 


$4.25 per doz.; 12-qt., $4.65; 14-qt. % 
Galvanized tubs, No. 0, $10.00 per doz.; 
NO. i, 12.25: No. 2, 913.75; No. 3, $16.00 


Granite Ware.—There has been a 
good demand for graniteware cooking 
utensils, and while some shipments 
have been received, retailers’ stocks are 
not what they would like them to be. 
The anticipated advance in prices has 
not yet been put into effect. 

Jobbers are quoting granite 
to 12% per cent off list. 

Garden Tools.—The demand for gar- 
den tools still keeps heavy, and dif- 
ficulty is being experienced in getting 


ware at 10 


stock to satisfy customers. 
The more favorable weather now pre- 
vailing has encouraged local gardeners 
to begin work, and this has been re- 
tected in the sales of both jobbers and 
retailers. No price changes are noted 
since the one of 5 per cent put into 
effect about a month ago. 


Hammer Handles.—Jobbers report 
that their stocks of hammer and 
hatchet handles are in fairly good shape 
to meet all demands made upon them. 
Prices are advancing, and a further 
increase of 10 per cent is noted over 
those prevailing last week. 


sufficient 


Jobbers quote hammer and hatchet han- 


dies at 40 per cent off list. 

Lanterns.—Demand for lanterns has 
slackened off somewhat recently. It 
is reported that a decrease in price 
amounting to about 5 per cent is about 
to be put into effect by some manu- 
facturers, but this cannot be con- 
firmed. 


Lawn Mowers and Lawn Rollers.— 
There is a marked scarcity of both lawn 
rollers and mowers, and shipments are 
anxiously being awaited to take care of 
the demand now in evidence. Prices on 
both of these items have been with- 
drawn by manufacturers, and those 
prevailing at time of shipment substi- 
tuted. Retailers still report satisfac- 
tory sales, and these are expected to 
be greatly increased shortly. 


Machine Bolts, Nuts and Screws.— 
Some manufacturers of bolts and nuts 
are now only quoting for delivery six 
months hence. There is a big demand 
for semi-finished nuts, stove bolts and 
machine screws, and stocks are not in 
any too good shape. There is an acute 
shortage of cap and set screws. Prices 
on machine bolts have been advanced 
about 10 per cent since last quotations 


were made. 

Jobbers quote: Large machine bolts, 15 
and 5 per cent off list; smaller sizes, 30 
and 5 per cent off list; machine screws, 50 
and 10 per cent off. Semi-finished nuts 
9/16 and smaller, 45 and 10 per cent off: 
larger sizes, 35 and 10 per cent off Lag 
screws 35 and 10 per cent off, wood screws, 
75 and 10 per cent off. Stove bolts, 60 and 


10 per cent off. 

Paints and Oils.—There is a heavy 
demand for paints and varnishes of all 
inds. On account of the high costs of 
material and labor much painting is 
being held up. A “Clean Up and Paint 
Up” week is being arranged for this 
city, and this is expected to create a 
bigger demand for paint. Prices on 
the whole remain unchanged from last 
week’s quotations. Linseed oil in sin- 
gle barrels is still being quoted at 
$1.98 per gallon, and in 1 gallon lots 
at $2.13. White and red lead in 100- 
lb. kegs is 15%c. per lb., and in 12%- 
lb. kegs, 16ce. 


Rivets.—There is a fairly good sup- 
ply of rivets being received by local 
jobbers, and the demand is still very 
good. Stocks are in fairly good shape. 
The expected advance has not mate- 
rialized as yet. 

Jobbers quote on all sizes 40 per cent off 
list. 


Paper.—A_ great scarcity 


Roofing 
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still exists in roofing paper. Red rosin 
roofing paper has now practically dis- 
appeared from the market; manufac- 
turers claiming that the present price 
does not justify them in supplying it. 
It is almost impossible to secure a price 
from manufacturers. No changes are 
announced during the week. 











Jobbers are quoting from stocks: Stand- 
ard ligh $1.90 per roll; medium, $2.26; 
heavy, $2.50 Holdfast light, $2.10; me- 
dium, heavy, $2.90. 

Rope.—Prices on rope remain the 


same as last week, though some jobbers 

are quoting Manila as high as 30c. 

per lb. 
Jobbers 


standard 
full 


quote full coil manila 
brands, 26e to 3% Ib. 
coils sisal, 1744ec. per Ib 


rope, 
base; 


base 


Sand Paper.—Demand for sand pa- 
per, while not extraordinarily heavy, 
still keeps up. Jobbers’ stocks are in 
good shape to take care of it. Sand 
paper is being quoted at 30 per cent 
off list. 


Solder.—Prices fluctuate greatly on 
this item, and a price quoted to-day 
would not be applicable tomorrow. 
There is quite a demand for it, aad 
prices for half and half solder range all 
the way from 40 to 45c. per Ib. 


Steel Sheets.—There is still a great 
searcity of steel sheets and prices are 
le. a lb. higher than those prevailing 
two weeks ago. 


Local jobbers are now reported as quot- 


ing No. 28 black at 8.75c. per lb. and No 
28 galvanized at 10c. per Ib. base. While 
jobbers have none in stock at the present 
moment, these are the prices at which 
they will be offered to the trade when 
shipments on orders now placed come 


through. 


Sereen Doors and Windows.—With 
the summer season approaching de- 
mand for screen doors and windows is 
about starting to flourish. Prices are 
away up, and one jobber reports that 
it is his intention, once his present 
stock is cleared up, to retire this item 
from his stock until prices reach a 
lower plane. 


Sash, Cord.—During the week it was 
reported that a manufacturer of sash 
cord had dropped his price about 1lc. 
a lb., but the cord offered was of a very 
inferior grade, and no importance was 
attached to the news. Prices are the 
sume as quoted for some time past. 

No. 7 braided 
local jobbers at 87e. 

Sash Weights.—With the curtailment 
of building operations demand for sash 
weights has fallen off somewhat, though 
they are still very scarce, and prices 
are holding firm. 


Jobbers quote cast 
$4.25 per 100 Ib. 


sash cord is 
to 88e. Ib. 


quoted by 


iron sash weights at 

Wheelbarrows.—There is a good de- 
mand for wheelbarrows, and they are 
very searce. Pan Steel tray barrows 
are being quoted at $6.75 each, and 
wood wheelbarrows at $4 each. 

Wire Cloth and Poultry Netting.—Re- 
tailers report a heavy demand for both 
wire cloth and poultry netting. One 
jobber has advanced his quotations on 
wire cloth 15c. a square during the 
past fortnight, and a slight advance 
has also been placed on poultry netting. 
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There is a great scarcity of these items, 
and shipments are not coming through 
with any regularity, car shortage be- 
ing the explanation as to slowness of 
deliveries. Jobbers quote: 

wire cloth, 12-mesh, $2.40 
Poultry netting, galvanized 
40 per cent discount; gal- 
weaving, 40 per cent dis- 


Black painted 
per 100 sq. ft. 
before weaving, 
vanized after 
count, 

Wire-Nails.—The shortage is still 
acute, and while it is reported that 
mills are making every effort to in- 
crease production, little evidence of im- 
provement is noticed locally. Wire 
nails are now selling as high as $10 
per keg base, and even at these prices 
are being eagerly snapped up. Pre- 
miums of $3 per keg are being freely 
offered, but most of the jobbers are still 
maintaining their old prices of $4.50 


TWIN 


St. Patni AND MINNEAPOLIS, 

April 7, 19206 
Shee increasing shortage of many 
items in the hardware line is 
making it more and more difficult to 


properly serve customers in both the 
retail and jobbing lines. Express em- 
bargoes out of Chicago for some time 
and now freight embargoes from here 
to Chicago and the switchmen’s strike 
is holding back much of the goods that 
would ordinarily be in transit, both to 
and from the Twin Cities. Considera- 
ble volume of goods where possible have 
been sent by parcel post, but this is 
naturally only the lighter and smaller 
items or such goods as might be packed 
in separate packages of small enough 
size to go in this way. While fuel con- 
ditions are not so important here as 
in some of the Eastern districts, as far 
as manufacturing is concerned, there 
is a very rapidly gfowing manufactur- 
ing industry here and the scarcity of 
fuel is very liable to prove a serious 
handicap for it. The shortage of fuel 
for home heating would be a serious 
problem were it not for the nearness 
of warmer weather, or at least the hope 
of its nearness. 

The demand for steel goods is already 
being felt, and dealers are predicting a 
heavier sale along this line than for the 
past several years. The back lot gar- 
den has become a habit with many peo- 
ple, and there are few places without at 
least a small garden patch, which nat- 
urally stimulates the sale of 
needed in the work. 

The various wire products are very 
scarce here as elsewhere, and the lack 
of them is proving a heavy drag on the 
progress of building construction work. 
Almost anything is acceptable in the 
shape of wire for concrete form tying, 
by the contractors, and many kinds and 
sizes of wire nails are next to impos- 
sible to obtain. The range in price here 
is not so large as in some of the reports 
from other cities, but the shortage is 
just as bad. Some improvement has 
been made, but the change is not 


tools 


enough to care for the demand, and 





to $4.75 per keg. Some mills are ask- 
ing $6.75 base, but the American Steel 
& Wire Co. still maintains the price 
in effect during the past year. 


Zine Oilers.—There is apparently a 
heavier demand for oilers developing 
during the past week or so, and if it 
continues jobbers will be put to it to 
supply it. Prices have not changed, 
quotations being 10 and 10 per cent 
off list. 


Turpentine.—Turpentine has again 
advanced, and to-day is quoted higher 
than it ever has been in this market. 
The price has advanced over 20c. a gal- 
lon during the past two weeks, and fur- 
ther advances are anticipated. 


We quote: Turpentine, single barrels, 
$2.48 per gal.; in 10 to 25 gal. lots, $2.53 
per gal 1 to 9 gal. lots, $2.63 


CITIES 


with the embargo on freight the supply 
will not last very many days. Price 
changes are not as numerous as might 
be expected with the general condition 
of shortage of goods, and difficulty of 
manufacturing that is so general now. 


Axes.—Sales are at about normal for 
the season, with a fair quantity of 
future orders being placed. Prices show 
no change. 

We from local jobbers’ stocks 
weights, axes, $16.50 per 
base weights, axes, $21.50 
single bit, handled, $23.50 
Hiawatha boys, handled, $14 per 


quote 
Single bit, 

doz.; double 
ver doz.; 
doz. ; 


base 
bit, 


Sager 





Bolts.—Bolt prices are holding at the 
same level as previously noted, and 
sales are showing an increase with the 
advance of new work in the building 


line. Mill shipments are running light 
and slow. 

We quote from local jobbers’ stocks 
Small carriage bolts, 30 per cent; large 


carriage bolts, 20 per cent; small machine 


bolts, 35-5 per cent; large machine bolts 
25-5 per cent; stove bolts, 60 to 65 per 
cent; tire bolts, 45 per cent; plow 25 per 
cent. 

Automobile Accessories.~The cold 


weather of the past week or so has had 
a very deterring effect on sales of ac- 
cessories in a retail way, but the job- 
bers are experiencing a very fair trade 
in this line. A streak of warm sun- 
shiny weather would do wonders for 
this line, as well as many others. There 
is no special item of price changes to 
note. 


Builders’ Hardware.—Some rumor of 
further price advances in this line have 
been heard, but nothing definite can be 
stated. Any further changes in an 
ipward direction would have a very defi- 
nite tendency toward checking the sale 
of this class of goods and prevent a 
large amount of building. Apartment 
house construction is on the increase, 
with apparently no limit to the demand 
for this class of home. 

Milk Cans.—Since the advance noted 
a week ago there is no further change 
in prices. Sales are good, with new 
goods coming through very slowly from 
the factories. 
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We quote from local jobbers’ stocks: 
Railroad 5-gal. milk cans, $3.75 each: 
Railroad 8-gal. milk cans, $4.60 each; Rail 
road 10-gal. milk cans, $4.90 each. 

Churns.—The demand for this class 
of goods is still light in a retail way, 
but dealers have been ordering to some 


extent. Prices show no change. 

We quote from local jobbers’ stocks 
Selle churns, 50 per cent from standard 
lists. 


Screen Doors and Windows.—Retai! 
call is still almost entirely absent, with 
10 changes showing in prices. Mill de- 
liveries are still very slow. 
from local jobbers’ stocks 
Common 2.8 x 6.8 screen doors, $20.40 per 
doz.; fancy 2.8 x 6.8 screen doors, $44.26 
per  doz.; Sherwood adjustable  24-in 
window screens, $9.00 per doz.; Wabash 
extension, 24-in. window screens, $7.70 pe: 
doz 

Eaves Trough, Conductor Pipe and 
Elbows.—As noted last week, the ad 
vance on basic galvanized materia] has 
affected this line of goods, and higher 
prices are in effect. Stocks are low, 
ind are liable to stay that way, because 
the factories are not able to produce 
the goods as fast as the demand. 


We quote 


We quote from local jobbers’ stocks 
Ikaves trough 28-ga. 5 in. lap joint single 
bead, $8 per hundred feet; Conductor pip+ 


2s-ga. corrugated, $7.50 per hundred feet 
for 3-in.; Elbows, corrugated, 3-in., $2.56 
per doz. 


Files.—There is nothing new to re- 
port in this line. Prices are still the 
same as last noted, and new stocks are 
as slow as ever under present conditions 
in arriving. 


We quote from local jobbers’ stoci 
Riverside 50, 10, 10 per cent; Nicholson 
o9, 10 per cent from standard lists. 


Freezers.—There is a shortage re- 
ported as from manufacturer to jobber, 
but retail sales have not yet started 
for the season. Prices show no change. 


We quote from local jobbers’ stocks 
White Mountain, 4-quart ice cream freez 
ers, $4.95 each; White Mountain, 8-quart 
ice cream freezers, $8.10 each. 


Galvanized Ware.—The price revision 
in the line of galvanized products has 
not so far affected tubs and pails. New 
goods are very slow in coming and 
stocks are badly broken. 


We quote from local 
Standard No, 1 galvanized 
doz.; Standard No. 2 galvanized’ tubs 
$13.50 per doz.; Standard No. 3 galvanized 
tubs, $15.75 per doz.; Heavy No. 1 
vanized tubs, $20.50 per doz.; 
2 galvanized tubs, $22 
% galvanized tubs, $23.50 per 
ard 10-quart galvanized pails, $4.20 per 
doz.; standard 12-quart galvanized pails 
$4.60 per doz.; standard 14-quart galvan 
ized pails. $5.20 per doz.; stock 16-quart 
galvanized pails, $7.80 per doz.; stock 18 
quart galvanized pails, $9.15 per doz. 


Glass and Putty.—Prices still remain 
the same as in previous reports, with 
1 growing shortage, especially of plate. 


jobbers’ stock 
tubs, $12 per 





We quote from local jobbers’ stocks 
Single strength “A” grade glass, 76 pet 
cent.; double strength “A” grade glass, 7 
per cent. Commercial putty in bladder 
$5.15 per ewt. 


Hose.—The amount of hose being 
used at this time is surprising for re 
tail demand has not yet started. Prices 
show no change. 


We quote from local jobbers’ stocl 
Competition, %-in. 3-ply, 10c. per ft.; con 
petition %-in. 5-ply, 12%e. per ft.; cottor 
%-in., 13c. per ft. 


Lanterns.—A fair amount of lanterns 
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are still being sold, the larger sales 
being for contract work, the cheaper 
lantern fitted with a red globe being the 
heavier seller. There is no change in 


price. 

We quote from local jobbers’ stocks 
Tubular, long globe lanterns, $11.75 per 
doz.; tubular short globe lanterns, $11.75 
per doz.; tubular dash globe lanterns, $16 
per doz. 


Lawn Mowers.—There is nothing new 
to report along this line, as prices and 
sales are at the same point they have 
been for some time. The season is still 
too early here to judge what sales will 
be, but it is a safe guess they will run 
ahead of last year, and fully up to the 
capacity of the factories. 


We quote from local jobbers’ stocks 


Philadelphia, style C and EF lawn mowers 
25 per cent; Philadelphia, style A, 20 per 
cent; Philadelphia, style K, 25 per cent. 

Nails.—The nail situation here, as 
elsewhere, is in the same condition it 
has been for several months, and is 
further aggravated by the increasing 
demand. Those having nails are closely 
guarding their supplies and portioning 
them out carefully to their customers. 
New stocks are almost hopeless in the 
slowness in which they arrive. Price 
on standard nails has not changed, but 
there is a variance in the quotations on 
coated nails. 

We quote from local jobbers’ stocks 


Standard wire nails, $4.45 per keg base 
Coated wire nails, $5.50 to $6 per keg base. 


Paper.—The paper situation here is 


still the same it has been for several 
weeks. Stocks are still low and new 
goods are scarce. Prices are at the 
same level as for the past month. 

We quote from local jobbers’ stocks 
Barret’s No. 2 tarred felt, $5.05 per cwt 
Barret’s threaded felt, 500-ft. rolls, $2.49 
per roll; Slater’s felt, $1.68 per roll; No 


20 red rosin, 97e. per roll; No. 25 red rosin 


$1.20 per roll; No. 30 red rosin, $1.45 per 
roll 
Planters.—The cold weather of the 


past week has halted the retail selling 
in this line, but dealers are still adding 
to their stocks. Prices show no change. 
We from local jobbers’ 
Acme planters, $9.90 per 
Acme $10.50 per doz 
Registers.— Stocks are low and 
broken, with price holding as _ last 
quoted. New stocks are very slow in 
coming through from the factories. 


We 
Cast 
count 


quote 
potato 
corn planters 


stocks 
doz 


quote stock 
steel 


from 


from local jobbers’ 
registers at 20° per 
standard lists 


cent dis- 


Rope.—Since the last advance there 
is nothing new of interest in this line, 
sales and stocks still being at about the 
same level as for many weeks. 

We quote from 


Columbian Manila 
Columbian sisal at 


local jobbers’ stock: 
rope at 2% Ib 
20c. lb. base 


Sandpaper.—The situation on sand- 
paper is growing worse instead of bet- 
ter, as new orders are adding to the 
already overcrowded condition of the 
order books of the factories, and in- 
ability to get raw material is retarding 
their progress in making deliveries. 
Prices show no change. 


We quote 
First grade, 
second grade 
Garnet, 


from local jobbers’ stocks 
No. 1 sand paper, $6 per ream 
No. 1 sand paper, $5.40 per 
No. 1 sand paper, $15 per 


ream; 
ream. 





Sash Cord.—The sash cord market is 
the same it-has been for some weeks 


past. Sales show some increase. 
We quote from local jobbers’ stocks 
Solid cotton sash cord, No. 8, $1.17 per 


lb.; cheaper grade sash cord, 88c. per Ib 

Sash Weights.—There is nothing new 
to report on sash weights, as the 
foundries are still far behind in pro- 
duction and sales still show an increase 
over last year. 


We quote from local jobbers’ stocks 
Cast-iron sash weights, regular sizes, $4 
per cwt. 

Steel Sheets.—The local market has 


shown no further change since the ad- 
vance reported a week ago. Stocks are 
low, and there is small chance of any 
rapid improvement. 
We quote from local 


Black sheets at $9 base 
sheets at $10.50 base 


jobbe rs’ stocks 
and galvanized 


Screws.—The local market on screws 
has followed the advance in national 
markets, and show a further advance 
over the price quoted last week. Stocks 
are low and badly broken. 


We quote from local jobbers’ stocl 
Flat head bright screws, 70 per cent: round 
head, blued screws, 65 per cent: flat head 
japanned screws 60 per cent; flat head 
brass screws, 55 per cent; round head 
brass screws, 55 per cent; iron machine 
screws, 60 per cent; brass machine screws 
40 per cent; cap screws, 50 per cent; set 
screws, 50 per cent from standard lists 


Solder.—The market on solder is the 
same it has been for a week or more, 
and demand is gaining somewhat over 
the past few weeks. 


We quote from local jobbers’ stocl 
Half and half solder 123 per Ib 
Tacks.—Prices remain the same as 


last quoted in the local market, although 
some manufacturers have withdrawn 
their prices and are offering new prices 
on inquiry. 

We quote 
American 
carpet, & 62 Khe 
8 oz., 7T6e¢ double 


from loca jobbers’ 
eut, & 02. S2e. per doz tinned 
per doz blued carpet 
point ll oz., 389% pel 


tocks 
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Tin Plate.—Tin plate shows an ad- 
vance over previous quotation, with 
stocks still running at a very low point. 
New stocks are coming in very slowly, 
and the call is showing an improvement. 


We quote from local jobbers stocks 
Furnace coke, ICL., 20 x 28, $20 per box 
Roofing tin, IC, 20 x 28, § Ib., counting, $18.50 
per box 

Washers.—Washers also have ad- 


vanced in price, with sales running at 
about the same level as they have for 
the past several weeks. 





We quote local jobbers’ tocks 
Wrought steel »-in. washers, $9 per cwt 
wrought steel l-in washet! $4.40 per 


cwt 


Wire Cloth.—The shortage in this line 
still continues and price is holding as 
previously quoted. Some dealers ars 
fortunate in having their entire season’s 
requirements in stock, other find them 


selves with low stocks and are endeav 


oring to locate enough to carry then 
through the season. 

We quote fron loca jobt ks 
Black, 12 x 12 mesh wire clot $2 pe 
100 q alumina ] x 1 ire 

oth, $2.75 per 100 sq 

Wire.—The call for wire is still very 


are low and in a 
The demand for fence 
beginning to be felt, with new 
supplies along this line very hard to 
obtain. 


heavy, and stocks 
broken condition. 
wire is 


We quote from local jobber ck 
Black annealed wire. $4.20 per ewt gal 
vanized innealed wire $4.90 per wt 
painted cattle wire 80-rod spool $3.7 
per spoo galvanized cattle wire 80-ro 
spools, $4.2 per pool painted hos A 
(-rod pool t4 per spool galvanize 

Of wil SO-rod pool $4.57 per spoo 

Wheelbarrows. —-Wheelbarrows are 


higher this spring than they have beer 
ever before in price. Added to this, the 
scarcity of them makes them a hard 
stock to keep and to satisfy customers 


We quote fron local jobber 
Fully bolted, wood tray, $56 per doz 
tubular stee] $915 ene garde ) 


$81 per doz., or $7 ear 


Cleveland Paint Market 


Office of 
Cleveland, 


HARDWARE AG 
April 5, 1 

’aints and Varnishes.—The demand 
for mixed paints has become heavier. 
Retailers are placing liberal orders for 
stock and retail sales are good. Ship- 
ments by manufacturers are slow. 
Union painters and paint contractors in 
Cleveland have reached an agreement 
on $1.12% an hour as the Union scale 
for a year from May 1, 1920. The 
present scale is 80c¢ and the painters 
demanded $1.25. With the settlement 
of this wage controversy, it is expected 
that there will be a very heavy demand 


I 
v0 


for paints for repainting houses. Prices 
are unchanged. 
Jobbers quote best grades of mixed paint 


at $4 per gal. for ind $4.25 for 


Linseed Oil.—Linseed oil prices have 
declined 10c, per gal. owing to a slight 
decline in the price of seed. However, 
this decline is expected to be only tem 
porary. 


color 


white 


Jobbers quote linseed ofl at 91.95 per 
gal. for raw oil and $1.97 for bolled oil 
Turpentine.—Turpentine has again 








advanced sharply in price and is 
Secause of the high price, there is an 
increasing demand for substitutes. 


lobbers quote turpentine it $2.61 pe 


rng Mo oF I 

White Lead.—The demand 
lead is very heavy and far in 
the supply. It is expected that 
sumers will not get much over 50 pe 
cent of the amount they have purchased 
One large producer has no white lead 
for sale, another has withdrawn 
the market and others are making very 
slow 


for white 
excess of 


con 


fron 


shipments. The price i in 
changed. 
Tohber quote be ial 
ie. per Ib. it Ib. J 
Install Motors 
Motors have been installed in ever 


department of the John Russell Cutlery 
Company, Turners Falls, Mass. Each 
department will be run under separate 
power and the old water wheel instal- 
lation dismantled and scrapped. 


ee 


eee: 


pte eer area 


ha Rites 





i 
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Office of HARDWARE AGE, 
Pittsburgh, April 10, 1920. 

.* soon as one thing happens that 
LX is of benefit to the steel trade, and 
incidentally to lines of steel products 
handled by the hardware trade, some- 
thing else happens to offset the advan- 
tage, and new conditions in the final 
analysis are not any better than the 
old ones. The one thing that has hap- 
pened, and that is encouraging to the 
steel trade, is the increased produc- 
tion of pig iron, semi-finished steel, 
and finished steel products of all kinds. 
Actual figures are not at hand, but 
a conservative estimate is that output 
of the products named above in March 
was at least 10 per cent, and it may 
have been 15 per cent larger than in 
February. All the large steel com- 
panies report increased production and 
look for output in April to be larger 
than in March. The other thing that 
has happened, and that is not of bene- 
fit to the steel trade, but on the con- 
trary is hurting it a good deal, is the 
railroad switchmen’s strike which at 
this writing is very serious, and may 
get worse before it is better. The 
strike started at Chicago by the 
switchmen leaving their jobs upon | 
ing refused an advance in wages, and 
has rapidly spread to Pittsburgh and 
many other places. This strike of the 
switchmen was not indorsed by the 
Trainmen’s Union, but, on the con- 
trary, the striking switchmen were or- 
dered back to work but they refused 
to go. How long the trouble may last 
is uncertain, but the immediate effect 
has been that the railroads have de- 
clared embargoes against all shipments 
both east and west, and shipping from 
the Pittsburgh district is now practi- 
cally tied up. Before this strike 
started all the large steel companies 
here had very large quantities of fin- 
ished steel products piled in ware- 
houses, awaiting cars for shipment, 
this condition being caused in motive 
power and cars, which has existed with 
the railroads for many months. Stocks 
of finished steel goods will likely pile 
up very fast while the switchmen’s 
strike is on, but if it should last any 
considerable time, it would mean the 
shut-down of a considerable number of 
finishing plants, especially those whose 
warehouse facilities are limited. 

In spite of all the drawbacks for 
some time in the supply of cars and 
fuel, pig iron output in March was 
close to 4,000,000 tons, an increase over 
February of nearly 1,000,000 tons. It 
is likely the output for April will be 
larger than in March. In spite of 
larger production in pig iron and steel, 
the mills are not catching up on de- 
liveries to any great extent, and the 
only item in finished steel that seems 
to be more plentiful is plates. Some- 
time ago, as high as 5c. per lb. was 
paid for plates for prompt shipment, 
and they were hard to obtain even at 
that figure. However, production has 
increased very largely, and plates for 
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prompt shipment can now be had at 
4c. per lb. at mill, and this seems to 
be about the top price. It is believed 
that before long the supply of heavy 
steel goods, such as wire products, 
sheets and tin plate, iron and steel pipe, 
will be larger than it is now, and will 
bé easier to obtain for fairly prompt 
delivery. Prices on all steel lines are 
very firm, and premiums are still be- 
ing paid in some cases for fairly prompt 
shipment. 

As yet railroads have not done any 
very heavy buying, there actual pur- 
chases of cars, so far, having been 
disappointing. Last week the New 
York Central Railroad placed orders 
for about 8000 cars of various types, 
but this was only about half the num- 
ber of cars this road was expected to 
buy. The Rock Island Railroad has 
cut down a recent inquiry for 2500 cars 
to 500, and the order for the smaller 
number has not yet been placed. The 
Southern Pacific is in the market for 
over 5000 cars and 22 Pullman sleep- 
ing cars, and this order may definitely 
go to the builders at an early date. 
Wages continue to advance, the Frick 
Coke Co. and nearly all the independ- 
ent concerns making coke, having an- 
nounced an advance in wages ranging 
from 10 to 15 per cent. 

Reports from local hardware jobbers 
and retailers are that the volume of 
business is larger now than at this 
time last year, in spite of the draw- 
backs due to shortage of goods and 
delayed deliveries from the factories. 
The amount of new building going on 
in the Pittsburgh district is increasing, 
those having money to build having evi- 
dently decided that prices on material 
and labor will not be any lower for 
two or three years and they want to 
be in position to take advantage of 
the high rents now being paid for 
dwelling houses and apartments. Pitts- 
burgh has not yet actively taken up 
the housing problem, being behind 
other cities in this respect, but may 
do so at an early date. Jobbers and 
retailers report a shortage in supply 
on all materials going into new build- 
ings, notably in builders’ hardware 
and wire nails. As high as $6 to $8 
per keg has lately been paid by con- 
tractors having new buildings under 
way, and rather than delay construc- 
tion on these they paid heavy premi- 
ums in prices. 

Automobile Tires and Accessories— 
The pleasant weather of the last three 
weeks has brought out a heavy de- 
mand for automobile accessories of all 
kinds, and also for tires. Local job- 
bers say they have good sized stocks 
on hand and can make deliveries 
promptly. Prices on all accessories 
are very firm, but the legitimate hard- 
ware trade in these is being hurt to 
considerable extent by advertised bar- 
gain sales of automobile accessories 
bv department stores. for a day or two 
at a time. and at low prices. Usually, 
these goods are seconds, especially the 
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tires, but this is not always stated in 
the advertisement, so it is claimed. 


Axes.—With the advent of spring 
weather, outdoor work is starting up 
quite actively, and jobbers and retailers 
report the new demand for axes as 
heavier than for a long time. Stocks 
are only fairly large, and shipments 
from the factories are slow, due to the 
shortage of goods, and delayed deliv- 
eries by scarcity of cars. Local job- 
bers continue to quote standard grades 
of single bitted axes at $17.20 and 
double bitted at $22.60 per doz. 


Builders’ Hardware.—The recent ad- 
vance of 10 to 15 per cent in prices 
of builders’ hardware is reported as 
holding very firm, and if present de- 
mand keeps up, with the shortage in 
supply of these goods, another advance 
before long is not unlikely. On the or- 
dinary grades of builders’ hardware 
that sell at medium prices, stocks of 
jobbers and retailers are reported very 
low. 


Bolts, Nuts and Rivets.—There are 
persistent reports that two or three 
makers of nuts and bolts have ad- 
vanced prices on some grades 10 to 15 
per cent, but local makers say they 
have not yet made any advance in 
»rices, but may have to do so in the 
near future if prices continue to go up. 
Overhead expense is getting heavier 
right along, and labor and steel are 
higher than they were three months 
ago. The new demand is active, and 
local makers of nuts and bolts say they 
are sold up over second quarter. It is 
likely books will be opened in a short 
time for orders in third quarter and 
last half delivery. 


For delivery over second quarter most 
manufacturers are quoting in large lots to 
jobbers as follows: 

Large structural and ship rivets, $4.50 
base: large boiler rivets, $4.60 base; small 
rivets. 50 per cent off list. 

Small machine bolts, rolled threads, 40, 
10 and 5 per cent off list; same sizes in cut 
threads, 40 and 5 per cent off list; longer 
and larger sizes of machine bolts, 30 and 
10 per cent off list. 

Carriage bolts, % in. x 6 in.: Smaller 
and shorter, rolled threads, 40 and 5 per 
cent off list; cut threads, 30 and 10 per 
cent off list: longer and larger sizes, 30 
per cent off list. Lag bolts, 50 per cent off 
list. Plow bolts, Nos, 1, 2 and 3 head, 40 
per cent off list; other style heads, 20 per 
cent extra. 

Machine bolts. c.p.c. and t. nuts, *% in. 
x 4 in.: Smaller and shorter, 35 per cent 
off list; longer and larger sizes, 25 per 
cent off list. Hot pressed and cold pressed 
sq. hex. blank nuts, 2c. off list. 

Semi-finished hex. nuts, U. S. S. and S. 
A. E.: %-in. and larger, 60 and 5 per cent 
off list; 9/16-in. and smaller, 70 and 5 per 
cent off list; 9/16-in. and smaller. A.t..A M 
or S. A. E., 70, 10 and 5 per cent off list. 

Stove bolts in packages, 70 and 10 per 
cent off list; stove bolts in bulk, 70, 10 and 
2% per cent off list; tire bolts, 55 and 10 
per cent off list: track bolts, 6c. base. 

One cent per Ib. extra for less than 200 
kegs. Rivets in 100-lb. kegs, 25c. extra. 
All prices carry standard extras f.o.b. 
Pittsburgh. 


Garden Hose.—Jobbers and retailers 
report a very active demand for gar- 
den hose, and say their stocks are 
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rapidly being depleted. The spring 
weather is no doubt largely responsible 
for the increase in demand. Prices 
are firm and are ruling about as fol- 
lows: 

Standard makes of moulded hose in 
ft. lengths, 18c. to 15c. per ft. for %% 
% in. Seven ply hose, ‘4 in. in 
quoted at 17c., and % in. at 18e. 


500- 
and 
$1Ze, 18 

per ft. 


Lawn Mowers.—The local demand 
for lawn mowers from retailers is now 
taking on a spring aspect, being quite 
heavy at present, and stocks are mov- 
ing out promptly. Makers of standard 
grade lawn mowers have their output 
pretty well sold up for this year. 
Prices are very firm and may be higher 
in the near future. 


The Colwell make of lawn mowers is 
quoted as follows by jobbers: 12-in., $5.15; 
ld-in., $5.25; 16-in., $5.50. The Sunbeam 
make of mowers is quoted at $6.25 for 14- 
in., $6.45 for 16-in., and $6.75 for 18-in. at 
works. The Rajah make of lawn mowers 
is quoted by local jobbers as _ follows 
l6-in., $13.60; 18-in., $14.85; 20-in., $16.10 
The demand for lawn mowers is active, and 
prices are expected to be higher in the 
near future, 

Shovels.—Jobbers and retailers say 


that the recent advance of 15 to 20 per 
cent in prices of shovels has not re- 
stricted new demand in the slightest, 
which is heavier now than for some 
months. The new demand for spades 
and also for coal miners’ shovels is par 
ticularly heavy. Stocks of jobbers and 
retailers are fairly large and they are 
able to fill orders promptly. 

Jobbers’ prices on high grade shovels are 
now about $18.50 per doz., medium grades 
$16.20 per doz., and high grade spades 
$18.50 per doz. jest grades of coal shov- 
els are held by jobbers at $18.50 per doz. 

Sheets.—On Tuesday, April 13, The 
American Sheet & Tin Plate Co. 
opened its books for contracts on sheets 
for third and fourth quarter delivery, 
and it is believed in a very short time 
the entire output of sheets of this 
concern for last half of the year will 
be sold up. For some months most in- 
dependent makers of sheets have been 
quoting prices anywhere from $10 to 
$20 per ton higher than those of the 
leading interest, but it is believed that 
with the increased production of sheets 
this wide gap in prices of the leading 
interest and the independent mills will 
be narrowed up a good deal. The sup- 
ply of sheet bars is large, deliveries 
of bars by the steel mills are better, 
and this means increased production 
of sheets. In spite of lack of cars, 
shipments of sheets by the American 
Sheet & Tin Plate Co. in March were 
the largest in any one month since 
August, 1917. All the mills are back 
in deliveries and it will take some time 
for them to catch up. In carloads and 
larger lots prices rule about as fol- 
lows: 


No. 28 gage box annealed, one-pass black 
sheets at 4.35c. to 6.50c.; No. 28 galvanized, 
5.70¢c. to 8.50c., and Nos. 9 and 10 blue an- 
nealed, 6c., the lower prices named being 
the March 21 schedules, which are still 
named by the leading interest, while the 
higher prices represent a fair range of 
quotations by the independent mills. 


Tron and Steel Bars.—There is abso- 
lutely no let-up in the heavy demand 
for both iron and steel bars, which has 
been an outstanding feature of the 


market for many months. All the mills 
rolling iron or steel bars are sold up 
over second quarter, and some mills 
are sold up over the entire year. 
Premiums in prices of $10 to $20 per 
ton continue to be paid for steel bars, 
for prompt delivery. In carloads and 
larger lots prices rule about as fol- 
lows: 


9 9° 
=.00 


Steel bars rolled from billets at Cis 
this being the price of the Carnegie Steel 
Co. for very indefinite delivery, likel'y not 
before first quarter of next year. Other 
mills rolling steel bars from billets quote 
from 8c. to 4c. at mill, prices depending 
entirely on the buyer and the delivery 


wanted The demand for concrete reinforc- 


ing steel bars is fairly active and we quote 
these, when rolled from billets, at 4c. to 
1.25¢c., and from old steel rails at about 
3.50c. at mill. We quote common iron bars 
at 4.25c. to 4.50¢c., and refined iron barg 
4.50c. to 5c. in carloads, f.o.b. mill, Pitts- 
burgh 

Tin Plate—On Tuesday, April 13, 
the American Sheet & Tin Plate Co. 
opened its books on contracts for tin 
plate for second half delivery, at the 
same prices that were in effect for the 


first half of the year, which was $7 per 
base box for coke tin plate, f.o.b. at 
mill. It is likely that most of the in- 
dependent mills will follow the course 
of the American Sheet & Tin Plate Co. 
and sell their output of tin plate for 
last half delivery at the same price. 
All the mills are back in deliveries of 
tin plate, due to the shortage in steel 
and labor, and will carry over into sec- 
ond half large quantities of tin plate 
that should have been delivered in last 
half of last year. 

We quote tin plate for domestic con- 
sumers and delivery in first half at $7 per 
base box, stock items $8.50 to $9, and for 
export, $10.50 to $12 per base box, all 
f.o.b. mill, Pittsburgh. 

Wire Products.—The acute shortage 
in the supply of wire and wire nails 
which has existed so long as yet shows 
no signs of easing up. The mills are 
very much back on deliveries and two 
local mills say they are not quoting, 
having all the wire and wire nails sold 
that they care to enter on their books 
for the present. Jobbers’ and retailers’ 
stocks are very low and on the more 
common sizes are practically depleted. 
Prices are very firm and on some lots 
of wire nails for prompt shipment $6 
base per keg or higher has been paid. 
The American Steel & Wire Co. is sell- 
ing wire nails and all kinds of wire at 
the schedule of prices of March 21, 
1919, and which are on the basis of 
$3.25 base per keg for wire nails, and 
$3 base for plain annealed wire. In 
carloads and larger lots prices are rul- 
ing about as follows: 
$3.25 to $4.00 base per keg: 
galvanized, 1 in. and longer, including 
large-head barbed roofing nails, taking an 
advance over this price of $1.50 and shorter 
than 1 in., $2.00. Bright basic wire, $3.00 
to $3.50 per 100 lb.: annealed fence wire, 
Nos. 6 to 9, $3.00 to $3.50; galvanized wire. 
$3.70 to $3.95: galvanized barbed wire and 
fence staples, $4.10 to $4.45; painted barbed 
wire. $3.40 to $3.75; polished fence staples, 
$3.40 to $4.50: cement-coated nails, per 
count keg, $2.85 to $3.75; these prices be- 
ing subject to the usual advances for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 60 
per cent off list for carload lots, 59 per 


Wire nails, 


cent for 1000-rod lots. and 58 per cent off 
for 


small lots, f.o.b. Pittsburgh. 





"o9 
avVv 


Twin Cities 
Paint Market 


St. PAUL AND MINNEAPOLIS, 

April 7, 1920 
The last few weeks have seen a 
very decided increase in the amount 
of paint being sold in this market. 


Dealers are preparing for the heaviest 
paint season they have ever experienced 
with prices all along the line higher 
than they have ever been before. COut- 
side painting is beginning to be in evi- 
dence, although very little as yet due 
to the continued cold weathr. Prices 
are practically at the same level as in 
previous quotations although there has 
been an advance on first-grade house 
paint and some changes on turpentine 
and linseed oil. Denatured alcohol also 
shows advance, which took place a week 
or so ago. 


Mixed Paint.—The better grade of 
house paint has increased in the local 


market and many other items in the 
mixed package goods have been ad- 


vanced, also. There is an increasing 


volume of ready mixed paints being 
sold as the spring work begins to de- 


velop. 


We quote from local jobbers’ stocks 
First grade house paint, $4 per gal.; second 
grade house paint, $2.60 per gal 


White Lead.—There is no change in 
the market of white lead, either in price 
or quantity being sold. There seems 
to be plenty of it in the local market 
for any demand this season, which will 
be unusually large. 

We 
White 
with 
age 


quote from local jobbers’ 
lead in 100-lb. kegs, $13.61 
usual differentials for 
and quantity. 


stocks 
per cwt., 
size of pack- 


Turpentine.— Turpentine has con- 
tinued to advance the past week or so, 
present quotations finding it at a high 
point. Sales are beginning to show 
some increase. 

We quote 
Turpentine in 


from local 
barrel lots, 


jobbers’ stocks 
$2.56 per gal 

Shellac.—Shellac is very scarce in this 
market, as in all other districts. Prices 
are holding steady and strong as last 
quoted. 


We quote from local jobbers’ Stocks 
White shellac in barrel lots, $6.85 per gal 
orange shellac in barrel lots, $6.35 per gal 


Linseed Oil.—Linseed oil is higher 
than when quoted from this market be- 
fore, with sales beginning to show a 
marked improvement. The supply at 
present seems to be sufficient to meet 
the local demand. 

We 
Boiled 
gal.; 
per 


stock 
$1.97 per 
lots, $1.95 


local jobbers’ 
barrel lots, 
barrel 


quote from 
linseed oil in 
raw linseed oil in 
gal. 

Denatured Alcohol.—Sales in this line 
are not as heavy as earlier in the year. 
There is still a very good demand for it 
beginning to come from the painting 
channels, instead of the automobile 
trade. Price is slightly higher than a 
month or so ago. 


We quote from local jobbers’ stocks: 
Denatured alcohol in barrel lots, $1.99 per 
gal. 
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Boston Paint Market 


Office of HARDWARE AGE, 
Boston, April 10, 1920. 
Prophecies made last fall of a 


tremendous demand for mixed paints 
this spring have been made good. The 
local wholesale paint and hardware 
jobbing trade have more business 
on their books than they possibly can 
comfortably handle. So great is the 
pressure on the wholesale houses 
that extra men have been taken on in 
shipping rooms, and notwithstanding 
the fact that efficiency in such depart- 
ments has been materially increased, 
the leading houses report they are 
from five to six weeks behind on or- 
ders. In some instances, houses are 
filling orders in rotation, except in 
urgent cases, so orders placed as late 
as April 1 and thereafter will not be 
filled within the near future unless 
there should be a material increase in 
the supply situation. The latter is 
still entirely unsatisfactory, local 
stocks being badly broken owing to cer- 
tain railroads falling down in the mat- 
ter of deliveries. The supply situation 
is such that one Boston house finds it 
necessary to motor truck mixed paints 
from New York to its store here at a 
rate which figures out approximately 
an additional 16c. per gallon freight. 

Not only is the demand for mixed 
paint very heavy, but it covers a wide 
range of containers. Some _ local 
stocks of small sized containers of the 
popular colors are very badly broken, 
and fortunate is the retail hardware 
dealer who has a_ stock of screen, 
piazza chair and enamel paints in sma!] 
sized cans, for it looks very much as 
though it will be several months before 
small containers become plentiful 
again. New home building is on a 
much larger scale than was the case 
a year ago, but not as large as that an- 
ticipated earlier in the year, but what- 
ever disappointment is experienced in 
new construction has more than been 
made up by the increased demand for 
paints from old home owners. Judging 
from the demand, the public consumer 
expects no material decline in mixed 
paint values. The wholesale houses 
themselves do not anticipate any price 
reductions for several months, if then. 

Brushes.—Nothing especially new has 
developed in the brush market of late. 
Manufacturers are extremely busy try- 
ing to fill orders, but because of delays 
in getting raw material and on account 
of the embargoes on small lot ship- 
ments placed by the railroads, finished 
paint brushes are not finding their way 
into retail hardware dealers’ hands as 
quickly as anticipated. In wholesale 
paint circles it is generally believed 
that the brush supply situation will 
adjust itself within a comparatively 
short time. 


Dry Colors.—Because of the scarcity 
of most kinds of dry colors the market 
is unusually quiet for this season of 
the year, buyers in a great many in- 
stances turning to mixed paints because 


of their inability to secure dry stock. 
Raw and burnt umber and raw and 
burnt sienna are especially hard to ob- 
tain and considerably firmer in price. 
Plaster of Paris is by no means plenti- 
ful and quoted at $4.90 per bbl. Dry 
colors, from jobbers’ stocks, per lb., fol- 
low (figures in cents): 


Whiting ...0+e. Z2i4c Sienna ..i:.... 18-22c 
SS eee 24%c¢ Metallic brown..34c 
Dry sinc. ..... .20c Yellow ochre....34%c 

Venetian red....24c 


Lamp black, blk.15e 


Lamp black, pkg.19c Marine blue..... 24e 
Umber ..9-12c P. green, pkg....50c 
Glue.—Wholesale houses report a 





continued good demand for most kinds 
of glue, but say the market otherwise 
is without special feature, prices not 
having changed for some time. 

Glue, ground, 1Se. per lb.; plate, 30c. per 
Ib clear bonnet, 37c. per Ib. 

Lead.—Receipts of lead have not in- 
creased, while the demand from retail 
hardware dealers and others has. As 
a result the market is still well cleaned 
up on most brands and prices hold very 
strong. With the coming of better 
weather conditions it is anticipated 
that the lead producing mines will be 
able to increase production, but under 
the most favorable circumstances it 
will be many weeks before the Boston 
wholesale supply situation is anything 
like normal, according to autnorities 
here. Jobbing quotations on lead, in 
121%, 25 to 50, and 100 lb. kegs, follow 
(figures in cents): 





121% lb 100 Ib. 
A ae | 16 15% 
Write, Gry...c. 14 15% 
PG. Gls. scc0sacvis Lee 16 
Red, drvy.... Ape | 15 yy, 


Oils, Etc.—The outstanding feature 
of the oil department of the paint trade 
is the recent advance in turpentine 
prices due entirely to the tying up of 
shipping along the Atlantic coast. The 
leading authorities believe, however, 
that the peak in prices is passed and 
that from now on the market will de- 
cline. This belief is based on the fact 
that receipts at primary shipping points 
have materially increased. The local 


market is exceptionally short while 
more than 300 bbls. are held up in 
steamers ‘here awaiting unloading. 


Turpentine in barrel lots is quoted at 
$2.65 per gal.; in 10-gal. lots at $2.75, 
in 5-gal. lots at $2.80, and in one-gal. 
lots at $2.85. While these prices appear 
extremely high, it is interesting to note 
that turpentine during the Civil War 
sold at $4.35 per gal., but later dropped 
to below 30c. A normal price for it is 
60c. per gal. 

The past week has witnessed a flurry 
in linseed oil prices. After declining 
to $1.92 a gal. in barrel lots, the mar- 
ket recovered to $1.97, or just about 
where it was a week ago. Cylinder is 
considerably higher, and prices for oils 
in general are very strong because of 
the buovancy of the crude oil market. 
Wood alcohol is quoted as high as $2 a 
gal., but unobtainable at any price. 
Local jobbers’ prices on oils, etc., per 
gallon, follow: 





Hardware Age 


Oils: Alcohol, etc. : 
Castor ceeeeee$2-60 Denatured ....$1.01 
COOL cece tO WOO sctes 1.90-2.06 
OO eee 2.00 Gasoline 235- .37 
Linseed ....... 197 Benzine .....35- .37 
Neat’s-foot .... 1.85 Turpentine ..... 2.65 


Shellac.— No particular change is 
noted in the market for shellac gums. 
The demand is light, but the supply 
corresponds, and prices hold up on 
their previously quoted basis. 

We quote from jobbers’ stocks: Orange 
gums, $1.90 per Ilb.; best white gums, 
$1.90; ordinary grades of white, $1.50 

Sundries.—Sundries of all kinds are 
in demand. Some things are hard to 
obtain, notably oxalic acid, which has 
advanced once more since last reports, 
this time 3c. per lb. The long expected 
marking up of putty values has not 
materialized, just why not nobody here 
seems to know. The supply of putty is 
not burdensome and the prospects of 
increased stocks are very remote owing 
to the scarcity of raw materials, but 
the demand is no more than normal. 


Putty (best), in 125-lb. drums, 8c. j. 
Ib commercial putty (in drums), 5 
paint removers, $2.50 list; oxalic acid, 53 
per Ib. 


Varnishes.—There is an_ excellent 
call for varnishes, but it is only fai: 
to state that the demand is not a: 
heavy as might be supposed at this 
time of the year, a fact generally at 
tributed to the high prices dealers are 
obliged to ask. Many people who have 
contemplated using varnishes have 
turned to stains or mixed paints. Prices 
on all kinds of varnishes as quoted here 
are strong, but unchanged. 


Waxes.—The wax market is enjoy- 
ing a spell of activity, which has served 
to keep down any surplus stocks, so 
that prices hold very steady. 


Floor waxes, 45c. to 50c. per lb.; paratli: 
waxes (in cakes), 10%c. Ib.; parowa» 
(in Ib. cakes), 12¢.; best beeswax, 
per cake, 


Commends Winchester Plan 
OWENSBORO, Ky., March 27. 

Editor HARDWARE AGE: 

The Winchester Repeating Arm: 
Co. has adopted a new system which 
should be copied by the manutacturer 
of all lines of goods, that is to stamp 
the stock number on the merchandise. 

It can be stamped either on the cast- 
ing or on the wooden part, so that 
when the goods come in they can be 
itemized by the stock number. This 
will make it more convenient for the 
manufacturer or the buyer in selling 
and marking his goods. 

For instance, No. 126-6 would be a 6 
in. butcher knife with a beech hand|: 
of Mr. Knife Smith’s make. 

We think this plan should be adopted 
by all manufacturers. 


GUENTHER HARDWARE CoO. 


WISCONSIN RETAIL HARDWARE ASSO 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 
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New York Cutlery Market 


AGE, 
1920. 


Office of HARDWARE 
New York, April 12, 
T= situation in the local cutlery 
market remains in all major re- 
spects unchanged. The railroad em- 
bargoes and strike have prevented 
some jobbers from receiving goods that 
had been expected, but it is doubtful 
even though the goods had arrived if 
they would have been in any way ade- 
quate. The demand is from all surface 
indications increasing. It has been re- 
ported that some of the shear and scis- 
sor manufacturers have practically sold 
their entire output for the balance of 
this year. 

Quite an assortment of German cut- 
lery seems to be on sale in this city. 
Observers returning from the other side 
report that the present political situa- 
tion in Germany, coupled with the 
serious labor conditions practically pro- 
hibit the manufacture of cutlery on any 
large scale. Virtually all of the retail 
stocks in Germany, it is said, have been 
bought up by American and Scandi- 
navian buyers, and it is claimed that 
most of the German cutlery now being 
offered for sale in this country is goods 
bought at retail in the large German 
cities. 

A recent report of the American Cut- 
lery Bureau of Information gives some 
interesting facts about the volume of 
retail business done in cutlery during 
1919 in the United States. 


According to last reports in the 
1919 total sales of cutlery at retail prices 
amounted to $150,000,000. Higher prices 
for material and labor are responsible. 
Consumption of cutlery has trebled since 
pre-war times. Before the war the United 
States market required $50,000,000 worth of 
cutlery every year, to fill the demand for 
new cutlery and replace worn-out knives, 
scissors and razors. While in former years 
as much as 20 per cent of all the cutlery 
found in the United States cutlery stores 
was of foreign make the imports have de- 
creased heavily and for every 100 Ameri- 
ean pocket knives, for instance, only one 
sold comes from abroad. Increased cutlery 
consumption does not mean extravagance, 
for in nine cases out of ten a knife is pur- 
chased because of actual need. 


year of 


_ Prevailing local quotations are: 

Jack Knives.—There is a very large de- 
mand for both jack and pen knives, and 
jobbers find it almost impossible to satisfy 
dealers’ orders because of limited stocks 
on hand and the difficulty of getting addi- 
tional supplies. 

Standard American 2-bladed 
2%-in. length, stag handles, 
electro silver shield, 2 steel bolsters, no 
cap, $11.50 per doz., with a discount of 5 
per cent for dozen lots or more. American 
jack knife, 3% in. long, stag handle, elec- 
tro silver bolsters and shield, brass lined, 
1 pen blade and 1 large clip, polished blade, 


jack knife, 
brass lined, 


$12.50 per doz., 5 per cent discount box 
lots 

Boy Scout Knives.—Standard pattern, 
stag handles, brass lined, electro. silver 
shield and shackle, contains punch, can 
opener, cap lifter, screw driver and 1 large 


polished blade, 3% in. long, $19 per doz., 
with a discount of 5 per cent for box lots. 

Pen Knives.—learl handle, 2-bladed pen 
knife, 3% in. long, German silver shield, 
brass lined, $22 per doz. Pearl handle, 4- 
bladed pen knife, German silver tips, brass 
lined, German silver shield, 1 large blade, 
2 small pen blades, 1 nail file, $30 per doz. 

Butcher Knives.—Crucible steel blade, 
extra finish, cocobolo handle, 3 brass rivets 
and burrs; 6-in., $4 per doz.; 7-in., $5 per 


doz.; 8-in., $6 per doz. High- grade steel 
bl ade, scale tang, beech handle, 6-in., 92.75 
per doz.; 7-in.. $3.50 per doz.; g- in., $4 per 
doz.; 10-in., $7 per doz. 





Kitchen Knives.—Tempered steel blades, 
full polished, assorted styles, with enameled 
handles, $1 per doz. Forged steel blades, 
assorted styles, ebonized handles, $1.20 per 
doz.; crucible steel blades, 3%-in., assorted 
cocobolo boxwood and ebony hz indle Ss, brass 
rivets and burrs, $2.75 per doz. 


Trimmers.—Japanned handles, 6-in., $11.58 


per doz.; 8-in., $14.53 per doz.; 10-in., $22.37 
per doz. Nickel-plated trimmers, No. 136, 
6-in., $13.58 per doz.; No. 138, 8-in., $17.16 
per doz.; No. 130, 10-in., $26.63 per doz. 
Manicure Scissors.—No. 573%, 917.20 per 
doz.; No. 574%, $18.15 per doz. 
Nail Scissors.—No. 66314, $17.20 per doz 


Ladies’ Oval Pattern Scissors.—Three-in., 
$11.17 per doz.; 5-in., $13.17 per doz.; 6-in., 
$14.63 per doz. 

Flat Pattern Ladies’ Scissors.—Five-in., 
$12.63 per doz.; 6-in., $13.58 per doz. 

Pocket Scissors.—Three and one-half in., 
$12.10 per doz.; 4-in., $12.63 per doz. 

Carving Sets.—Set 


consisting of knife, 


fork and steel, 8-in. forged steel blade. pol- 
ished stag handle, $3.25 per se Three 

piece set, 8-in. forged steel ble ide, genuine 
stag handles, sterling silver ferrules, $5.35 
per set. Three-piece set, 9-in., forged steel 
blade, genuine stag, fancy sterling silver 
bolster, $7 per set. 
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Table Knives and Forks.—Tempered steel 





blades, full tang, 3 rivets, no bolster, white 
bone handle, 4 prongs, $1.90 per doz. pieces. 
Polished tempered steel blade, metal cap 
and bolster, ebony handle, 4-pronged fork, 
$3.25 per doz. pieces “orged steel blade, 
celluloid handle, solid bolster highly pol- 
ished, $6.25 per doz. pieces 

Razors.—Old style open blade tyne, with 
rubber handles, full hollow ground, in 
5-in., %-in., $21 per doz Three “quarter 
hollow ground, W%-in., %-in %-in., $18 
per doz. Half hollow ground, !s-in., %-in., 
%-in., $14 per doz. 

Paper Hangers’ Knives.—lorged steel 
blade, 3% in. long, 1% in. wide polished 
maple handle, 1 doz. in box; round, $4.37 
per doz.; square, same, $4.37 per doz 
Forged steel blade, taper rolled, 3% in 
long, 1% in. wide, square point, polished 
maple handle, $5.70 per doz 

Putty Knives.—lDPolished steel blade, 1% 


ferrule, stained cherry handle, 1 
in box, $1 per doz. Forged steel blade 
cocobolo handle, 3 rivets in han- 
dle, metal bolster, stiff blade, 1% in. long, 
$5.20 per doz.; 2-in. blade, $7 15 per doz 
Flexible handle, 1% in. long, $5.85 per doz.; 
2-in. blade, $7.80 per doz 

Scraping Knives.—Saw 


in., brass 
doz. 
tempered, 


steel blade, 3% 


Boston Cutlery Market 


AGB, 
1920. 


Office of HARDWARE 
Boston, April 10, 
Although the demand for cutlery 
usually is quiet at this time of the year, 
and is comparatively so to-day, it is 
only fair to state that jobbers’ sales are 
running ahead of those for the corre- 
sponding period last year. The demand 
to-day, however, is largely for odd-lots 
or the cheaper grades, the retail dealers, 
as a rule, not investing much money in 
the higher priced kinds. Many of the 
retail dealers in this section of the coun- 
try are convinced that German goods 
will find their way on the market in 
sufficient quantities to allow for a selec- 
tion in purchases, and for that reason 
they express themselves as in no hurry 
to place orders for knives, razors, scis- 
sors, shears, etc., for fall delivery. Re- 
markably little German cutlery is avail- 
able in jobbers’ stocks, however, and 
most of the houses say they see no 
reason now why they should change 
their attitude toward such goods. 
Popular priced or cast scissors have 
been advanced again. The manufac- 
turers notified the jobbers that lists 
were withdrawn and that new lists were 
on the press. The new lists have not 
been received to date, so the exact ex- 
tent of the advance is not known. The 
Cuba Knife Co., Cuba, N. Y., has ad- 
vanced its price on putty knives, ap- 
proximately 10 per cent. Some of the 
largest jobbing house are asking $3.75 
per doz. for standard 6-in. beech-handled 


butcher knives, but certain makes are 
obtainable on this market for $3.25. 

Snips—Tinners’ No. 12, $1.21 each; No 
10, $1.95; No. 9, $2.13; No. 8, $2.40; No. 7, 
$3.05. Dental snips, No. 0, $12.50 per doz.; 
No. 1, $13.70. Pocket snips, No. 13, $1.12 
each. 

Scissors—Heinisch and Wiss, standard 


embroidery (two sharp points), 3-in., $11.50 


list per doz.; 3%-in., $12; 4-in., $12.40. 
Standard ladies’ (one round and one sharp 
point), 4-in., $12.20 list per doz.; 5-in., 
$13.10; 6-in., $14.70. Pocket (two round 
points), 4-in., $11.50 list per doz.; 4%-in.. 
$11.95; 5-in., $12.40 Buttonhole, 4%-in., 
$14.75 list per doz. Manicure, 3%-in.. 









in. long, 2 rivets, hardwood handles, $1.16 
per doz. Scraping knives, forged steel 
blade, cocobolo handle, lap bolster, riveted, 
warranted, 3-in. blade, 99.20 per doz.; 4-in. 
blade, $12.08 per doz 
$16.35 list per doz. Nail, 3%-in., $16.35 
list per doz 

Shears—High grade, papannes. a 1ight, 
6-in., $11 per doz.; 6%-in., $11.7 J-in. 
$12.40; 7%-in., $13 10; 8-in. ” $13.80; "814- in., 
$14.50; 9 $17.25; 10- in. $21.25; 1l-in., 
$24.10; 12 -in. , $26.10; 13-in., $29.00 Nickel 
plated, 6-in. = 2.90 per doz.: 6%-in., $13.90; 
7-in., $14.85 %-in., $15 50: 8-in., $16.30; 
8%-in., $17 . ‘g- in. ’$20.: 50. Japanned bent 
trimmers, 9%-in $19 30 per ny 7 10-in., 






$23.25; 50; 12-in., $2 13- -in.. 
$29.90. shears, French pz atte rn. 
in., $17.25 per doz.: T-in., $18.40: 7 
$19.50; 8-in., $21. Paper hangers’ 
12-in., $26 per doz.; 14-in., $32.90 


Knives handles, 
ard makes, 6-in., $3.25 to $3.75 per 
7T-in., $4.50; 8-in., $6; 10-in., $8.50 
$12. Ebony handles, s idard makes 
$6 per doz.; 7T-in.. $7 8-in., $9; 
$12.50; 12-in., $15.50. 


Pocket 'Knives—Standard 
bolster and shield, brass lined, desirable 
sizes, $10 to $11 per doz.; less desirable 
kinds, bolster and shield, $9: stee 1 lines, 
314-in., two blades, $5.50 to $5.75. 


Clippers—Flexible horse clippers, No. 1, 
$12.75: No. 2, $16, list discount. 25 per cent. 
Hair clippers, $1.25 to $3.75 each. 


Safety Razors—Gillette. regular sets, $5 
to $5.50; traveling sets, $16 to $27, less 25 
per cent discount, Auto-strop, regular sets, 
$5, less 25 per cent discount; Gem, $1 sets, 
$8. 40 in dozen and $9 in less than dozen 
lots: Ever Ready sets, $8.40 in dozen lots 
and $9 in less than dozen lots. 








\%-in., 
sheagen 


stand- 
doz.; 
12-in., 
6§-in., 
10-in., 


Butcher, beech 








two-blade cap, 


waa 


less than 


gross lots, 
3le. per 

gross lots, 

more, 27¢ 


Safety Razor Blades—Gem. in 
gross lots, 35c. per set: in one 
33c. per set in three gross lots, 
set. Ever Ready. in than 
29c. per set; in six gross lots or 
set 


less 


ner 
per 


Canadian Hardware News 


TORONTO, ONT., April 10. 
The Canadian hardware trade is ex- 
periencing an active demand for its 


products and the movement of staple 
lines is brisk. About the only draw- 
back is in the deliveries of products 
from the manufacturers who are con- 
siderably behind with their orders and 
are consequently holding up jobbers 
who in turn are unable to make prompt 
delivery to the retail trade. In To- 
ronto, London, Montreal and Winni- 
The 
Especial- 


peg, the same conditions prevail. 
demand exceeds the supply. 
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ly is this the case in regard to wire 
and iron products. Wire and wire nails 
are in strong demand and dealers re- 
port a shortage. Cut nails in Toronto 
are very scarce and jobbers have been 
notified that manufacturers are unable 
to take further orders just now as 
they are booked up for some months 
to come. This will cause considerable 
difficulty and inconvenience to the 
trade for as soon as jobbers have dis- 
posed of their present ho!dings they 
will be forced to drop this commodity 


from their lists until such time as the 
supply of cut nails is again coming 


through more freely. Dealers and 
jobbers are well satisfied with the way 
spring business is opening up for auto- 


mobile accessories. Tires, tubes, tools, 
ete., are moving in good volume and 


indications are that a record season 
will be experienced by those handling 
this line. Agricultural tools, spades, 
shovels, rakes, hoes, lawn mowers, etc., 
are receiving considerable attention 
just now and retail stores throughout 
the country are disposing of large 
numbers of these commodities. Car- 
penters’ and plasterers’ tools are also 
having a big sale, and prospects are 
that requirements of these lines will 
be greatly increased as the building 
activities become more’ pronounced. 
Advances in hardware prices are af- 
fecting many articles. The _ present 
price tendency is upward, and even 
with the high prices prevailing dealers 
report shortages in many lines. 


Paint material 


Hans Renold of Canada, Ltd., Mon- 
treal, Que., has been incorporated by 
William H. Jackson, Manchester, Eng- 
land; John M. Clark, 156 Yonge 
Street, Toronto, Ont.; Herbert George, 
Montreal, Que., and others with a cap- 
ital stock of $25,000. The company 
will engage in the manufacture of all 
kinds of hardware, chains, tools, etc. 

William J. Kearns, secretary for 
Ottawa Improvement Commission, 
Castle Building, Ottawa, Ont., has 
plans and will receive bids until April 
9 for sand, cement and hardware. 


Brief Notes 


The Edwin H. Fitler Company, 517 
Arch Street, Philadelphia, Pa., manu- 
facturer of cordage products, has 
awarded a contract to Charles A. Col- 
lier, 4287 Orchard Street, for a one- 
story addition to its plant at Tacony 
and North Sarger streets, Bridesburg, 
80 x 105 ft., to cost about $28,000. 

The Phoell Mfg. Company, 5700 
Roosevelt Road, Chicago, Ill., manufac- 
turer of hardware specialties, nuts, 
rivets, etc., has commenced the erection 
of a one-story addition, 115 x 220 ft., 
to cost about $65,000. 

The Dayton Rubber Mfg. Company, 
Dayton, Ohio, manufacturer of auto- 
mobile tires and tubes, is completing 
plans for a one-story and basement ad- 
dition, 120 x 380 ft., to cost about 
$150,000. 


prices as quoted in New 


York April 15, 
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The Kentucky Tire & Rubber Com- 
pany, 502 Realty Building, Louisville, 
Ky., manufacturer of automobile tires, 
is having plans prepared for a one- 
story plant, 50 x 470 ft., to cost about 
$250,000, including equipment. W. R. 
White is president. 

The Kelly Reamer Company, 1555 
Columbus Road, Cleveland, Ohio, manu- 
facturer of reamers and other cutting 
tools, has completed plans for a one- 
story plant, 60 x 200 ft., on West Sev- 
enty-third Street, to cost about $35,000. 

E. Kelly is head. 


Notes of the Trade 


SHUBERT, NEB.—I. W. Wright, for- 
merly in business at Peru, has opened a 
store here, handling baseball goods, 
bathroom fixtures, buggy whips, build- 
ers’ hardware, building paper, chil- 
dren’s vehicles, churns, cutlery, dyna- 
mite, fishing tackle, furnaces, furniture 
department, galvanized and tin sheets, 
heating stoves, iron beds, kitchen cab- 
inets, kitchen housefurnishings, lino 
leum, lubricating oils, mechanics’ tools, 
oil cloth, paints, oils varnishes and 
glass; plumbing department, pumps, 
ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, tin shop and 
washing machines. Catalogs are re- 
quested. 

NortH Couurns, N. Y.—Johengen 
and Nelson are purchasers of the Kiefer 
Brothers stock, and request catalogs on 
a general line of hardware. 
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Animal, Fish and Vege- Cobalt, Oxide ...per lb. 1.60@1.65 In Oil Lon less than Brown, Spanish, low 
Br Spay “i Whiting oe ae we a : 500 Ib., per 100 Ib......... 5.50 ps AE ae aa ea 16.00@- 
Linseed, Raw, Carload enc aaa i - 9 500 lb. up i 2000 Ib., per Carmine, No. 40, bulk. ..5.20@5.50 
’ Commecsial ...ccccesvce 1.15@1.20 100 Ib. 13.95 a 

- Ee 1.84@— 0 Sagal ga gee RPE ee ee CROP Re Ee TE E80 59 9 Os asate Green, Chrome, ordinary 4 
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Oiled, 2¢ per gal. advance on . aan, PTR 009225962000 600009 13.12 Metallic Paint, @ ton. 
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ontdine Gum Shellac - per 100 Ib...... Jpn ts 3.12 F ipod corensesies 15% @16% 
Northern Crude ......... nominal Diamond I ....... ieee nominal Carload, minimum, 15 tons, ed, Indian 
Southern f.0.b. Fac- TAR NEES 06 59 c506000 0% nominal 12.98 American, @ 100 Ib....14@16 
 tciione senso D0@.95 Zine, Dry— TE, SOD. oc éviesescenus 22@30 
Light Pressed 118 rary alleen se pomizal , Red, Venetian, # 100 Ibs.2% @5 
gi 7 aka ane aoe ee are ..1.25@1.30 Red Seal (French proc.) ly 19@20 
7; ie re MBaekti aa ee 
White Bleached Button nominal . Sienna, Italian, burnt 
oO "ES ae 1.22 Kala Button ........+.--- nominal Green 81. (French wamaae 12 and powdered ...... 6@ 16 
Cocoanut Ceylon do- P. N. ees eeeee -1.40@1.45 White $1. (French proc.) %@12% Burnt lump .......- 6@.16 
mestic, bbl. per lb...18% @ V. RB. Oucecvcocsevseccndes nominal F m "18% @13% Italian, Raw, pow- ; 
Cochin Imported, spot..184a American Process. SE cena nae rae ag 8@.14 
Domestic, bbl 18%@ Colors in Oil— 5 p. c. lead sulphate..9 @9% American, Raw ........ 2%@5 
Cod, Domestic, Prime.$1.16@1.22 @ Ib 10 p. c. lead sulphate. .8%@9"4 American, Burnt and Leer 
Newfoundland. in bbl. 1.16@1.22 Black, Lamp ........-. 40@45 20 p. c. lead sulphate. .8% @9 ME peer nica 8% @5 
Corn, Refined, bbl., 100 Black, Coach, Japan 28@40 35 p. c. lead sulphate. .8%4 @9% a Serre nominal 
Ib .20.06@ Black im Gil. oc cccceces 382@36 American, per ton. .$20.00@40.00 
Porpoise ee errr 1.24@— ee 32@36 Dry Colors— rr eeaees nominal 
Olive denatured . 2.8503.00 Blue, Chinese .......... 1.00@1.10 ® Ib. Terra Alba. 
Neatsfoot, Prime .. 1.75@1.80 Blue, Prussian ......... 1.00@1.10 Black, Carbon Gas....... 12 @25 French ...+.. #@ 100 Ib. .nominal 
Palm, Lagos, spot per Ib. 16@16% Blue, Ultramarine ..... 40@50 Black, Bone powdered.... 5% @12 English ...... ® 100 Ib. .nominal 
Soya Bean, bbl. Ib 17%a French Ochre ......... 18@22%, Black, Drop .....-+++es- 54¥@15 SS No. 05 
Green, Chrome, Pure.... 70@75 ie 5@— 
Miscellaneous yee ie 3 2 a a 60@75 Black, Lamp ....-...++- 15 @45 American, ® 100 Ib. No. 2 
Barytes: Indian Red ............ 35@39 eS ee 16 @30 1.00@— 
White, Foreign, per ton. .nominal Venetian Red ......... 16@18 Mineral Blacks, #@ ton. Cuber, Be Burat 5%@7 
Domestie prime, Sienna Burnt .......... 30@382 i 35.00@45.00 Raw and powdered. nominal 
white floated, e si Cabot, Bae .ccos.ccee 28@30 Blue, Celestial ......... 12@25 Burnt, American ........ 4 
bag ......-... -$34.00@36.00 Omber, Burnt ......... 28@30 Blue, Chinese .....-..+.+. s0@— tl lumps ...... newees nominal 
Off color, in bags Ch , 8@45 Blue, Prussian, Domestic Ra 4 @5 
Der tom ...-+++es- 21.00@ 24.00 sg cuales 38@45 — re iow, ‘Chrome, : "Pare ti 304 
Chalk, English ....per ton nominal White and Red Lead, Blue, Prussian, Foreign... .nominal baie Red, Domestic, 
PPOMER occ cccces per ton nominal &e.— Blue, Soluble ....-.....+. 90@— copperas in casks........ 14@18 
China, Clay, Imported, Cents ®@ Ib. Blue, Ultramarine, bbl. .15@50 Vermilion, Quick Silver 
per ton ...ceceee 18.00@23.50 Lead, American White Brown, Spanish, high a Oe .65@ 
Domestic 8.50@ 20.00 Pe aéane wperes ae oe 10%@11 grades, per ton..... 24.00@— a eee ieee ..-Bominal 
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Hinges and Butts 


McKINNEY MANUFACTURING CO., Pursburgh 
47217 


Wemern Office, Stare-Lake Udy. Chicago 














This is the fourth advertisement 
in the big McKinney Campaign. 
It appears in the April 3rd issue 
of The Saturday Evening Post and 
the April roth issue of The Liter 
ary Digest. In these far 
reaching publications it will carry 
the story of McKinney Hinges 


and Butts to more than 9,000,- 





two 


ooo readers and prospective cus 
tomers. At the same time other 
full page advertisements are ap 
5 pearing in Architects’ and Build- 
1 ers’ Magazines All these ad- 
vertisements are planned to im- 
the name “McKinney” 
upon the minds of hinge users. 
You can make them work for 


Talk McKinney! 


press 


you. 











Expon Representation 

















The Standard Hinge 


This far reaching McKinney Advertising 
Campaign is making a nation realize more 
and more the importance of Hinges. This 
realization has resulted in a greater demand 
for standard Hinges—those stamped with 
the name McKinney. You, as a dealer, 
should profit by this wide hinge publicity— 
Talk McKinney! 


McKINNEY MANUFACTURING CO., Pittsburgh. 


have been on the 
market for fifty years. They have set a 
standard. Now this McKinney Adver- 
tising is impressing the importance of this 
standard on your customers. Establish 
your store as McKinney Headquarters! 
Be sure your customers know you handle 
the McKinney line! 


McKinney 


y Products 


WESTERN OFFICE, State-Lake Bldg., Chicago. 


Export Representation. 


Also manufacturers of 
McKinney garage and 
Sarm building door- 
hardware, furniture 
hardware and McKin- 
ney One-Man Trucks. 


MCKINNEY 
Hinges and Butts 
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Products Being Placed on the Market by Hardware Manufacturers 


Globe Crown Capper 


In these days of home brew and much 
unofficial bottling the Globe Crown Cap- 
per manufactured by the Globe Ma- 
chine & Stamping Co., Cleveland, Ohio, 
is undeniably of human and current in- 
terest. 

To operate this machine the bottle to 
be corked is placed as shown in the pic 
ture, the mouth of the bottle being di- 
rectly under the capper. The cap is 
inserted in the capper socket and the 
machine pulled over, causing the cap- 
per to descend, pressing the cap on the 

















Globe Crown Capper 


bottle and putting a crimp in the cap 
at the same time. The manufacturer 
states that the Globe Crown Capper 
works as effectively as the power- 
driven machine found in large bottling 
plants, and that the pressure is suf- 
ficient to hold the cap securely in spite 
of internal pressure caused by fermenta- 
tion. To remove the cap a bottle opener 
must be used. The breaking of bottles 
is very unlikely, because the pressure, 
though great, is applied gradually, and 
there is no sudden shock. 

The manufacturer has striven to com- 
bine light weight and strength—the 
sides are made of sheet steel finished in 


black japan. The side rods are made 
from seamless steel tubes; the top and 
base from sheet Steel. All are pro- 
tected from rust by sheradizing. 

Wooden blocks are provided so that 
pint size bottles may be capped as easi- 
ly as the quart. The machine is built 
to accommodate the quart, but by build- 
ing up with the bkocks the pint fits 
snugly. 

The machine may be fastened to a 
table, or, if likely to be moved fre- 
quently, it should be attached to a 
small, light board to give stability. 

These machines are shipped ready for 
use in individual cartons. 

Oscillating Electric Washers 

The Surf Manufacturing Co., Mil- 
waukee, Wis., has recently placed on 
the market an electric-driven washer, 
with a specially designed oscillating tub 
equipped with a raised screen end. This 





Surf Electric Washer 


feature is said to create a surf like ac- 
tion of soapy water over and under the 


clothes very rapidly, thus saving labor, 
time and disposition of user. 

A Westinghouse splash-proof motor 
is geared to the tub. All moving parts 
are inclosed or protected, so that no 
danger is entailed in the operation of 
the machine, and the chances of injury 
to the working parts is lessened. A 
switch on the frame of the machine con- 
trols the flow of electricity supplied to 
the motor. The operation of the tub 
and the 12 inch wringer is governed by 
additional controls. The handle at the 
top of the diagonal rod allows the start- 
ing, stopping and locking of the tub. 
The wringer control is located at the 
top of the machine near the wringer. A 
safety release and latch that holds the 
wringer rigid in all positions is also 
provided. To prevent the motor from 
burning a safety clutch is installed on 
the main driving shaft. 

To permit complete mobility the en- 
tire washer is mounted on roller bear- 
ing casters. 


Krusty Korn Kobs 


“Krusty Korn Kob” is the name 
given to the new corn bread mold being 
made by the Wagner Manufacturing 
Co., Sidney, Ohio. The bread is turned 
out in exact duplication of the familiar 
and delicious “corn on the cob,” appeal- 
ing, says the inventor, to old and young 
alike. Each ear of corn bread made 
with this mold is about 90 per cent 
crust browned and crisped. 

In designing the Krusty Korn Kob 
the manufacturer decided that corn 
bread would reach its deserved popu- 
larity only through an unusual appeal 
other than the fact that it is known to 
be wholesome, economical and easy to 
make. So the outcome of observation 
was that the way it was served kept 
the consumption low. The next step 
was the production of a mold that baked 
the bread in the same shape as the 
natural ear, thus appealing to the 
whimsical side of the hungry. 


Reading matter continued on page 240 
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Do you remember the first catalog you ever-saw, with those grotesque wood cut prints and ridiculously ex 
aggerated descriptions—everything presented from the maker’s standpoint? In those days service had not entered 


the mind of the manufacturer. He made his goods his way, and sold them for his own 
What a contrast in impression and frank presentation obtains in the Richards-Wilcox’s new catalog of 


DISTINCTIVE GARAGE DOOR iapermaatennall 


Beginning with the front cover, handsomely displayed in full color, this catalog uilt to accommodate 
convenience of the person interested in garage door hardware 


Not a garage doorway condition is left unprovid ed for—not a personal taste overlooked 


Here are displayed hundreds of sets of distinctive fixtures for doors which operate inside and outside of the 
doorway—suitable for every conceivable condition—and all so lucid!y and completely compiled, so simply illus 
trated and so plainly detailed that the reader may select unerringly the exact set suited for his garag i 


taste and his purse. 
(0. 





A copy of this beautiful book will be 
mailed to anyone interested in garage door 





hardware, on request. c AG ' BOSTON 
Ask for Catalog UA-22. cnn. AU eg eg NEW YORK 
LUS ANGELES MINNEAPOLIS 








PHILADELPHIA LONDON,ONT a SAN FRANCISCO 
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Folding Handle Fry Pans 


The American Gas Machine Co., Al- 
bert Lea, Minn., has recently placed on 
the market the American folding handle 
frying pan. It is designed to meet the 
requirements of the tourist and camper, 
who never has been known to have any 
luggage space to spare. 

When not in use the handle folds un- 
der and fits snugly against the bottom 
of the pan. To open, the handle is 
pulled down and the pan “flops” into 





American Folding Handle Fry Pan 


place, with a slight jerk, and is held 
in place by a patented device. In order 
to fold or close the equipment a slight 
pressure placed on the handle releases 
it and the handle is folded under the 
pan. Both operations may be done with 
one hand. 

These fry pans are made in three 
sizes, 9, 10 and 12 inch. As one will 
fit inside the other the camper may now 
carry the utensils he needs in less space 
than is required for a single skillet or 
pan of the non-folding variety. 

Dealers will be supplied through the 
regular jobbers, who are being stocked 
as rapidly as possible. 


Am-Pe-Co Cylinder Gauge 


To take the place of internal microm- 
eters, which only the most experienced 


garage mechanics are able to use suc- 
cessfully, the Am-Pe-Co. direct reading 
cylinder gauge was designed. The 
American Machine Products Co., Mar- 
shalltown, Iowa, is the manufacturer 
of this article. 

This gauge is made of hardened and 
polished steel. Each blade is ground 

















Am-Pe-Co Cylinder Guage 


true to its designated length by revolv- 
ing on centers, so that the whole arc 
of the blade can be used in measuring. 

The Am-Pe-Co gauge:is particularly 
useful in checking cylinder sizes after 
rehoring or regrinding and also as an 
aid to determine the correct size piston 
required. By the selection of the proper 
blade the correct reading is made. 

The standard gauge sets are made 
for Fords, Maxwell, Dodge and Chevro- 
let, but the manufacturer can make up 
sets for any other motor upon request. 

The American Machine Products Co. 
also make Am-Pe-Co pistons suitable 
for trucks and passenger cars. Descrip- 
tive literature on the gauge and pistons 
may be obtained from the manufac- 
turer. 


Improved Automobile Headlight 


Lamp 


Important to automobile accessory 
dealers and car owners is the recent 
standardization of an incandescent lamp 
in a new bulb for automobile headlight 


and spotlight service. The new lamp is 
designated as the S-11 bulb lamp and 
is distinguished as the first straight- 
side bulb ta be standardized for such 
service. It is expected to replace the 
round G-12 and G-16% bulb lamps 
which are now common. 

The prime advantage of the S-11 bulb 
in regard to the optical properties comes 
from the fact that its shape allows 
greater uniformity in positioning the 
filament, hence, less variation in light 
center length and deviation from 
axial alignment. The correct position- 


New S-11 Lamp 


ing of the filament at the center of the 
spherical section section of the bulb 
allows more accurate focusing, since 
the image is superimposed on the light 
source. The new bulb is recommended 
as possessing advantages which are 
characteristic of straight-side bulbs, the 
shape affording greater mechanical 
strength, and consequently reducing 
breakage due to packing, shipping and 
handling. 

The smaller diameter and the shape 
of the S-11 bulb provide greater clear- 
ance between the reflector surface and 
the lamp. This reduces the likelihood 
of marring the polished surface of the 
reflector when cleaning it without re- 
moving the lamp, or when inserting 
new lamps. 

This new style of lamp was put on the 
market recently by the National Lamp 
Works of the General Electric Com- 
pany, Nela Park, Cleveland, Ohio. 


Reading matter continued on page 242 
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HEN you sign up 
for Abbey & Imbrie 
tackle you stock the mar- 


ket’s finest. That has 


Because anglers know 
it is the best, you bring a \ 
tremendous new sales 
asset into your business 
the moment you begin to 
sell under the century- 

old Abbey & Imbrie trademark. 

This year there is the added sales- 
building force of our Centennial. 
Every season is a profitable one for 


Abbey & Imbrie dealers, but 1920 


promises to be the biggest on record. 





Join Abbey & Imbrie Tackle Dealers NOW 
for the Biggest Season You Have Known 


Dealers who stock 
their Abbey & Imbrie 
tackle now will be ready 
for the sales. Those who 
| delay until the rush is on 
| may have difficulty in ob- 
taining prompt deliveries, 
in spite of our best efforts 
in their behalf. So act at 
once to file your order. 

If you are not fully acquainted 
with the manufacturing standards 
and merchandising policies which 
make Abbey & Imbrie tackle the 
best to use and the most profitable 
to sell— 


Write us by return mail for details 


We will rush you complete in- 
formation on our big Centennial 
campaign—which is featured by 
two special Centennial additions to 


the Abbey & Imbrie line, by our 


annual catalog, opr Centennial 
book of prize fish stories and our 
distinctive advertising drive in the 
national sporting magazines. The 
opportunity calls for prompt action. 





Abbey & Imbrie tackle is the most profitable investment you can have at any 
time. With our Centennial campaign adding new friends and buyers 
daily it ought to be your immediate choice. 





ABBEY & IMBRIE 


Division of Baker, Murray & Imbrie, Inc. 








After May 1st—97 Chambers Street 











Notes of the Retail Hardware ‘Trade 


NAMPA, IDAHO.—The Christenson 
Hardware Company has commenced 
business here, handling a line of shelf 
hardware, harness and automobile ac- 
cessories. 


AuRORA, ILL.—Henry A. Uehren has 
retired from the hardware stock and 
sold his store to Myron J. Davis & Co. 
Mr. Uehren had been in business since 
1890, when he purchased a half interest 
in the firm of Case & Uehren. Mr. 
Davis, the new owner, has been iden- 
tified with Mr. Uehren for the past 
twenty-five years, and requests catalogs 
on the following: Baseball goods, 
builders’ hardware, cutlery, dog collars, 
fishing tackle, home barbers’ supplies, 
kitchen housefurnishings, mechanics’ 
tools, refrigerators, shelf hardware, 
silverware, sporting goods and wash- 
ing machines. 

DELAND, ILL.—J. Claude and Harry 
F. Bickel have been admitted to part- 
nership with their father J. E. Bickel, 
and the firm name has been changed 
to J. E. Bickel & Sons Company. 

LEBANON, IND.—Charles Waitt has 
sold his interest in the Boone Hardware 
Company to J. C. Brown and Herbert 
Bales. The new owners request cata- 
logs on bicycles, buggy whips, builders’ 
hardware, building paper, churns, 
cream separators, crockery and glass, 
cutlery, electrical household specialties, 
furnaces, gasoline engines, heating 
stoves, heavy farm implements, heavy 
hardware, prepared roofing, pumps, 
ranges and cook stoves, shelf hardware, 
silverware, wagons, buggies and wash- 
ing machines. 

CHANUTE, KAN.—Dean H. Davis has 
become a member of the firm of G. C. 
Davis & Sons, established in 1874. 


Forp, KAN.—The Nevins Hardware 
Company has bought the hardware 
stock of B. E. Henry, and consolidated 
it with its own. 

PAOLA, KAN.—The Weir Hardware 
Company is purchaser of the stock of 
the Paola Hardware Company. 


_ SANFoRD, MAINE.—Arthur W. Pottle 
is the new owner of a hardware busi- 
ness here. 


OLIVIA, MINN.—L. A. Matzdorf has 
disposed of his interest in the Central 
Hardware Company to his partners, P. 
J. Fitchen and J. Depeska. The firm 
name will remain unchanged. 

RosEwoop, MINN.—The Rosewood 
Hardware & Implement Company has 
been incorporated with a capital stock 
of $10,000 to deal in automobile acces- 
sories, baseball goods, bathroom fix- 
tures, belting and packing, bicycles, 
buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, 
cream separators, crockery and glass, 
cutlery, dairy supplies, fishing tackle, 
furniture department, galvanized and 
tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, 
heavy farm implements, heavy hard- 
ware, iron beds, kitchen cabinets, kitch- 
en housefurnishings, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, 
varnishes and glass, prep ared roofing, 
pumps, ranges and cook stoves, sewing 
machines, shelf hardware, silverware, 
sporting goods, tin shop, toys, games, 
wagons, buggies and washing machines. 


The incorporators are A. S., F. G. and 
Holm. 

Wyckorr, MINN —G. Klein has com- 
menced business here, carrying a stock 
of builders’ hardware, cutlery, fishing 
tackle, galvanized and tin _ sheets, 
paints, oils, varnishes and glass, wash- 
ing machines, etc. 

STOCKTON, Mo.—The Miller & Babbs 
stock of hardware has been sold. Davis 
& Fillpot, the purchasers, request cata- 
logs on automobile accessories, buggy 
whips, builders’ hardware, building 
paper, churns, cream separators, cut- 
lery, dynamite, fishing tackle, galvan- 
ized and tin sheets, gasoline engines, 
harness, heating stoves, heavy farm im- 
plements, heavy hardware, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, prepared roofing, 
pumps, ranges and cook stoves, sewing 
machines, shelf hardware, tin shop, 
wagons, buggies and washing machines. 

BEAVER CROSSING, NEB.—G. A. Evans 
& Son are successors to G. A. Evans & 
Co. In-:addition to handling a hard- 
ware stock, a line of electrical supplies 
has been added. 

Loup City, Nes.—The S. E. Galla- 
way Hardware Company, successor to 
Hayhurst & Gallaway, requests catalogs 
on a general line of hardware, harness, 
paints, oils, implements, tractor's, etc. 

SARGENT, NEB.—Detweiler & Gardner 
request catalogs on automobile acces- 
sories, belting and packing, buggy 


whips, churns, cream separators, dairy 
supplies, 


electrical household special- 
ties, fishing tackle, furnaces, galvanized 
and tin sheets, gasoline engines, har- 
ness, heating stoves, heavy farm imple- 
ments, heavy hardware, home barbers’ 
supplies, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, prepared _ roofing, 
pumps, ranges and cook stoves, refrig- 
erators, wagons, buggies and washing 
machines. 

SouTH GIFFORD, Mo —James A. Sears 
has bought the stock of hardware and 
implements of H. H. Montgomery, and 
requests catalogs on cream separators. 

SURPRISE, NEB.—Edwin Blackburn 
has sold his hardware business to Tay- 
lor and Winslow. 

TECUMSEH, NEB.—McDougal & Bush 
are the new owners of the Jones & Bush 
stock. 

LAURENBURG, N. C.—The D. M. Gillis 
Company is building an addition to the 
rear of its store, which will give larger 
and commodious quarters. The stock 
will be enlarged and a complete stock 
of hardware, farm supplies, etc., car- 
ried. Catalogs requested on buggy 
whips, churns, cream separators, crock- 
ery and glass, cutlery, fishing tackle, 
galvanized and tin sheets, harness, 
heavy farm implements, heavy hard- 
ware, home barbers’ supplies, lubricat- 
ing oils, oil cloth, paints, o‘ls, varnishes 
and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, 
shelf hardware, toys, games, and wa- 
gons and buggies. 

NEW LEXINGTON, OHIO.—The Wm. 
Schofield Hardware Company has been 
incorporated with a capital stock of 
$40,000 by William Schofield, Frederick 
Clark, W. A. Bogart and B. S. Hill. 
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SPRINGFIELD, OH10.—W. W. Diehl has 
sold his stock at 68 W. Main Street to 
the Diehl Hardware Company. The 
business was established in 1870. The 
new owner will install a store from, 
and add a line of automobile accessories, 
mechanics’ tools, children’s vehicles and 
kitchen housefurnishings, on which cat- 
alogs are requested. 

SPRINGFIELD, OHIO.—Crist Bros. 
have recently opened a hardware store 
at 23 West Main Street. Their stock 
will comprise bathroom fixtures, build- 
ers’ hardware, cutlery, electrical house- 
hold specialties, mechanics’ tools, wash- 
ing machines, shelf hardware and 
paints, oils, varnishes and glass. 

DURANT, OKLA.—The Crook French 
Hardware Company has been incorpo- 
rated. The capital stock is $25,000 and 
the incorporators are C. H., T. S. and 
B. C. Crook. 

NEWKIRK, OKLA.—M. H. Weber has 
taken over the stock of F. S. Frick. The 
new owner requests catalogs on the 
following items: Automobile acces- 
sories, bathroom fixtures, buggy whips, 
builders’ hardware, building paper, 
children’s vehicles, churns, cream sepa- 
rators, crockery and glass, cutlery, 
dairy supplies, dog collars, fishing 
tackle, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, har- 
ness, heating stoves, heavy farm imple- 
ments, heavy hardware, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, pre- 
pared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, 
shelf hardware, silverware, wagons, 
buggies and washing machines. 

QUINTON, OKLA.—The Quinton Hard- 
ware Furniture Company has_ been 
incorporated to deal in _ baseball 
goods, bathroom fixtures, _ belting 
and packing, bicycles, buggy whips, 
builders’ hardware, building paper, 
children’s vehicles, churns, crockery 
and glass, cutlery, dairy sup- 
plies, dog collars, dynamite, electrical 
household specialties, fishing tackle, 
furniture department, hammocks and 
tents, harness, heating stoves, heavy 
farm implements, heavy hardware, 
home barbers’ supplies, iron beds, kitch- 
en cabinets, kitchen housefurnishings, 
linoleum, lubricating oils, mechanics’ 
tools, oil cloth, paints, oils, varnishes 
and glass, ranges and cook stoves, re- 
frigerators, sewing machines, shelf 
hardware, silverware, sporting goods, 
toys and games. 

VALLIANT, OKLA.—The Srygley 
Hardware & Furniture Company has 
been incorporated with a capital of 
$15,000. The incorporators are J. D. 
Srygley, J. M. Isbell and John M. Ball, 
and the stock will consist of bathroom 
fixtures, buggy whips, builders’ hard- 
ware, building paper, cutlery, dog col- 
lars, electrical household specialties, 
furniture department, galvanized and 
tin sheets, hammocks and tents, har- 
ness, heating stoves, heavy farm imple- 
ments, heavy hardware, iron beds, 
kitchen cabinets, kitchen housefurnish- 
ings, linoleum, lubricating oils, paints, 
oils, varnishes and glass, commanel roof- 
ing, pumps, ranges and cook stoves, re- 
frigerators, sewing machines, shelf 
hardware, silverware, wagons, buggies 
and washing machines. 











